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Heating contractors wanted improved, engineered hydronic 
accessories to satisfy their customers’ demands. . . and to keep 
pace with the growing market for forced circulation hot water 
heat. Watts hydronic specialties are the answer. We confidently 
predict they will set new industry standards for design and 
engineering. 

These new Watts products improve water circulation and 
reduce installation time, costs and inventory. Watts equips you 
with a complete, dependable line, to save you time and money 
now and to prevent trouble later. 

You can install them on even the most competitive job 


(they cost no more) and protect your reputation, your cus- 
tomers’ comfort and safety. Contact your wholesaler or write 


us for bulletin. Watts Regulator Company, Lawrence, Mass. 


SEE US AT BOOTH 224 
INTERNATIONAL HEATING AND AIR CONDITIONING EXPOSITION 
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Radiator Diversion Fittings — Precision machined 
for forced circulation heating systems to insure max 
imum diversion of water into each unit with mini 
mum pressure =e. All-bronze (85% copper) con 
struction for quick-tight sweating and corrosion 
resistance. 





Two-Way Flow Check — Combines angle and hori- 
zontal checks in one stock type: free air flow expan- 
sion tank connection when installed as angle check; 
uses boiler by-pass and recirculation line when in 
stalled horizontally. Easily opened for gravity circu- 
lation when necessary. 


Circulator — Exclusive, compact design offers quiet- 
est performance, minimum maintenance. Impeller 
attached directly to motor shaft means fewer parts 
to wear and replace. Hydronic performance curve 
assures flow design standards for modern piping. 
Compact unit has fewer parts, weights less, and 
takes less space. 


Check 2-002-01 on Reply Card 





















You pay no more for unequalled SLOAN quality... 


/A\ /fSloan\ 
Flush Valves 


\. > Save Water 
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@ Water is scarce in many parts of the country and it 
costs money—and costs often rise when it must be 
pumped within a building to distant branches and 
upper floors. You can save both water and money when 
you specify the Sloan ROYAL Flush Valve. 
In the ROYAL, there are two water-saving features 
) providing maximum water economy—(1) “non-hold- 
open,” which prevents the waste of water accidentally 
or maliciously and (2) “no regulation?’ which means 
there is no regulating screw to get out of adjustment. 
These are the two most important features of modern 
flush valves and, as standard equipment, only the 
ROYAL has both. 


This exclusive combination of features is another 
example of that bonus of quality you expect from Sloan. 
And since you can have Sloan quality at no extra cost— 
why not make sure you get it. 


SLOAN stn vaves 


SLOAN VALVE COMPANY «4300 WEST LAKE cm. «e CHICAGO 24, ILLINOIS 
Check 2-003-01 on Reply Card 
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The Standard jor Better Pipe Fitting 






PRODUCT 


Unexcelled Materials, 
Finishing, 
Reliability 


Since 1880 the construction industry has 
been able to rely on IMICO for a com- 
plete line of malleable and grey iron 
fittings, standard and heavy types, made 
to unexcelled specifications in every de- 
tail. Highest quality iron, accurate ma- 
chining and uniform finishing are “musts” 
at IMICO. Threads are always clean and 
true, correct angles always maintained, 
internal fragments never a problem, and 
smooth chamfering for easy starting in- 
variable! These are just a few of many 
reasons why you will be glad you used 
IMICO. 


Convenient, Accurate, 


Complete Product 
identification 


IMICO is the only full line fitting manu- 
facturer now cartoning ALL products in- 
cluding cast iron and drainage up to 2” 
size. Handy as this “extra” has proved 
to be, IMICO goes a step farther and 
gives you added product identification by 
labeling galvanized fittings in red, black 
fittings in black . . . one size and type to 
a carton. IMICO packaging is “tops” for 
stock keeping and labeling, and saves you 
money by protecting against loss and 
corrosion. 





Easy to Understand, 
Easy to Use, 
Profitable! 


Current 0 eee, 
IMICO tn 
Price Schedule Se 


Available 
From Your 
Distributor! 





For the first time in history, IMICO has 
furnished the industry with a trade price 
schedule anyone can understand. It saves 
days of time in figuring costs and is a 
reliable assurance that you will get your 
FULL profit every time. In one sheet: 
simplified pricing . . . full cartoning in- 
formation! It makes ordering a pleasure! 


If unable to contact an IMICO Distributor 
write Illinois Malleable Iron Co. and we will 
advise by return mail the name of the IMICO 
Distributor nearest you. 


Sold Through Authorized IMICO Distributors Only 





ILLINOIS MALLEABLE IRON COMPANY | 


(Division of Appleton Electric Co.) 


1701-59 Wellington Avenue Chicago 13, Illinois 





Check 2-005-01 on Reply Card 
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TRIPLE-PLATED POLISHED CHROME 
OVFR 2,000 COMPLETE-FOR-JOB-KITS 
SIZ. MARKING AND TRADEMARKING 
CELLOPHANE OVERWRAPPED TRAYS 
[= OVER 250 VALVE SIZES AND STYLES 
~ PRECISION MACHINING AND QUALITY CONTROL 
FULL IRON PIPE RED BRASS NIPPLES 
CLOSE TOLERANCE INSPECTION 
. INDIVIDUALLY PACKAGED 
» 1 PIECE CONSTRUCTION 
SOLID BRASS INSERT « 
WW-P-541b 












WHAT QUALITY STEPS AT THE FACTORY 
MEAN TO YOU ON THE JOB 


, OeAss 









es:  /——— 

Have the confidence that comes with 
using nationally advertised, brand-name 
material. Protect your professional reputa- 
tion and assure future job opportunities. 











Over 2,000 supply kits, conveniently pack- 
aged and completely protected, are custom 
tailored to fit your needs . . . at produc- 
tion line savings. 


Over 14 Quality Steps and inspections go 
into the manufacture of Speedway 
Supplies to eliminate on-job trouble. No 
matter how intricate the hookup, how 
difficult the job, there’s a trouble-free 
Speedway to fit your requirements. 







YOU DESERVE THE BEST...ASK FOR AND GET SPEEDWAY SUPPLIES BY BRASS-CRAFT! 


THE “SUPPLY CENTER” OF THE INDUSTRY WHERE OVER 2,000 COMBINATIONS ARE CUSTOM-PACKAGED TO FIT YOUR NEEDS 


SPEEDWAY SUPPLIES by Wrass S Craft 


DETROIT 1 MICH. 


©1960 Brass-Craft Mfg. Co. 
WRITE DEPT. D, BRASS-CRAFT MFG. CO., DETROIT 1, MICH., FOR YOUR WATER SUPPLY CATALOG NO. 91560 
Check 2-007-01 on Reply Card 
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euMPs ° WATER SYSTEMS, 


Check 2-008-01 on Reply Card 


The Duro Co., 537 East Monument Ave., Dayton 2, Ohio 


> 
‘4 e 
TER SOFTENERS : FILTE 














Today’s number 1 profit opportunity in Softeners and Filters! 


NEW PROTECTION 
NEW EYE-APPEAL! 


NEW DUROLASTIC LINING 
For Extra Years of Tank Life! 


Now in addition to heavy gage steel, 
hot-dip galvanized, Duro adds to its 
tanks a great new sales feature... 
its remarkable corrosion resistant 
Durolastic lining for extra years of 
protection. 








BEAUTIFUL “HIDDEN PIPE” STYLING 


Cameo’s clean look has true housewife ap- 
peal. Hidden piping, easy-to-clean surfaces, 
a visual appearance of simplicity, and a 
smart, modern label represent a new high 
in softener and filter styling. 


LIFETIME TANK GUARANTEE 


Duro offers a firm lifetime guarantee on 

all Cameo model tanks. Duro pays 100% 

of replacement cost for the first five years untae 
—50% during the 6th year and thereafter PROTECTION 
on a sliding scale up to ten years and life- ae 
time. This written guarantee is a powerful : 
sales tool. 








Check 2-008-01 on Reply Card 
ully Automatic, Semi-Automatic, 


+ «++.» and Manual Water Softeners and Filters + Water Pumps and Systems * Swimming Pool Filters 








New Jersey Campaign to Ofiset Direct 
Selling Inroads Picks Up Momentum 


Its goal: “Call a Licensed Plumber First” 


Monrctair, N. J.—Alert whole- 
salers who are fighting direct-to- 
user selling in New Jersey have 
provided contractors with a “direct 
approach” of their own—a direct- 
mail kit entitled, “Call a Licensed 
Plumber First.” 

The group, composed of 25 
plumbing and heating wholesalers 
embracing Passaic and Bergen 
counties, operates under the name 
North Jersey Credit & Trade Club. 
It is actively supported by 11 
plumbing contractor associations in 
the two counties. (The program 
was first announced in an article 
beginning on page 13 of October 
DE.) 

The direct-mail kit represents 
part two of the campaign. The 
kickoff promotion was made avail- 
able to contractors three months 
ago in the form of panel truck signs 
that featured a series of messages 
following the theme, “Call a Li- 
censed Plumber First.” 


ws In announcing the availability of 
the direct-mail kit, the group’s 
president, Herman Zitcer, said that 
a main phase of the kit is a special 
booklet entitled, “The Chain Re- 
action That Can Cost You Time, 
Trouble and Money.” 

He described the editorial con- 
tent as “ammunition needed to 
combat the do-it-yourselfers and 
the inexperienced handymen who 


10 


take business away from the li- 
censed plumbing contractor.” 

He added that it highlights the 
“savings of time, trouble and money 
for the consumer” and stresses the 
“professional ability, skills and re- 
liability of the plumbing contrac- 
tor.” It is so designed that the user 
can print his name, address and 
telephone number on the back cov- 
er or insert a business card. 

In addition to the booklet, the kit 
offers sample letters for mailings to 
old customers as well as to new 
prospects in a self-explanatory in- 
struction sheet “plus all the items 
necessary to make a sales letter 
campaign a successful one.” 





A “how to use” section of the kit 
points out postal regulations, how 
to build a mailing list and the ad- 
vantages and disadvantages of 
various types of mailings. 

Zitcer also referred to the effec- 
tiveness of the campaign achieved 
thus far, saying, “With the whole- 
salers and plumbing contractors 
working toward the same goal, the 
public in Passaic and Bergen coun- 
ties is now becoming more and 
more conscious of the many benefits 
to be gained by using the profes- 
sional services of a contractor. 


a “Having firmly planted the seed 
of ‘Call a Licensed Plumber First’ 
in the homeowner’s mind, the fruits 
of the information campaign are 
now beginning to be realized. Con- 
tractors in the two-county area 
report that they’ve begun to take 
more business away from the di- 
rect-to-you operators, and this is, 
of course, a prime reason for carry- 
ing on the campaign.” 








ix 





He’s A Recognized Professional 


Your plumbing contractor is a licensed member 
of your community — recognized as a 
qualified expert. When you deal witha 
\ licensed plumber you are dealing with an 
acknowledged professional who can handle 
your plumbing, heating and air conditioning 
problems in an efficient, courteous and 
businesslixe manner. 








TYPICAL page from the North Jersey Credit & Trade Club booklet, “The Chain 
Reaction That Can Cost You Time, Trouble and Money,” advises the public 
against non-professional plumbing work. Other pages present similar themes, 
including “He’s Fully Insured,” “He’s Highly Skilled,” and “He’s Reliable.” 
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Curtis Mfg. Co. Buys 
Toledo Pipe Threading 


CLEvELAND—One of the industry’s 
major manufacturers of pipe tools, 
The Toledo Pipe Threading Ma- 
chine Co., has been sold to the 
Curtis Manufacturing Co. here for 
$114 million. 

The announcement was made by 
Harold Schott, president and board 
chairman of Curtis, which is a ma- 
jor manufacturer of air condition- 
ing equipment, air compressors, 
hydraulic lifts, missile and elec- 
tronic components, pleasure boats 
and other products. 

Norman Kirk will continue as 
president and general manager of 
Toledo, operating the company as a 
subsidiary of Curtis. 


Plumbers Union Accepts 
First Negro Apprentice 


New York Citry—A Negro has 
been admitted into an apprentice- 
ship training program of a plumb- 
ers union for the first time here. 
The disclosure was made recently 
by Herbert Hill, labor secretary of 
the National Assn. for the Ad- 
vancement of Colored People. 

Hill also announced the admis- 
sion of a Negro for the first time 
into a sheet metal apprenticeship 
program in St. Louis. 


ws The NAACP official said he 
wrote to New York Attorney Gen- 
eral Louis Lefkowitz requesting 
that he use his powers “to elimi- 
nate the broad pattern of Negro 
exclusion from building trades ap- 
prenticeship programs in the state 
of New York.” 

Lefkowitz responded by arrang- 
ing for Hill to confer with his of- 
fice’s division of civil rights. Hill 
presented data “indicating that the 
plumbers union as well as other 
building trades unions have re- 
fused admission of Negroes into 
training.” The acceptance followed. 


John J. Nesbitt Inc. 
Buys Norman Products 


PHILADELPHIA—John J. Nesbitt 
Inc. has purchased the Norman 
Products Co. of Columbus, O., a 





HELPING HANDS carry laundry as the five Sherwood girls assist their mother, 
Sally, in their home at Fairfield, Conn. The family, which also includes Sally's 
husband, Bob, and two pre-school boys, was the subject of a “performance 
rating” done by the Plumbing & Heating Division of American-Standard on 
hot water usage, to determine water heater capacity requirements. By charting 
factors such as dishwashing, laundry, size of family, number of pre-school 
children, size of home and number of bathrooms, it was determined that the 


Sherwoods needed a 65-gallon_ unit. 
is available from American-Standard, 40 West 40th Street, New York City 18. 








The water heater selection guide 





How the Plumbing Industry Sizes Up 
the Kennedy Takeover in Washington 


Big changes seen during next four years 


Cuicaco—The switch to a Demo- 
cratic administration under Presi- 
dent Kennedy “will definitely af- 
fect our business,” said a large ma- 
jority of plumbing and heating 
contractors, wholesalers and manu- 
facturers polled on the subject. 

The nationwide sampling of opin- 
ions obtained by DE indicated that 
80 percent of the contractors, 70 


manufacturer of gas-fired heating, 
ventilating and air conditioning. 

Albert Nesbitt, president of the 
purchasing firm, which also is a 
manufacturer of heating, ventilat- 
ing and air conditioning products, 
told DE that Norman Products 
would continue to operate under its 
present management as a division 
of the parent firm. 


percent of the wholesalers and 66 
percent of the manufacturers re- 
plying expect the change to have 
“an appreciable effect upon our 
business in 1961 and beyond.” 

However, this unity of opinion 
by the three groups was not so 
pronounced beyond this point. For 
instance, when asked how the busi- 
ness controls likely to be intro- 
duced by the Democrats would 
compare with those of the Eisen- 
hower administration, contractors 
and wholesalers were in agreement 
that there would be stronger con- 
trols, voting 60 percent and 55 per- 
cent respectively. But only 35 per- 
cent of the manufacturers voiced 
this opinion, with the other 65 per- 
cent stating there would be “no 
appreciable change.” 

On the subject of business taxes, 

(Please turn to page 12) 





News . . . continued from page 14 





MONEY MATTERS dominate the conversation of the newly elected officers of 
the Plumbing Brass Institute as all eyes are on the treasurer, Norman Lougee, 
far right, of The Chicago Faucet Co. The others, left to right, include the im- 
mediate past president, Roger Milroy, Lee Brothers Foundry Co.; Martin Peter- 
man, Milwaukee Faucets Inc., new PBI president; Thomas Nichols, Hanson & 
Shea Inc., executive secretary; and C. W. Rush Jr., The Beaton & Corbin Manu- 
facturing Co., second vice president. Not present is Ford Cowing, Repcal Brass 
Manufacturing Co., who was elected first vice president. 


How the Plumbing Industry Sizes Up 
the Kennedy Takeover in Washington 


(Continued from page 11) 

it was much the same picture of 
diversified opinions. Sixty percent 
of the contractors and 62 percent 
of the wholesalers felt there would 
be a raise in taxes, but only 34 per- 
cent of the manufacturers looked 
for an increase. 


s Following is a summary of the 
other questions asked and the an- 
swers submitted (“C” indicates 
contractors, “W” is for wholesalers 
and “M” is for manufacturers): 

What effect will the change in 
administration have on personal 
income tax? 


Cc W M 
Higher 38% 15% 50% 
Lower 9% 138% 0% 
No Change 53% 12% 50% 


What changes do you anticipate 
in the over-all business picture 
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under the Kennedy administration? 


& WwW M 
Improvement 50% 46% 60% 
Worsening 37% 138% 20% 
No Change 13% 41% 20% 


What do you think the money 
situation will be under Kennedy? 


c WwW M 
Inflation 88% 88% 75% 
Tight Money 0% 12% 0% 
No Change 12% 0% 25% 


What do you think the govern- 
ment’s policy will be on spending 
for public projects? 


_& W M 
Increased 89% 100% 100% 
Decreased a 
No Change of a 


What do you think the new gov- 





ernment’s policy on plumbing and 
heating imports will be? 


be WwW M 
Curb them 25% 25% 33% 
Increase them 62% 37% 22% 
No Change 13% 38% 45% 


In your opinion, what should the 
government’s policy be with re- 
spect to foreign aid spending? 


S W M 
Curb it 29% 25% 51% 
Increase it 43% 25% 18% 
No Change 28% 30% 25% 


What is your opinion of govern- 
ment spending as a technique for 
stimulating the economy? 


© WwW M 
Approve 17% 43% 25% 
Disapprove 83% 57% 15% 


What kind of business do you 
anticipate for your own company 
in 1961? 


More Profit 55% (18% average) 
Less Profit 33% (15% average) 
No Change 12% 

WwW 
More Profit 17% (10% average) 
Less Profit 17% (20% average) 
No Change 66% 

M 
More Profit 60% ( 4% average) 
Less Profit 20% (15% average) 
No Change 20% 





Warns Journeymen: 


Avoid Missile Strikes 


WasuincTton, D. C.—Work stop- 
pages bases that “en- 
danger the country’s safety and 
survival” have been labeled as 
“strictly taboo” by Peter Schoe- 
mann, general president of the 
United Assn. 


at missile 


= Schoemann admitted that a “defi- 
nite problem” exists, in the form 
of possible encroachment by plant 
and laboratory employees of air- 
craft and electronics companies 
which, as prime contractors, are re- 
sponsible for constructing both the 
missile itself and its base. 

“But when faced with this diffi- 
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culty,” he added, “we can take only 
one course of action. We must pro- 
tect our jurisdiction, but never to 
the detriment of the country. 

“We have ample means of set- 
tling labor disputes. The National 
Joint Board for the Settlement of 
Jurisdictional Disputes is one and 
is always available for mediating 


conflicts which might otherwise 
threaten the nation’s survival.” 
Schoemann had the following 
advice for members: “Count to 10 
before taking action. Stay on that 
missile base job and try to iron out 
local differences. If these differ- 
ences continue, report the matter 
promptly to the general office.” 


Speakers Bureau Is Formed to Tell 
the Story of Oil Heating Benefits 


New York City—A new task 
force has been set up to tell the 
story of oil heat’s technical and 
sales features at contractor and 
wholesaler meetings throughout 
the country. 

The task force is in reality a 


Elkay Occupies New 
Manufacturing Plant 


BroapviEw, Itt.—A new $1 mil- 
lion plant has been occupied by 
Elkay Manufacturing Co. here for 
producing stainless steel sinks, ac- 
cording to Paul Sternberg, Elkay 
president. 


speakers bureau set up under the 
direction of the Oil Heat Institute’s 
public relations committee. Frank 
Brophy, chairman of the OHI com- 
mittee, told DE that the speakers 
who have volunteered to serve on 
the bureau are representatives of 
manufacturer members of OHI. 

Topics to be covered by the bu- 
reau include: Sales administration, 
oil burner nozzles, humidification, 
air filtration, high-pressure steam 
boilers, hot oil systems, dealer 
management and competition, re- 
ducing operating costs, oil burner 
service and trouble-shooting oil 
heat jobs, and numerous other sub- 
jects. 

Contractor or wholesaler groups 


Float in Centennial Parade Spotlights 
A Century of Plumbing Progress 







|| EAST BRUNSMIeK 
pp, __ SOUTH RIVER © 


|| SOUTH RIVER 
| AND HEATING 
“}) CONTRACTORS 





A E dis Standard PLU 
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U.S. Products Pushed 


ALL PARTS OF ALL 


WATTS 
PRODUCTS 








BUY AMERICAN policy of Watts Regu- 
lator Co., Lawrence, Mass., is sup- 
ported visually on all its master ship- 
ping cartons by this label, (5 by 3% 
inches) printed in red, white and blue. 


interested in scheduling an OHI 
speaker at some future meeting 
should contact the Speakers Bu- 
reau, Oil Heat Institute of Amer- 
ica, 500 Fifth Avenue, New York 
City 36. 


Reed-Cromex Corp. 
Buys Chrome Art Co. 


CLEVELAND—Reed-Cromex Corp. 
has purchased the Chrome Art Co., 
a manufacturer of lavatory legs 
and towel bars. The announcement 
was made by Sylvan Grotte, presi- 
dent of Reed-Cromex. The pur- 
chase includes all inventory, assets 
and corporate name. 

Reed-Cromex is itself a major 
producer of lavatory legs, towel 
bars, bathroom accessories and 
other items for the industry. 

(NEWS continued on page 14) 






WELL-DEVELOPED contrast of plumb- 
ing facilities of 1860 and 1960 was 
presented on this float by the South 
River Plumbers Assn. of New Jersey 
in the East Brunswick Centennial 
parade. Warm water actually sprayed 
from a shower head above the girl 
at left, but “ye ole outhouse” on the 
float’s reverse side (above) was strict- 
ly for display purposes. 
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News ... continued from page 13 





i 
IMPROVEMENTS in a new valve are discussed by the new products committee 
of Speakman Co., Wilmington, Del. From left are John Traynor, director of 
sales; James Fraser, vice president; James Masterson Jr., works manager and 
committee chairman; Edward Roman, head of research and development, 
and C. C. Gerow Ill, chief engineer (See story at right.) 








Use Apprentices More, or Lose Them 
to Other Trades, Contractor Warns 


Sees shortage when mid-60’s building boom begins 


New York City—‘“If apprentices 
are to be attracted to the building 
industry, they need reasonable as- 
surance of steady employment,” 
plumbing contractors were told 
here recently by George Breslaw, 
a local contractor. 

Breslaw was speaking at a meet- 
ing of the Assn. of Contracting 
Plumbers of the City of New York. 

Breslaw reminded his audience 
that when a job slows down, the 
apprentice “may become dis- 
couraged and seek more stable em- 
ployment in another field.” He 
described the problem as being 
serious enough to merit the close 
consideration of both labor and 
management. He added that a full- 
time apprentice training director 
can do much to alleviate the job 
placement problem of apprentices. 


a“It has been found that where 
there is an apprentice training di- 
rector,” said Breslaw, “he can, by 
telephoning other employers, 
usually find employment for an ap- 
prentice who has been ‘laid off’. 
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This eliminates ‘job hunting’ for the 
apprentice and keeps him gainfully 
employed. It also provides him with 
on-the-job training and keeps alive 
his interest in the industry.” 

The subject is especially impor- 
tant now, Breslaw said, because of 





Contractor Tips Inspire 
Speakman Research 


WILMINGTON, Det. — “The con- 
tractor’s influence on a manufac- 
turer’s quality control program can 
be greater than most people real- 
ize,” DE was told recently by James 
Masterson Jr., works manager of 
Speakman Co., producer of plumb- 
ing brass and fittings. 

Masterson, as chairman of the 
firm’s “new products committee,” 
explained, “The fact that plumbing 
contractors are bound to run into 
problems that can’t be foreseen by 
manufacturers has a prime effect 
on the activities of our committee. 

“We follow up on all suggestions 
submitted to us. In many cases our 
subsequent work results not only in 
the development of an answer to 
the specific problem but in the in- 
troduction of a new line as well.” 

Masterson reported that the com- 
mittee, which meets twice a month, 
currently has 20 items on the agen- 
da in various stages of completion. 

(NEWS continued on page 16) 


the big upswing expected for build- 
ing during the new decade. “If we 
don’t attract—and keep—appren- 
tices now, we won’t have enough 
journeymen to keep pace with the 
demand for plumbing installations,” 
Breslaw concluded. 





Woman Cracks Barrier; Gets Warm Air Diploma 








A NEW FIRST was recorded at the launching of the Memphis Indoor Comfort 
Bureau ceremonies when Mrs. Christine Warrington, secretary of the Condi- 
tioned Air Co., became the first woman in the U.S. to successfully complete 
the 12-week technical training program in conjunction with the Silver Shield 
Program of the National Warm Air Heating and Air Conditioning Assn. 
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Take a good look at this dimensional comparison of service- 
weight cast iron drainage pipe and Type DWV copper tube. 
You'll see why it makes good sense to use Anaconda Copper 
Drainage Tube Type DWV, and Anaconda Solder-joint 
Fittings for soil, waste and vent lines. You can do a better 
job, easier, faster and at less cost. BETTER, because rust- 
caused troubles such as reduced flow or stoppages just don’t 
occur in copper plumbing. Also, the builder is saved the 
extra cost of wide plumbing walls—a 3” copper tube stack 
fits within a partition of standard 2 x 4’s—whereas, in ferrous 
piping, a 4” cast iron soil stack is generally used, requiring 
2 x 6” studs. AT LESS COST because installation time is cut 
one-third to one-half, and here’s why. Longer copper tube 
lengths mean fewer joints, and the lighter weight (about 
“4 the weight of a ferrous pipe installation) permits cost- 
saving assemblies of rough-in units in the shop. Solder-joint 
fittings are connected quickly. Take a look at a plumbing 
contractor's estimated cost comparison fora typical, back-to- 


back bathroom—kitchen—laundry drainage system. 


® COPPER TUBE AND FITTINGS for soil, waste and vent lines 
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USING COPPER 
Anaconda Copper Drainage Tube, Type DWV* 


COG oF we I eno 0.05 bss reeks nees $ 72.74 
Anaconda Cast Brass Solder-joint Fittings........ 67.97 
NE: a PMNs a. dns adc esnaesedndaun 2.00 

PUMIOON CONG. gs eds dain canes edes cucnew $142.71 

EE SEOONE EAN Ls sc actanctuanddncsesueonss 60.00 

NE COE 5.5 iced Suns oes rcanbkssnndeds $202.71 


*Copper tube marked DWV (Drainage, Waste, Vent) identifies 
tube used only for sanitary drainage lines. 

USING FERROUS PIPE AND FITTINGS 

Cast Iron and Steel Pipe (93 ft. of various sizes) ...$ 60.71 


| PPITET ETT ETOT TT re tik 58.10 
Caulking, Lead and Oakum................--- 21.88 
Materials cost ........ ITTT TTT re 
SU LANE Ss 6 no cee ew esen WSS ede eee 110.00 
Installed cost ...... Nevvsatecdes ceeaeenn $250.69 


Anaconda American Brass Company, Waterbury 20, Con- 


necticut. In Canada: Anaconda American Brass Ltd., New 
Toronto, Ontario. 6101 


MADE IN USA 
THE STANDARDS: 
MAN 


Available through plumbing wholesalers. Anaconda American Brass Company. 
Check 2-015-01 on Reply Card 
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News ... continued from 


‘Sellmobile Tells 
Product Story for 
Tenn. Wholesaler 


READY TO ROLL, the mobile display 
truck used by Bass & Co. follows a 
tight schedule to give each salesman 
the opportunity to “take his products 
to the contractor-customer.” 


page 14 
















NASHVILLE, TeENN.—An old saying 
with a new twist—“(if you) don’t 
call on us, we'll call on you”—is 
proving to be the key that is open- 
ing the door to more effective sell- 
ing by Bass & Co., a local whole- 
saler. 

In this case, the “we'll call on 
you” is accomplished by an attrac- 
tive mobile display truck. This 
“sellmobile” enables the firm’s 
salesmen to take a complete line of 
products right to the contractor’s 
(and eventually to his customer’s) 
door. 

The 6,600 pound truck, which was 
designed in cooperation with Inter- 
national Harvester Co., is rotated 
among salesmen for calls on deal- 
ers and dealers’ customers, and, 
according to Bass, has proven effec- 
tive as a “sales stimulator.” 

A typical sellmobile display con- 
tains a complete bathroom ensem- 
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ble including a bathtub and shower 
enclosure. Also included are a 
variety of colored wall tile, bath- 
room accessories, medicine cabi- 
nets, stainless steel sinks and other 
plumbing products. 

The entire truck, including the 


415 cubic foot body, but not the 
display, cost Bass $3,809.89. The 
display, including the interior finish 
and products, is valued at $1,200. 
Bass & Co. serves a large section 
of Tennessee and parts of Alabama, 
Mississippi and Georgia. 


1,000 Janitrol Dealers 
to Converge on Miami 


CoLtumBus, O.—More than a 
thousand ‘select dealers, wholesal- 
ers and sales representatives of 
Janitrol Heating and Air Condi- 

(Please turn to page 116) 


F-M Offers Finance Plan to Water Systems Dealers 


Cuicaco—In a move designed to 
stimulate the sale of water sys- 
tems and other standard products, 
Fairbanks, Morse & Co. has created 
a simple, non-recourse finance plan 
for use by its dealers. 

The one-stop service plan is 
administered by Allied Building 
Credits Inc. of Los Angeles. 

The customer can borrow up to 
$3,500 to pay for the digging of the 
well and for the equipment and 
its installation. He can take up to 


36 months to repay, and in some 
instances up to 60 months. He 
needs no down payment and may 
pay as little as $10 monthly. 

Only three steps are taken by 
the dealer. He forwards the com- 
pleted credit application form to 
the nearest of 39 ABC offices. After 
approval from ABC, he delivers the 
equipment. And when the instal- 
lation is completed, he forwards 
the customer’s signed note and re- 
ceives the ABC check. 
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COMO Water Closet 





Designed for greater sales 
and clean profits! 


U/R WATER CLOSETS 


with exclusive Uni-Tilt® flush valve 


Here’s a great advancement in plumbing efficiency 
with terrific sales appeal for your customers. With the 
revolutionary new Uni-Tilt® Flush Valve, they will 
never again jiggle the handle... never again experi- 
ence running water nuisance. Unique pivotal action 
guarantees a positive flush... re-seats Uni-Tilt per- 
fectly every time. It’s 100% foolproof! 

Exclusive with Universal-Rundle, the amazing Uni- 
Tilt eliminates troublesome callbacks, and low-profit 
service stops. For complete details about the new 
Uni-Tilt Flush Valve, write to. Universal-Rundle Cor- 
poration, 703 River Road, New Castle, Pennsylvania, 
or call your local U/R wholesaler. 


Gmiversal Rundle 


THE WORLD’S FINEST PLUMBING FIXTURES FOR 60 YEARS 


Plants in Camden, N.J.; New Castle, Pa.; 
Redlands, Calif.; Hondo, Texas. 
Export Sales: 115 Broad St., New York, N.Y. 


WALLBORNE Water Closet 


a : sh 


Check 2-017-01 on Reply Card 
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The three and a half million dollar Atlanta Hilton Inn 
was developed and constructed by Hogan Bros., Inc. 
of Metairie, La. The architect was George Saunders, 
Walter E. Blessey handled the structural engineering, 
and Edward Sanford was in charge of mechanical 
engineering. The installation of the plumbing system 
was made by Hoffman-Wolfe Southern Corporation 
of Atlanta. 


When it comes to modern, rust-proof, clog- 
proof, life-time supply and drainage plumbing 
systems, more and more architects, builders 
and plumbers are saying: “‘All copper”. The 
jet-age Hilton Inn, just opened in Atlanta, 
Georgia, isan excellent example because Stream- 
line copper tube and solder-type fittings are 
used for supply and drainage plumbing in this 
ultra-modern 310 room structure. 


Because of solder joint strength and lighter 
weight of copper, even complex plumbing 
assemblies can be quickly shop prefabricated or 
assembled on the site with a minimum number 
of solder joints. With copper there’s more 
actual useable area in the building because 
furring-out is eliminated. The standard 20 foot 
lengths, uniform dimensions, com- 

plete range of sizes, weight-savings 
and lower labor costs make 
Streamline copper tube and 
fittings more economical, too. 


Send for catalog D-459, for 
all the latest facts on Stream- 
line DWV copper so and 
solder-type fittings, the modern, 
sanitary drainage piping material. 


~ A SEE YOU IN CHICAGO . 






MODERN IN EVERY 
CONCEPT 


INCLUDING THE 


Gan 


ee Cane! 


COPPER TUBE AND 
FITTINGS USED IN 


THE PLUMBING SYSTEM 





318-R 


. - BOOTH 845-849 


BME MUELLER BRASS CO. port HURON 4a, MICHIGAN 


MUELLER 


Check 2-018-01 on Reply Card 
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offers the 


FIRST ana ONLY 


Silica-Gel P.A. 400 
and Molecular Sieve 


BLOCK DESICCANT 
FILTER-DRIER 


to the 


REFRIGERATION; 


INDUSTRY C 





Important Advantages 
and System Benefits: 


1. Exclusive Alco binder assures a block of 97% pure 5, Rigidly controlled activation—factory sealed. 
desiccant. 


2. Manufactured by Alco’s specially developed forming 6. Maximum system protection against acids and other 
process (not pressure moulded)—eliminating packing foreign matter. 
effect—assuring greater uniformity of flow. 


7. Copper (ODS) fittings mean easy brazing. 
« Geometry of ADK block exposes maximum surface to 


adsorb and filter out moisture and fine particles. 


« Directed and even distribution of liquid gives filtration 


in depth—coupled with short flow path means low 9, Full flow fittings mean low pressure drop. 
pressure drop—longer'system life. 


&. Brass (SAE) fittings means no flare nut creep. 








ALCO DRI-KLEANER is your insurance for a 
longer, more trouble-free system life. 





e BUY SECURITY 
e BUY QUALITY 
8328 e BUY ALCO 





The one complete line of refrigerant controls: Thermostatic Expansion Valves + Refrigerant Distributors . Solenoid Valves 
Refrigerant Filter-Driers » Suction Line Regulators - Flooded Evaporator Controls and Reversing Valves 


Check 2-019-01 on Reply Card 
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Anticipated Profits 
Can Be Claimed 


A plumbing contractor can re- 
cover anticipated profits from a 
general contractor who breaches 
his contract. 

Recently, a plumbing firm and 
general contractor entered an 
agreement for a 50-home building 
project. Anticipating profits of 
more than $5,000, the plumbing 
contractor ordered material for 
50 homes. However, only 25 were 
built. After six months of inac- 
tion, the contractor sued to re- 
cover the profits expected on the 
other 25 homes. 


= The courts ruled that enough 
time had elapsed to indicate that 
the contract was not being ful- 
filled and that, therefore, the 
plumbing contractor could sue 
for profits on the unbuilt homes. 

Citation: Emil v. Cross Plumb- 
ing & Heating, 339 Pac. (2d) 746. 


Who's Liable for 
Accidental Death? 


Under what circumstances is 
a plumbing contractor liable for 
an accidental death on one of his 
jobs? 

In one case, a contractor’s em- 
ployee was trapped in a cave-in 
while digging an 18-foot trench 
for a sewer connection. The city 
public works squad and firemen 
went to the rescue, ordering the 
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IT’S THE LAW! | 


Legal Decisions of interest to Contractors 


< 


contractor and his men to a dis- 
tant area behind barricades. 
One of the municipal em- 
ployees, whose job had been to 
connect the service line with the 
main, insisted on helping in res- 





cue operations although it was 
not among his duties. While 
working in the trench, a second 
cave-in killed him. 


« His heirs sued the plumbing 
contractor for negligence. How- 
ever, the court noted that the 
rescue operation itself, in which 
the municipal employee had 
been killed, had been taken over 
entirely by the city. The contrac- 
tor and his men had even been 
ordered from the scene. 

In addition, the victim had vol- 
unteered his services in full 
knowledge of the hazardous 
conditions. Under these circum- 
stances, the court ruled, the con- 
tractor could not be held liable 
for such a mishap. 

Citation: Byers v. Hardy, 337 
P. (2d) 806. END 





* 








YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

Two partners in a plumbing firm signed a contract con- 
taining a clause that barred them and their customer (a 
building owner) from assigning the contract or bills to any 
third party without written consent. After completion of 
the job, the partners organized into a corporation and as- 
signed the contract to it. The building owner refused to 
pay his bill, claiming the corporation was a third party 
in violation of the contract. Was he right? 


* % %* 


Such a clause is usually upheld in the courts. But in 
this case, the court ruled, the contractors merely changed 
their legal status. Such a technicality did not violate the 
contract, because there was no real third party involved. 


(Citation upon request from Domestic Engineering.) 
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. . THE MOST COMPLETE AND COMPREHENSIVE 
CATALOG OF PLUMBING & HEATING SUPPLIES EVER 
PUBLISHED — AND IT IS YOURS FOR THE ASKING. 


see illustrated here just a few of the 180 pages of this all 
1, which shows complete lines of: Heating Supplies, 
ds, Enamelware and Plumbing Specialtie 
log is ready and waiting for you Teks} ane de) om Ul-wr- Mi lal-mels 
all. There is no obligation but do it NOW! 


ELITE SALES CORPORATION 
1051 Irving Avenue, Brooklyn 27, N. Y. . HYacinth 7-2200 


Manufacturers and Distributors 
Plumbing & Heating Supplies, Brass Goods and Specialties 


we 
& 


eye | ee re ee 
Check 2-021-01 on Reply Card 
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JET PUMPS 


The truly modern jet pump, as you knew it until today, was principally 
the result of completely new designs, construction, and features developed 
by Tait in the early 50’s. Tait was responsible for many notable “firsts” — 
most of which were soon studiously copied, although never quite equalled, 
by overzealous competitors. Examples: Tait built the first competitive 
convertible jet, the first completely packaged multi-stage jet, the first 
axial flow jet; developed the Quick-Connect flange; and pioneered inter- 
changeability of parts. 

But Tait did far more than produce many of the most outstanding 
features ever built into a jet. Tait put quality into the jet pump— through 


automated high-precision manufacturing methods, electronic testing, and 
the use of the finest materials. 


QUALITY THAT INSURES PROFIT 


Only a manufacturer with such a reputation and dedication to high per- 
formance and high quality could produce the remarkable new Rapidayton 
jet pump of 1961. Here, NEW in design and NEW in construction, is a 
pump which suddenly opens the door to a NEW ERA OF PROFIT. 
Here are features (see next page) which give NEW meaning to depend- 
ability, high performance (with greater capacity and pressure) and long, 
trouble-free life. Here is a pump whose every component reflects a supreme 
quality. Here is a pump that performs as only a quality pump CAN 
perform. Here is quality that will sell—in a competitive market, in any 
market! And the profit which you make on the new Rapidayton jets you 
can keep—because of complete customer satisfaction, a minimum of call- 
backs and service. For a NEW ERA in jet pump profit, stock and sell 
Rapidayton. Do business with your Rapidayton wholesaler. 


Check 2-022-01 on Reply Card 
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NEW DESIGN AND CONSTRUCTION 


Proof of Superior Features and Supreme Quality 





NEW STYLING—The Rapidayton jets 
of 1961 have NEW sculptured styl- 
ing and NEW decorator colors. 
Strikingly modern in appearance, 
they reflect the supreme quality 
which is built into each part. 





STANDARD NEMA MOTOR—Big, long- 
lasting heavy-duty 56-frame motor. 
Overload protected. NEMA standard, 
available locally. Shaft couples with 
impeller outside the pump body; 
never touches water. 


NEW SHELL CORED CASTINGS with 
micro-smooth water passages for 
optimum efficiency. Quad-Volute 
pump body (in single casting) has 
NEW streamlined circular volute pas- 
sages designed for self-priming. 





BRONZE IMPELLER AND WEAR RING 
— Impeller “eye” revolves inside re- 
placeable clearance ring. When 
needed, inexpensive replacement of 
part will fully restore the maximum 
efficiency of the pump. 


NEW OPEN, SEPARATE MOTOR 
MOUNTING BRACKET—Bolts easily 
accessible, so motor or pump head 
can be removed without disturbing 
tank or installation. Sand elimina- 
tion chamber and brass seal retainer. 


CHOICE OF FLANGES—Choice of im- 
proved patented Quick-Connect 
flange for easy convertibility or NEW 
threaded flange for those who pre- 
fer to screw pipe directly into pump 
(for deep wells only). 


FOUR PACKAGED 


MODELS AND 
PUMPS ONLY 


_ TO CHOOSE FROM 





HORIZONTAL TANK 





VERTICAL (FHA*) TANK 
*Farmand Home Applications 





“TOPMOUNT” SYSTEM 





division 


©ioe1 trait merc. co, 


The Tait Manufacturing Company, 


Check 2-022-01 on Reply Card 
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Readers Offer Their Solutions to the 
Plumbing Industry's Image Problem’ 


Debate over name change proposal continues 


FREDERICK, Mp. — The plumb- 
ing industry must gain the favor 
of the public by action, not by 
changing its name. (See DE for 
November, page 75.) 

Our work has always consisted 
of pneumatic, hydrothermal and 
hydrodynamic systems. So if a 
manufacturer wishes to call his 
product “hydromechanics,” it’s 
ok with me, but it’s not for the 
plumber. 

The solution to our “image” 
problem is to have the best 





journeymen available, train 
them in the most modern tech- 
niques (the same as we do our 
salesmen), and do the job as 
economically as we can. 

I am enclosing a unique article 
entitled, “Title-Itis.” I wish that 
everyone in our industry would 
have the opportunity to read the 
article, which involves name- 
changing simply for the sake of 
prestige. Plumbing and plumber 
are names I have been identified 
with for 38 years, and I am very 


proud to be called a plumber. 

In closing I would insist that 
the plumbing industry guard 
against any effort that will take 
plumbing away from the plumb- 
er by changing his name. 

Thank you for the privilege of 
expressing my opinion. 

JOHN Boyer 


Rates Reasonable? 
Your Image Will Be OK 


RoaNoKE, Va.—As long as the 
plumbing contractor provides 
satisfactory service at reasonable 
rates, he does not need to fear 
his “image.” 

Our firm has been in existence 
since 1889, and the present name 
of the industry has been in ex- 
istence for ages. Plumbers are 
proud of their name. 

RAYMOND Pace 


He Likes 
“Aquamechanics’”’ 


Cuicaco—In principle, I’d go 
along with the idea of a name 
change for the plumbing indus- 
try. However, I seriously doubt 


Contractors, Inspector Tell About Anti-Jackleg Campaigns 


PouGHKEEPSIE, N. Y.—As 
chairman of the advertising com- 
mittee of the Poughkeepsie Ac- 
tive Master Plumbers Assn., I'd 
like to pursue a program to com- 
bat plumbing installations by un- 
qualified installers and _ illegal 
moonlighting. 

We'd appreciate any literature 
you have available for use in a 
campaign against jacklegging. 

THOMAS SHAKER JR. 
Shaker, Travis & Quinn Inc. 


e Mr. Shaker was sent a DE Qualified 
Contractor kit, tearsheets of articles 
from past issues of DE publicizing 
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similar campaigns in various areas of 
the country, and a booklet titled “The 
Qualified Contractor Story.” 

For campaign purposes, the kit 
contains sample newspaper ads, pub- 
licity releases, a speech outline, post- 
ers, etc. The booklet is a reference 
manual containing elements that have 
made the qualified contractor pro- 
gram introduced by DE several years 
ago a success in combatting jackleg 
installations in some areas. 


Can We Support Data 
on Plumbing Hazards? 


NeenaH, Wis.—I received 
your Qualified Contractor kit in 
short order after requesting it. 


I think it’s a very good kit and 
hope to use part of the material 
in the near future, particularly 
the speech outline. 

I would like to know if DE can 
verify the bulletins, headlines 
and other references to plumbing 
hazards that are included in the 
speech outline. It’s important to 
know that they can be verified 
before my presentation is made. 

WILLIAM TUTTLE 
P-H Inspector 
e@ All the headlines and news items 


contained in the DE Qualified Contrac- 
tor kit are from actual case histories. 
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if hydromechanics would be 
very much of an improvement. 

It’s no more descriptive of our 
work than is plumbing. One is 
outdated and the other is so 
broad that it would mean nothing 
to the average person. 

What’s more, if this term is 
adopted, it will make the plumber 
appear to be trying to capitalize 
on a good thing—hydronics. 

If we choose a term with the 
same prefix, it will seem to in- 
dicate that we’re somewhat un- 
imaginative. 

In addition, I feel it ties us too 
closely with heating, which 
many plumbers don’t want. 

Perhaps we might try a name 
such as “aquamechanics.”’ 

JOHN FITZGERALD 
Executive Secretary 
Illinois Assn. of 
Plumbing Contractors 
e Additional comments on the name 


change proposal appear in an article 
elsewhere in this issue. 


Senator Douglas Replies to DE Article, 
Says Democrats Do Have a Mandate 


If we don’t act, he says, we may become the 
richest nation in the “‘graveyard of history” 


Wasuincton, D.C.—I would 
like to comment on your Jan- 
uary article concerning the ef- 
fect the new Democratic admin- 
istration in Washington is likely 
to have on business. 

I would not agree with your 
article when you say we have no 
mandate. We Democrats cam- 
paigned on certain specific is- 
sues. We won the campaign. 
We have an obligation to carry 
out our pledges. I mean specifi- 
cally our pledges on depressed 
areas, aid to schools, minimum 
wage, housing, and medical care 
to the aged under social secu- 
rity, as examples. 


»The business community has 
always had exaggerated fears 
concerning the effects and costs 
of the programs advocated by 















































“| agree with you . 


. . things will be better in an hour 


or so... I'll have a plumber here by then!” 
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the Democratic Party and their 
candidates. When the campaign 
oratory is over they, like some 
others, come to realize that there 
is a wide difference between 
their fears and reality. 


=» For example, the figure of $15 
billion as the cost of the Demo- 
cratic program was picked out 
of the hat and used by Republi- 
can orators throughout the cam- 
paign. This was such a ridiculous 
figure that it was difficult to 
argue about it, but the truth is 
that the cost of the programs, 
when fully put into effect, would 
be about one quarter or one 
third of that amount. 


What the “Depressed 
Areas” Bill Will Cost 

My own Area Redevelopment 
bill is a good example. It has a 
price tag of $390 million. But, 
$300 million of that amount is in 
repayable loans with interest 
plus an extra amount for admin- 
istration. These funds will be 
paid back, and the long run cost 
of the program I have proposed 
will be much lower than the 
price tag given. 

I noticed also that the Repub- 
lican National Committee put a 
price tag of $2 billion on a very 
general phrase in the Demo- 
cratic platform concerning vet- 
erans’ benefits. That was nothing 
more than a figure picked out of 
mid-air. 


Says Dems Will Cut Back 
on Waste and Subsidies 
Furthermore, by cutting back 
on defense waste, by reducing 
business and agriculture subsi- 
dies, and by closing only the 
worst and most infamous of the 
tax loopholes, it is my opinion 
(Please turn to page 26) 








Letters 








(Continued from page 25) 
that enough could be saved to 
pay for the entire program. 
Thus, many or most of the 
fears of the business community 
are “straw men.” Now that the 
election is over this is seen to be 
true. 


Fiscal Responsibility: A Myth? 

There is a great myth in the 
business community about fiscal 
responsibility. The debt in- 
creased by $22 billion under the 
recent administration. There 
were almost no budget surpluses 
of any significance. The great 
fight against inflation came at a 
time when the gravest danger 
was “deflation” and unemploy- 
ment. Just as under the Truman 
administration, when some of 
the debt was actually paid off, I 
think the business community 
will find, when it examines the 
facts, that the same will be true 
under the new Kennedy admin- 
istration. 


If we get the economy moving, 
if we gain relatively full employ- 
ment, and if we meet head-on 
our real problems here at home 
and abroad, I believe that all 
segments of our society will 
benefit, and especially the busi- 
ness community. 

I think this will be especially 
true of the fear of foreign im- 
ports. At the moment, with 
heavy unemployment and a drop 
in production, many blame their 
problems on imports rather than 
on the recession. With relatively 
full employment, many of these 
problems will vanish. 


Says We Can Afford It 


Many things need to be done. 
We can afford to do these things 
if we act prudently. If we do not 
act, we may well become the 
richest nation in the graveyard 
of history. 

Paut H. Dovuctas 
Democrat (Illinois) 
United States Senate 





Brass Firm Worker Warns the 
Public Against Cheap Imports 


The following letter was writ- 
ten to the Youngstown (Ohio) 
Vindicator by an employee of a 
brass manufacturing concern. It 
was sent to us by the president 
of the company who tells us that 
one wholesaler has sent out 1,700 
reprints of this letter. The manu- 
facturer requested that his name 
be withheld from publication. 
The letter follows: 


Editor of the Vindicator, Sir: 

I have appreciated your ar- 
ticles and news stories on the 
effects of imports on the Ma- 
honing Valley. 

The loss of employment due to 
the influx of cheap goods cer- 
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tainly hurts all segments of our 
area. Ultimately, the retailer is 
hurt and most often the con- 
sumer is unaware of the lack of 
quality in his purchase. 

I have spent a lifetime in the 
brass valve and gascock indus- 
try. The other day, in one of the 
stores of a local hardware chain, 
I bought two one-half inch gas- 
cocks for $1.50 each. Frankly, 
I bought these for comprative 
purposes. There was no indica- 
tion they were imported except 
for a minute stamping mark on 
the pipe end. What I consider 
to be a minimum test for safety, 
these items would not pass. 


Some of the discount houses . 


feature imported valves for cop- 
per pipe and iron pipe water line 
service. If you look hard, you 
will see the country of origin 
stamped on the stem just below 
the handle. Just ask to see the 
seat construction and how they 
can be repaired. 


Not Asking for a Boycott 

The point of this letter is not 
to ask for a boycott on such 
short-sighted, profit-hungry mer- 
chandisers. It is merely to put 
anyone who reads this on guard 
to insist on knowing where the 
product was made; also make a 
comparison as to the quality and 
guarantee. 

I have written on these items 
because I am familiar with them. 
It is my belief that a comparison, 
as to quality and value, on prac- 
tically all items will show the 
general shoddiness of most low- 
priced imports. The people of 
this country know how to make 
good products. Our American 
standards demand it. Let’s buy 
on our standards. 

NAME WITHHELD 


Calls Import Study 
Objective, Informative 


New York Crry—Your special 
series on imports is not only in- 
formative, but objective. It im- 
presses me very favorably. 

I’m looking forward to seeing 
the rest of the series, and will 
undcubtedly want to obtain 
copies for our members. 

T. E. VELTFORT 
Managing Director 
Copper & Brass 
Research Assn. 


iow to Compete 
with Imported Goods 


ALEXANDRIA, La.—I don’t think 
tariffs to protect industries af- 
fected by imports are the answer 
to those industries’ problems. In- 
dustry has to meet the problem 

(Please turn to page 29) 
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Duna -BUSH 





ve | manufacturer of THEN 


STEAM HEATING SYSTEM ESSENTIALS 


WHAT THIS MEANS TO YOU non 


It means a ‘“‘matched set”’ for the ‘‘hezart’’ of every 
steam heating system... radiator traps... 

float and thermostatic traps ... vacuum pumps, 
as well as radiator valves, strainers and 
condensate pumps. It means complete product 
dependability through one manufacturer backed 
by more than 50 years of design and 
manufacturing know-how. It means economy. 

It means quicker delivery. It means one order 
instead of many. It means easier installation. 

Only Dunham-Bush can mean these many things to you. 


Designed and time proven to give 
equal satisfaction under condi- 
tions of 25” vacuum to 15 Ib. 
pressure. Use of Dunham-Bush 
F & T traps on vacuum returns, 
condensate pump or subatmos- 
pheric control systems is assur- 
ance of proper system operation. 


F & T TRAPS 
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Simplified, rugged design is the 
result of Dunham-Bush’s 57 years 
of experience as the leading man- 
ufacturer of thermostatic traps. 
Large valve opening plus unique 
design of flat floating valve with 
rounded seat provides freedom 
from clogging and wear. 


BUCKET TRAPS 


Arn. 


2&5 


STRAINERS 





“ne 
on gh a ON HORNER RORY ak ROMER eR tA 





Dunham-Bush offers single and duplex pumps through 65,000 EDR 
equipped with magnetic starters and controls, mounted and wired to 
eliminate extras. Features include: low inlet connection for returns; 
capability of producing 26” vacuum at low amperage; only one princi- 
pal moving part; one motor to handle both air and condensate. These 
outstanding features mean lower initial cost, lower installation cost 
and lower maintenance cost. 


RADIATOR VALVES 


= - Request Bulletin: 
1501C (Steam Heating Specialties) 
1401B (Vacuum Pumps) and 
1403A (Condensation Pumps) 
for full details 








DUNHAM-BUSH, INC. 


WEST HARTFORD 10, CONNECTICUT, U.S.A. 


SALES OFFICES LOCATED IN PRINCIPAL CITIES 


Check 2-027-01 on Reply Card 
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INDIRECT GAS FIRED 
STORAGE WATER HEATER 


OR COMMERCIAL, INDUSTRIAL 
AND INSTITUTIONAL USE 


No scaling « No drop-off in rated efficiency 
«No fuel waste + No on-the-job assembly » No 
complicated maintenance + No limitations 
on placement + Fully automatic + Copper 
heating surface 


P-K SCALEFREE 230* is a unique rugged unit backed by 
P-K’s 80 years of experience in building and designing 
quality water heating equipment. It heats water through 
hot intermediate distilled water. Transfer occurs below 
the temperature at which minerals that cause scaling 
precipitate. Efficiency remains unimpaired throughout 
service life. Linings of pre-Krete or copper are available 


*Potent pending 


to keep the unit free of rust and corrosion regardless of 
water conditions 


SCALEFREE 230 features a new P-K gas burner, It 
operates at maximum practical efficiency, Yet it gives 
almost noiseless service—doea not rumble or boom on 
startup. This permits location almost anywhere in office 
buildings, institutions, schools, motels, ete. 


SCALEFREE 230 is a complete fully automatic package 
that can be quickly set in place, hooked up and checked 
out. It is available in more than 100 storage and recovery 
combinations. Storage capacities range from 250 to 4000 
gallons. Recovery sections range from 890,000 to 


2,215,000 Btu. Write for catalog with full information. 


Patterson (ue) selley 


72 Morgan Ave. ast Stroudsburg, Pa. 


Check 2-028-01 on Reply Card 
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(Continued from page 26) | lJ M p S 
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with increased efficiency, better 

equipment and new ideas that | 
save the consumer money and | 
still do the same job. 

Look at the automobile indus- | 
try. It has changed its sales and | 
production techniques to meet 
the American demand for com- 
pact foreign cars. How do Ron- 
son lighters sell for $6 when 
there’s an item that looks exact- 
ly the same from Japan for 25 
cents? 

If the manufacturer would 
hustle a little to help the plumb- 
ing retailer sell his products to 
the public on the basis of qual- 
ity instead of price, it would be 
a help. 

FreD BRASHER 
Contractor 


A Note of 
Commendation 
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Why Not Let the 
Best Product Win? 


CLEVELAND—Why not test the 
idea of “let the best man win" 
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say “let the best product win” 
While I ery and bemoan im - 
ports, I still feel that in the in- 
ternational facet of our lives we 
should be prepared to give as 
well as take. A good product 
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My sympathies are with my 
domestic neighbors though. 
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29 y BLUFFTON, INDIANA 
| DEPENDABLE MOTORS BACKED BY NATIONWIDE SERVICE 


NOW... 


3 WAYS 


TO MAKE 
PUMP SERVICE 
EASIER... 

AND 

PROFITS 
BIGGER 


You can cut the time you 
spend on service —and 
stop profit drain—by using 
Goulds three-way help. 


A nearby testing lab. It saves you headaches when 
you run into pump problems too tough to handle by 
yourself. 

It makes it easy to give your customers faster service. You 
don’t have to send pumps to the factory—you have factory 
test facilities in your own back yard. 

Goulds distributors in many areas are setting up test 
laboratories where you can bring ailing pumps for diagnosis. 
Big feature—the Starr machine that tests pump operation, 
analyzes troubles, reports them, and helps make repairs. 

When you sell Goulds water systems, you get the help of 
factory-trained specialists to back you up. 


First aid kit for service calls. You can handle many 
service calls with just your vacuum gauge, amprobe, 
ohmmeter—and Goulds new, compact service manual. It 
tells you what to do if pump starts and stops too often, if it 
won’t run, if it runs but doesn’t deliver water. It describes 
clearly and concisely the causes of other common pump 
operating troubles and gives fast answers for correcting them. 
It’s free. Send for your copy today—and make service 
easier for yourself. 


Pumps with built-in health eliminate many service 
calls. 


Take Goulds jets for example. Gas or air in the water 


Check 2-030-01 on Reply Card 
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won’t bind them. Once you prime a jet, you can forget it. 
Goulds jets have a water trap that protects the seal so it 
can’t run dry. And they have full motors. When maintenance 
is needed, you can provide it faster and more easily without 
special tools. 

Goulds subs have water-lubricated motor. You never have 
to pull the unit from the well to refill. They have a one-piece 
drop cable and simple plug-in device which eliminates splic- 
ing time on installation. 

Silent Flow subs have a unique six-sided stainless steel 
shaft which gives positive drive with a minimum of wear. 
Lightweight BYRITE parts make starts easier on the motor 
and prolong life. 

All Goulds jets and subs are made -of bronze, stainless 
steel and BYRITE materials combined with a baked-on 


+ 


4 

i 
ul 
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GOULDS © PUMPS 


GOULDS PUMPS, INC. 
Dept. DE-21, Seneca Falls, N.Y. 


Please send me the following: 
[-] Name of my nearest Goulds distributor. 


(] Free, compact Goulds service manual. 


alkyd melamine finish. As a result, they are corrosion- Name.............. 
resistant and run for years at top efficiency. 

Only Goulds gives you all of these timesaving features. You Tithe eeesssssoneessseessecnenssennnnnnsessssseeneconsnunnnnneeneenensnssemneseeeas 
boost profits when you install pumps with built-in health. 

Ra Ree NEE E Te DN REET noe 

WHY YOU’RE OUT FRONT WHEN YOU SELL DD isccccnisssidbistiliiheahabitaMeniceidceriaaia Zone... 
GOULDS WATER SYSTEMS. ... . Goulds specializes in 
pumps and water systems—builds nothing else . . . is a leader Ie ee 


in industrial pumps, and so can afford to combine good 
engineering with mass production to give you a quality line 
you can sell at competitive prices! 
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Idea File 


MANAGEMENT TIPS FOR CONTRACTORS 





Are you getting the best tax break from your 
method of depreciating your equipment? 


Now THAT THE TAX collector 
is “at your heels” once again, this 
is a good time to review some of 
the ways you can save money in 
the computation of your tax. 

For example, as a result of a 
U. S. Supreme Court decision, 
you may be able to effect certain 
savings in the way you figure 
the useful life of your depreci- 
able assets. 

The court ruled that the useful 
life of a depreciable asset means 
the normal time a taxpayer uses 
the asset—rather than the as- 
set’s physical life. 


»For instance, if you normally 
trade in a piece of equipment 
every four years, four years 
would be regarded as the useful 
life of the equipment in deter- 
mining its annual depreciation 
deduction. 

It’s important to note that this 
remains true even if the physical 
life of the equipment is as much 
as 10 or 20 years. 

How does this ruling affect the 
individual contractor’s 
tax accounting and payments? 
Here are some questions and an- 
swers that will clarify some per- 
tinent points. 

Does this ruling increase or de- 
crease taxes? It depends. If you 
have been using the 10-year use- 


income 
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ful life for the afore-mentioned 
equipment, which you trade in 
every four years, you would have 
a 10 percent annual deduction 
for depreciation. Under the Su- 
preme Court decision you would 
now be able to use the normal 
four-year base period of useful 
life to you—and deduct 25 per- 
cent each year from your tax as 
an expense of doing business. 


=» This example is based on the 
straight-line depreciation method 
(an equal deduction each year of 
useful life). It does not take into 
consideration special provisions 
of the accelerated depreciation 
methods or the salvage value of 
your equipment if you decide to 


sell it after having it four years. 

How does this decision affect 
the accelerated depreciation 
methods? There are two basic 
rules that must be considered in 
using the accelerated depreci- 
ation methods: 

1. The equipment must have 
an estimated useful life of at least 
three years and at least six years 
for the special 20 percent initial 
allowance deduction granted re- 
cently in the Internal Revenue 
Code revision. 

2. The salvage value of the 
depreciated equipment must be 
taken into consideration. 

Thus, if your equipment has a 
physical life of 10 years, it quali- 
fies for the accelerated depreci- 
ation methods. However, if your 
usual practice is to sell or to 
trade every two years, you could 


(Please turn to page 39) 











THE USEFUL LIFE of a depreciable asset means the normal time 
you use the equipment rather than its actual physical life, 
according to a court ruling on the tax laws. This can mean sav- 


ings for you under some conditions. For details, see the article. 
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The story of Sundstrand fuel unit No. 7134-22A 


What is so special about this particular fuel unit? 
Well, on the surface it looks pretty much like 
recent models of the more than 7,000,000 other 
fuel units that Sundstrand has manufactured in 
the last 23 years. 


The two inlet ports are still located in front, at 
either side of the unit, for ready accessibility and 
minimum piping. Nozzle and return line ports 
are similarly located for rapid, convenient in- 
stallation and servicing. 


Of course, inside its precision-machined housing 
there have been constant improvements in the 
past two decades: leakproof shaft seals, long- 


shaft’ bearings . . . easily adjusted, pulsation-free 


balanced valve, that can be serviced or replaced 


without removing the unit . . . the self-purging 
design . . . the easily removed, positive-seating 
Monel strainer... the nylon anti-hum diaphragm 
. and the latest model Sundstrand Rota-Rol! 
hydraulically equalized pumping element, keyed 
to the drive shaft with a rugged, high-shear 
welded key. 
Actually, what makes fuel unit No. 7134-22A 
unique is that on the day of its manufacture— 
January 17, 1961 it represented one of the 
most completely reliable, scientifically designed 
and carefully machined, assembled and tested 
fuel units available to our industry. This constant 
improvement and certified service guarantee that 
you always get an up-to-date quality product 
when you specify Sundstrand. 


SUNDSTRAND HYDRAULICS 


(ee) GENUINE PARTS 
rrison Ave 


Look for this sign ee 
—it's your guarantee 

of genuine parts and 

certified service. 


Rockford, ti! 
John Inglis, Ltd., 14 Strachan Ave 
n France by R. S. Stockvis et Fils, S. A., 20-22 Rue 


DIVISION OF SUNDSTRAND CORPORATION 


Eastern Sales Office: 89 Summit Ave 


Toronto; in S 


Summit, N. J. Made in 
by Sundstrand Hydraulic 
Des Petits-Hotels, Paris 
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7: £ REL IN G& FAUCET COMPANY 


“Where Quality is Produced in Quantity”’ MORGANTOWN, W. VA. 


All Sterling Products are made in America by skilled American workmen 
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CONSTRUCTION 
HITS RECORD 
PACE IN DEC. 


SPENDING HITS 
NEW HIGH IN 
‘60 "RECESSION® 


IMPORT PROBLEM 
MAKES THE 
HEADLINES 


UNEMPLOYMENT— 


MADE IN JAPAN 


CONGRESS IS 
URGED TO ACT 









( 


An enormous volume of construction contracts awarded 
in December pushed the total for 1960 to a new all-time 
record for the United States. 

December contracts totaled $2.7 billion, a gain of 22 
percent over December 1959, according to figures released by 
the F. We Dodge Corpe, construction analyst. This not only 
was the highest figure ever reported for any December, but 
on a seasonally adjusted basis it was the highest peak 
ever reported for any month. 

As a result, total contracts for the year 1960 reached 
a new all-time peak of $36,317,629,000, slightly ahead of 
the previous record set in 1959. 

This was achieved despite a sharp decline in housing, 
which wound up 1960 some 12 percent behind 1959. 

School construction, up 13 percent, was among the cate- 
gories that showed sizeable gains. 

















* 3B % % 


If the country's in a serious recession, somebody forgot 
to tell the nation's consumers about it. Americans spent 








more than $328 billion on goods and services in 1960 for a 
new all-time high, according to a report by the U.S. 
Department of Commerce. 

This dollar total was 5 percent higher than in 1959, and 
it averaged out to approximately $1,823 for each man, woman 
and child in the country. 


a Say ee 


The “import problem" began to appear _in more and more 
of the nation's headlines last month as dozens of industry 
and labor groups marshalled their forces for action that 
would limit the increasing importation of foreign products. 

In Chicago, a new campaign sticker began to appear on 
auto bumpers. It reads: "Unemployment—made in Japan." 

Labor writer Victor Reisel referred to this sticker in 
his column in describing the effect of foreign imports on 
the UeS.e job situation. He painted a grave picture in 
reporting that 700,000 "electronic" workers have been made 
jobless by imports from Japan. 

In our own industry, the problem of imports and the 
likelihood that the new Congress will consider tariff 
legislation as one possible means of alleviating it led toa 
formal policy statement by the Cast Iron Soil Pipe Founda- 
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CONGRESS IS 
URGED TO ACT 


(continued) 


WAGES, COSTS 
SHOULD FIGURE 
IN TARIFFS 


WANTS TRADE 
AGREEMENTS TO 
BE RECIPROCAL 


NEW MARKET 
FOR PLUMBING 
CONTRACTORS 


TIE-LESS BILL 
TO HIGHLIGHT 
CSA CONVENTION 





tion, a west coast trade group comprised of three major 
producers of cast iron soil pipe and fittings. 

The statement, as released by Harold Slane,legal counsel 
and executive secretary of the foundation, has six 
recommendations for the Congress. They are: 


1. That we seek an amendment to the General Agreement 
on Tariffs and Trade (GATT) giving relief to industries 
on a geographic rather than a national basis. 


2. That we seek an amendment that would provide for 
some economic factor in the computation of tariff which 
would be based upon the relationship between wages and cost 
of doing business in this country, as compared with such 
costs in foreign countries exporting to the U.S. 


5. That the Tariff Commission status be changed to that 
of a Tariff Court and that Congress should outline the 
formula that the Tariff Commission is to follow and should, 
in that formula, limit the executive power to that of 
study and recommendations to the Tariff Commission and 
remove from the Executive Department any veto power that it 
now has over action of the Tariff Commission. 


4. That all foreign products should be appropriately 
marked before being allowed to enter the United States. 


5. That information regarding imports generally and 
specifically from the Treasury Department should be made 
readily available to the public and to domestic industries 
upon their request for accurate information, up-to-date, 
regarding all facts which might lead to possible violations 
of anti-dumping or other sections of the Tariff Act. 


6. That the reciprocal provisions of GATT be enforced 
and, if necessary, amended so as to make GATT truly reci- 
procal and prevent some countries from restricting imports 
from the United States through the use of embargo, quota, or 
tariff rates higher than ours and yet enjoying the same 
benefit that other countries enjoy insofar as lower tariff 
rates are concerned on products they import into the U.S. 


* * %* * 


The debut of coin-operated dry-cleaning machines in 
Chicagoland was held January 26, when the Norge Division 
of Borg-Warner Corp. introduced its new “laundry and 
cleaning village" in Lombard, Ill. 

A Norge spokesman told a DE reporter at the preview 
that the plumbing cost of the installation, which totaled 
approximately $7,500, "indicates this new development 
will present a profitable market for plumbing contractors." 
(DE will present a detailed report and evaluation of the 
development of coin-operated dry-cleaning machines in 
its March issue. 











* * * * 


Bill Veeck, the tie-less president of the Chicago 
White Sox and one of baseball's most colorful figures, 
will air some of his unorthodox views on the great 
American game at the Central Supply Assn.'s spring 
convention. It'll be held in Chicago's Palmer House, 
April 5 through 7. 
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Super Safetymix 






NON-SCALD 


new Ym 


SAFETYMIX 


SHOWER VALVE 





This new luxury model keeps the whole family happy. 
Fingertip dials now control not only the exact shower 
temperature but also the volume you want. This elimi- 
nates scalds and chills. High style golden dial panel. Self- 
cleaning action. Easy-to-fix-as-a-faucet maintenance. 
Symmons quality guarantees Super Safetymix the 
simplest, finest shower valve ever made for safe, accurate, 
economical shower water control (with crystal-lucite or 
chrome lever controls). Write for the facts today. 
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p - e COMPANY 


446 C STREET, BOSTON 10, MASSACHUSETTS 

























VOLUME 
HOT 
WATER 
USERS 
LIKE ACE 
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Commercial operators like Ace's fast heating 
action . . . 9 times faster than conventional 
systems. The method? A patented radiation 
feature which assures maximum heat transfer. 
Write for free booklet. 


ACE TANK AND HEATER CO. + 10847 South Painter Ave., Santa Fe Springs, California 
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Idea File 


(Continued from page 32) 
not qualify to apply the double- 
declining-balance method or the 
sum-of-the-digits method in cal- 
culating your depreciation. 

If your usual practice is to sell 
or to trade every four years, you 
could apply the accelerated 
depreciation methods, but you 
could not take the extra 20 per- 
cent deduction the first year be- 
cause it does not meet the six- 
year requirement of the Internal 
Revenue Code revision. 


=« What was the Supreme Court 
ruling on salvage value? The 
Internal Revenue Code specifies 
that with the sum-of-the-digits 
depreciation method and the 
straight-line method, the salvage 
value must be subtracted from 
the initial cost before determin- 
ing the depreciation. The code 
further says that the equipment 
may not be depreciated below 
the salvage value with the 
double-declining-balance method. 

The Supreme Court has ruled 
in its decision that the purpose 
of depreciation is to permit the 
taxpayer to recover the part of 
the cost of the equipment he 
cannot recover through salvage. 


= How does this affect tax de- 
ductions with the double-de- 
clining-balance method? For 
purposes of discussion, let’s as- 
sume the purchase of $10,000 
worth of equipment this. year 
that has a useful life of six years. 
(This permits it to qualify for the 
special 20 percent deduction and 
for the double-declining-balance 
depreciation method.) Also as- 
sume that at the end of six years 
the equipment will have a resale 
value (salvage value) of $2,000. 
It would appear at first that 
you'd have the following deduc- 
tions from your income tax: 
(We'll see later that this is not 
so, and why.) 


Cost of equipment $10,000 
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lst-year deduction, 20% 2,000 
Balance to be depreci- 

ated 8,000 
1st-year depreciation 2,667 
Balance 5,333 
2nd-year depreciation 1,778 
Balance 3,555 
3rd-year depreciation 1,185 
Balance 2,370 
4th-year depreciation 790 
Balance 1,580 
5th-year depreciation 527 
Balance 1,053 
6th-year depreciation 351 
Balance 702 


= Now, if at the end of six years, 
you sold this equipment for 
$2,000 (the estimated salvage 
value when purchased), you 
would have a long-term capital 
gain of $1,298 ($2,000 minus 
$702). You might think at first 
that this gain would be taxed at 
the lower long-term capital gain 
rates—except that the Supreme 
Court decision on salvage value 
does not permit this. You can- 
not depreciate below the resale 
price or salvage value. 

Thus, in this example you 
could take the depreciation de- 


ductions listed for the first, sec- 
ond and third years. In the 
fourth year, however, you could 
only deduct $370 instead of the 
$790. This would take your 
deductions down to the point of 
the salvage value instead of be- 
low this point. And, in the fifth 
and sixth years you could take 
no depreciation deductions on 
this equipment. 


»Can a taxpayer now using a 
“longer life” change to a “shorter 
useful life’? Many taxpayers 
have been using the useful life 
terms suggested in the Internal 
Revenue Service’s Bulletin “F.” 
Yet, in many cases this is longer 
than the equipment will be 
owned and the depreciation de- 
ductions do not recover the dif- 
ference between the cost and the 
salvage value of the equipment 
when sold or traded. 

On the basis of the Supreme 
Court decision, it would seem 
that you’d have legal support to 
recover back taxes if it is your 
usual practice to sell or trade 
before the end of the equip- 
ment’s physical useful life. It 
may be worth your while to 
check with your accountant or 
tax consultant about the possi- 
bility of getting a tax refund for 
past years. END 
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“That noise is the tick of the machine. No tickee—no washee!”’ 
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Save on 


ON ST 





uctic 





costs with the new 


‘61 FORD TRUCKS 


SAVE FROM *31 TO $157 ON PRICE* ALONE 
WITH FORD’S F-IOO STYLESIDE PICKUPS 


Contractors everywhere are finding that the 
half-ton Ford Styleside is priced below all other 
comparable pickups! And these rugged pickups 
are designed to keep right on saving with lower 
maintenance and operating expenses. Their du- 
rable, one-piece cab-and-box construction pro- 
vides increased rigidity and eliminates a major 
source of rust and corrosion. Not only does the 
sheet metal last longer with this stronger body, 
but it also contributes to a quieter ride. 


And you can save more . . . because you can 
carry more on every trip. Styleside bodies are 
longer and wider with loadspace increased as 
much as 16%. In addition, wheelbases have 
been lengthened 4 inches and this combined 


with the improved shock absorbers gives a ride 
that’s unexcelled in its field—proven by scien- 
tific Impact-O-Graph tests. For construction 
work the angle of approach has been increased 
so you can climb steeper drives or go over 
deeper ditches or gullies. Ford also offers 
America’s lowest-priced* 4 x 4 with big 8-ft. 
box, the F-100 Flareside. 


And you can save on operating expense! 
Ford’s Mileage Maker 223 Six is standard on 
all conventional pickups to keep gas costs low. 
The economical 292 V-8 is available for jobs 
requiring extra power. Both engines are equip- 
ped with Ford’s Full-Flow oil filter that lets 
you get 4,000 miles between oil changes. 


* Based on a comparison of latest available manufacturers’ suggested retail delivered prices 





Check 2-040-01 on Reply Card 
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SAVE UP TO $150 ON FRONT TIRES! In certified tests of 
truck suspensions, Ford front tires lasted up to twice as 
long. In 50,000 miles, savings can add up to $150 on a 
pickup . . . more on two-tonners. And Ford’s sturdy I-Beam 
front axle and leaf-spring suspension not only cut tire wear, 
but their simpler design also cuts maintenance costs. 


NCCC Cll 








3 12000 MILE 2 
= OR12 MONTH = 
= WARRANTY 2 





APO IY Ds 
SAVE WITH GREATER DURABILITY . . . on all 1961 Ford 
Trucks, each part, except tires and tubes, is now warranted 
by your dealer against defects in material and workmanship 
for 12 months or 12,000 miles, whichever occurs first. The 
warranty does not apply, of course, to normal maintenance 
service and to the replacement in normal maintenance of parts 
such as filters, spark plugs and ignition points. Never before 
have you had such protection . . . such evidence of long- 
term economy! 


SAVE WITH FORD’S NEW 262-CU. IN. 
“BIG SIX” ALL-TRUCK ENGINE FOR 
TOP PERFORMANCE AND ECONOMY 


America’s savingest two-tonners offer a big 
262 Six with the power of big displacement, the 
gas economy of 6-cylinder design, plus the dura- 
bility of heavy-duty construction. This engine 
features a sturdy stress-relieved block, strong 
forged steel crankshaft, long-lasting stellite- 
faced intake and exhaust valves, and durable 
pyramid-type connecting rods. And Positive 
Crankcase Ventilation reduces oil dilution and 
sludge formation to extend engine life. Ford’s 
proven 292 V-8 and 292 HD V-8—the V-8’s with 
“*six-like’”” economy—are also available for your 
special power needs. 


You also save with other new durability fea- 
tures like the more rugged frame, stronger 
radiator with new lock-seam construction, im- 
proved cab and chassis electrical wiring, plus 
longer, easier-riding and more durable rear 
springs. Ford’s parallel ladder-type frame with 
standard 34-inch width allows you to install 
new or transfer your present special construc- 
tion bodies quicker and for less. Also, the frame 
drop in the cab area lowers cab height .. . 
makes for easier entry. 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE. 


FORD TRUCKS COST LESS _ 


FORD DIVISION, Sema /Melor Company, 


Check 2-040-01 on Reply Card 
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(ABOVE LEFT)—The Better Homes & Gardens award-winning “Home of 
1958,” built by the Oot Brothers at OOT PARK, Syracuse, N. Y. 


(ABOVE RIGHT) —Drainage and water lines of Revere Copper in one of the 
Oot Brothers homes. 21,000 ft. will be used in the 150-home development at 
Oot Acres in sizes from 2 to 3" DWV, and will be supplied by Revere 
Distributor, INLAND SUPPLY CO., Syracuse, N. Y. 

Check 2-042-01 
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“67” PER HOUSE 
COPPER WAITER 


in place of rustable pipe” 
















(BOTTOM LEFT)—The 2 ton pickup truck which does the job that a 2-ton 
truck did when rustable materials were used ... an added saving over and 
above that of actual installation costs. 

(BOTTOM RIGHT)—Start of new savings for the OOT BROTHERS . . . Oot 
Acres, where all 150 units will be 100% Copper Water Tube, from service 
lines to DWV. 

on Reply Card 





Domestic ENGINEERING, FEBRUARY 1961 











TUBE 


say OOT BROTHERS 
Don, Leo and Bob, 
of Minoa, N. Y. 


The OOT BROTHERS changed to all-copper plumb- 
ing for their homes in 1956. Say they, “The reasons 
for our change are many. As we sat down and com- 
pared costs and time, we found that with copper we 
cut down our rough plumbing time from 50 hours to 
18. This, therefore, also led to a saving in money. It 
is impossible for any plumber to figure a job to the 
last fitting, so with materials such as galvanized pipe, 
cast iron soil pipe fittings and necessary tools, we had 
had to use a two-ton truck. With copper, we are doing 
the same job more efficiently with a half-ton pickup, 
which is another saving we are able to share with 
our home buyers. 

“At the present time, we are starting a new develop- 
ment, OOT ACRES in Liverpool, with over 150 homes 
to be built with all-copper plumbing materials. We 


feel no other material is good enough, plus the fact that 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17,N. Y. 


SAVED BY USING 





copper plumbing is one of our biggest selling points.” 

The Oot Brothers keep a very close check on costs 
as their homes are in the $15,000 to $25,000 class and 
every penny counts. Comparative costs of copper vs. 
rustable pipe showed a saving of $57.55 per house on 
the 150 homes they are presently building at OOT 
ACRES. 


This will mean a saving of $8,632.50 on this 
development alone. And think of the money they 
saved on the hundreds of homes they have built since 
1956, when they started using all-copper plumbing! 

Figure your costs on copper vs. rustable materials 
and you'll find that you, too, can realize the same 
kind of savings on air conditioning, radiant panel 
heating, oil burner and processing lines. 

Remember! When you specify copper, specify 
REVERE, the oldest name in copper. 


* REVERE + 
9 S 


é 
Um nr 





Check 2-042-01 on Reply Card 
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ROPE SEALED, 
HYDRO-WALL DESIGN 


Combustion area is com- 
pletely water-backed—top, 
sides and bottom. This con- 
struction results in lower 
boiler height, reduces heat 
loss through bottom and 
permits installation on any 
type of floor. Sections are 
not face ground and boiler 
is made permanently gas- 
tight with an asbestos rope 
seal. 














INTEGRAL FLUE GAS COLLECTOR 


A horizontal flueway is cast into the sections 
and acts as a flue gas collector—eliminates a 
separately installed collector hood—permits a 
straight-through connection to the chimney. 


BURNER WITH 
MOUNTING COLLAR 


Blast tube of the 
burner passes 
through the mount- 
ing flange opening 
and is correctly posi- 
tioned in the boiler 
by the flange collar. 





No. 62 with extension jacket 





INTRODUCING THE WEIL- Mc LAIN "62 on BOILER 


...another achievement in styling, performance, easy assembly 





CORRECTLY POSITIONED 


A genuine advance in cast iron oil boiler design...for greater efficiency ...space- 
saving compactness...easier maintenance... faster installing. Weil-McLain Nos. 
B-62 and P-62 Oil Boilers are especially distinguished by the integrated design 
of burner, combustion chamber and boiler which assures most efficient utiliza- 
tion of fuel. 


Other features include top cleanout openings for easy cleaning of the flueways, 
Easy-Fit pump hook-up kit, wiring harness and optional tankless water heater. 
A new method of paletting permits P-62 ‘‘Package”’ boilers to be placed in exact 
spot desired before removing the pallet. 


No. 62 Boilers are shipped with insulated flush jackets but can be provided 
with an extension for complete enclosure. 








No. P-62 


COMBUSTION CHAMBER 


Lugs on both sides of the pre-cast 
combustion chamber fit into recesses 
between sections, automatically plac- 
ing it in the correct position. 


Factory assembled 
with burner, com- 
bustion chamber, 
wiring harness, con- 
trols, circulator and 
pre-formed return 


No. B-62 
Furnished with 
burner, combt stion 
chamber, wiring 
) | harness and controls. 









WEIL: McLAIN 


BOILERS- RADIATORS 


pipe. 























Send for Bulletin C-307 
WEIL-McLAIN COMPANY 
MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-21 
Check 2-044-01 on Reply Card 
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THRUSH ZONE VALVE 


- \ 
THRUSH 
FILLING 
VALVE 
CIRCULATOR 


With THRUSH Zone Valves 





One Thrush Circulator 


fone i ie THRUSH 
Serves Many Zones! ~ ZONE VALVE 


Closes Tightly 
You. MAKE more money and you’ll 


please more customers if you recommend and Be sure it's a genuine Thrush Zone Valve, the 

; ‘ finest and most scientifically designed zone valve 

install Thrush Zone Control on every hot water f neal ii inaat 

heating system. Now it’s easy to provide indi- Ne NS ee ee eee 
mM ! y P oped. There is no wasteful circulation when heat is 

vidual heat control in each apartment and less not needed. Prevents uncomfortable overheating. 

expensive than ever. One Thrush Circulator will 

now serve five or more zones when each zone has a 

Thrush Zone Valve, as the above layout illustrates. 


Original cost of multiple zone installations is greatly reduced 
through simplified piping, low voltage wiring and less labor. It’s 
the ideal zoning system for multiple occupancy buildings, motels, 
apartments, residences and especially valuable for split-level 
homes. See your wholesaler for more information or write 
Department A-2. 


Quality Hydronic Heating Specialties 


H. A. THRUSH & COMPANY 


MODEL A THRUSH 
PERU, INDIANA —_ WATER CIRCULATOR 


Check 2-045-01 on Reply Card 
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e The lighter side of the news in our industry 





Texas Joke No. 345-J 


Then there’s the one about the 
Texan who visited Niagara Falls 
with a Yankee friend. 

“T’ll bet,” said the New York- 
er, pointing to the falls, “that you 
don’t have anything like this in 
Texas.” 

“Nope,” drawled the Texan 
slowly, “but we’ve got plumbers 
who could fix it.” 


All Steamed Up 


The time may be coming when 
Americans won’t be satisfied 
with just a private bath in their 
homes—they’ll want a private 
Turkish bath, too. 

A new apartment building in 
New York City already has 
anticipated this and is installing 
individual steam baths as part of 
the regular bath and shower 
stall. The steam-generating de- 
vice (Thermasol) is concealed 
within a false ceiling over the 
bathtub. 

A vapor and moisture-proof 
glass door confines the steam to 
the shower stall—if it doesn’t 
the lady of the house is likely to 
provide her husband with a vig- 
orous massage. 


- 


Farmers in the Well 


Some Illinois farmers have 
brought up a crop of natural gas 
from below the earth they till. 

About 50 families in Putnam 
and Bureau Counties have been 
able to tap these reservoirs and 


46 


use the gas free for cooking and 
heating. One, for example, 
pumps the gas into a 1,000-gallon 
container in the ground. A float 
is attached to the water seal, and 
as the float rises and falls, a mer- 
cury switch turns the pump on 
and off. 

All very well, but we hope the 
government planners don’t hear 


about this. Those agricultural 
experts down in Washington will 
want to start paying the nation’s 
farmers for not finding gas on 
their property. 


Not-So Sunny Spain 


They complain in Spain but 
mostly in vain. 
The law in Madrid, it seems, 











It's a Dirty Shame! 


Manhattan is getting out of the public bathing business, 
slowly but surely. This New York City borough once 
helped 3,581,000 citizens get scrubbed in 15 public bath- 
houses it operated. But now, with the closing of one of its 
bathhouses recently, the borough is in the lowly one-bath 
classification. 

At the height of public bathhouses in 1911, folks from 
cold-water flats needed public facilities. But nowadays 
with modern plumbing in almost every building, only 
130,000 free baths are used a year by Manhattan’s millions. 

The borough locked the door on its next-to-the-last 
bathing facility recently when it discovered it was cost- 
ing taxpayers $2 for each “free bath.” 
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does not require heat to be 
turned on in apartments until 
Nov. 1. It may be turned off 
April 1. Naturally, no landlord 
will spend fuel money a day be- 
fore or a day after those dates— 
although temperatures, unmind- 
ful of the law, drop to uncomfort- 
able lows. 


»The result has been a new 
Spanish civil war between ten- 
ants and landlords—a cold war, 
so far—and also a new Spanish 
greeting which sounds unfriend- 
ly to strangers but really reflects 
the Spaniards warm regard for 
visitors. It goes like this: 

“Come into our house—but 
don’t take off your coat.” 





What Price Fame? 


The Washington correspondent | 
for Scripps-Howard newspapers, 
Ed Koterba, tells about two vet- | 
eran Republican congressmen, 
Sen. John Marshall Butler of 
Maryland and Rep. Bill Ayres of 
Ohio, who, despite years in the 
capital, had never met. 

Koterba remedied the situa- 
tion by bringing Ayres over to 
Butler and introducing him as 
“from Ohio.” “I have something 
in common with your state,” 
Butler said. “A number of years | | 
ago, I opened the Montgomery | 
Ward store in Cumberland.” 





s“No kidding!” Ayres replied. 
“T was in charge of putting the 
plumbing in that store.” 


Butler apparently hadn’t un- Here’s why more contractors are asking for Kuhns fittings 
derstood the introductions. “You than ever before. “K” fittings are precision made, quality 
don’t say!” he replied happily. controlled. Threads are sharp and clean, chamfer is perfect, 


“Are you still in the plumbing there are no hidden flaws. They’re rugged and long lasting- 
: ” . 
business? need no babying during installation. 
Kuhns supplies a complete line of pipe fittings in cast, 
malleable and ductile iron—the newest development in fit- 
Fools for Pools 


‘ - tings in over 50 years. 
You’d be surprised what you 


come up with when you dive into 
the swimming pool information 
sheet put out recently by the 


National Swimming Pool Insti- | J THE KUHNS BROTHERS CO. 


Wate, EEReS Waet we Senenbe: 1800 McCALL STREET * DAYTON, OHIO 
Florida’s first swimming pool 


was built by Thomas A. Edison 
(Please turn to page 48) 








Check 2-047-01 on Reply Card 
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Practical Ways 
To Control 
Hot Water 


Storage Heaters 


THE POWERS REGULATOR COMPANY 
Dept. 261, Skokie 46, Illinois 


Send me a free copy of Powers Engineer's 
Manual For Steam-Water Service 


Nome:__— 





—————— 








Company: 


Address: 





City: Zone:___ State: 
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These diagrams, plus clear and concise information on storage 
heater control, are available to you without obligation as part 
of the Powers Engineer’s Manual, Steam-Water Service. 


This manual has been specially prepared for plant use. It is 
available free to personnel whose job function covers operation 
and/or installation of steam-water service. Various control sys- 
tems described and illustrated include: domestic hot water... 
instantaneous heat exchangers . . . heat exchangers for cooling 
... fuel oil heaters . . . pressure reducing . . . jacket water cooling 
... two-temperature hot water systems. 


Send for your Engineer’s Manual now! If you have a special 
requirement or problem ask for recommendations. 


Dept. 261, Skokie 46, Illinois 


In Canada: The Powers Regulator Co. of Canada Ltd. 
Downsview, Ontario 





POWERS CONTROL 


Check 2-048-01 on Reply Card 


THE POWERS REGULATOR COMPANY 





future. 


Between Ourselves 


(Continued from page 47) 
(there are now 25,000 pools in 
| Florida) .. . A Cleveland man 
liked his $13,000 pool so much, 
he paid $5,000 to have it moved 
to his new home. . . An open-air 
pool in Warsaw, Poland, has be- 
come so overcrowded, divers 
jump on swimmers, people are 
shoved in fully dressed, women 
have their suits ripped off (un- 
der water) —and crowds are get- 
ting bigger every day . . . Josef 
Stalin’s great fiasco, an excava- 
tion in Moscow for what was to 
have been the tallest building in 
the world, is now a swimming 

pool, accommodating 2,000. 

And the information sheet 
closes with this item, to top all 
the others: “A Texan has built 
three pools—one with warm wa- 
ter, one with cold, and one with 
no water at all, for people who 
don’t like to swim.” 


A Woman's World 


In the recent presidential elec- 
tion, more than 50 percent of the 
voters were women. 

Of course, many of the election 
winners were women, too. Yet it 
was just 40 years ago that wom- 
en got the right to vote for the 
first time. 

Credit should go to Susan B. 
Antheny and the suffragettes, 
women’s clubs—and the appli- 
ance industry. 


# That’s the historical perspec- 
tive presented by the Gas Appli- 
ance Manufacturers Assn., which 
looks over the field of feminine 
achievement and says she 
couldn’t have done it without 
her trusty push-button appli- 
ances. They have given women 
the time to think, fight and vote, 
GAMA says. 

What’s more, her work is be- 
| ing even more simplified by ap- 
| pliances, which leads GAMA to 
| predict even greater women par- 
| ticipation in world affairs in the 
END 
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Spang Steel Pipe serves the combination heating and cooling system at the deluxe 888 Logan Apartments, Denver, Colorado 


“We've been users of SPANG Steel Pipe for 15 years” 


— says Mr. Arthur Riley, President, Riley Engineering Corporation, Denver, Colorado 


**...and we know SPANG 
more than amply meets 
our rigid requirements!” 


That’s what Mr. Riley told us at the 
12-story 888 Logan Apartment Build- 
ing job site, where he was supervising 


the installation of over two miles of 


SPANG Steel Pipe in the combination 
hot water heating and chilled water 
cooling system. 

**Frankly,’’ says Mr. Riley, “‘we 


Architects: 
W. C. Muchow and Nat S. Sachter, Denver 
Consulting Engineer: 
Riley Engineering Corporation, Denver 
Builder: Al Cohen, Denver 
Piumbing Contractor: 
John F. McCauley, Denver 
Heating and Air Conditioning Contractor: 
Louis Cook, Denver 
Spang Distributor: 
Great Western Pipe Company, Denver 


depend on the quality control exer- 
cised in the manufacturing processes 
of SPANG. Our reputation is at stake 
on every job, and we depend heavily 
on the materials used in a project. 
We know SPANG is among the best 
pipe available.” 

In reply to our question about 
SPANG Pipe’s outstanding features, 
Mr. Riley stated, ““SPANG is easy to 
work with, it has good welding char- 
acteristics, its quality is consistent, it’s 


¢ ? ; 
ARMCO National Supply Division 


Check 2-049-01 on Reply Card 


durable, and we get good service.” 

Get all these advantages from 
SPANG Steel Pipe on your next job. 
You can’t buy a better pipe! Let your 
local SPANG Distributor serve you 
soon, 

SPANG Steel Pipe is one of the many 
fine products made by National Supply 
Division, Armco Steel Corporation, 


Two Gateway Steel's Symbol 
> of strength, 


Center, Pitts- 
burgh 22, Pa. on long lite, 
; eo and economy 





Delco 





ANNOUNCES 


A NEW AIR CONDITIONING LINE 


CENTRAL RESIDENTIAL COOLING UNITS FOR EVERY TYPE AND SIZE OF HOME, 
NEW OR OLD! THE ENTIRE MARKET IS YOURS WITH THE GM-DELCO LINE! 








COOLING COIL (EVAPORATOR) UNIT 
Now there’s a Delco-engineered air 
conditioning unit to fit any Delco furnace. 
Installation is quick and simple. Also, 
you can convert your customer's present 
forced air furnace to central air condi- 
tioning with just the right GM-Delco 
unit to make it easy, practical and 
profitable! 


A COMPLETE LINE OF AIR CONDITIONING, HEAT PUMPS, FURNACES, 
BOILERS AND WATER HEATERS TO MEET ALL YOUR REQUIREMENTS. 


30 


REMOTE CONDENSER UNIT 

The GM-DELCO line includes attractive, 
weatherproof condensing units in sizes 
to meet a wide range of needs. Durably 
built for outdoor installation and de- 
signed for the most efficient operation. 
Ratings from 22,000 to 56,000 BTU/HR. 
Maximum over-all dimensions—Height 
28%”, Width 4854”, Length 31%”. 


Check 2-050-01 on Reply Card 


SELF-CONTAINED SYSTEMS 

The GM-DELCO line offers you com- 
pletely self-contained cooling units. 
Shown is a type for use with hot water, 
steam or other heating systems without 
duct work. Easily installed in attic or 
crawl space with inexpensive duct work. 


THE GM-DELCO HEAT PUMP 
The GM-DELCO Heat Pump (not shown) 


is available as a self-contained or split 
system and provides both heating and 
cooling as required. 
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AANINOUNGES 
A GREAT NEW FRANCHISE 


THE GM-DELCO KEY DEALER PLAN 


A GENERAL MOTORS’ NAME—assures top flight engineering and a universally known reputation for Reliability. 
1 DIRECT FACTORY-DEALER DISTRIBUTION—planned sales, advertising, training and promotional aids. 

1 LIMITED NUMBER OF DEALERS—in each market, and only they can buy Delco equipment. 

A PROTECTED PRICING—stable pricing with protection. 

A DEALER LISTINGS IN NATIONAL ADS—insures your direct participation in dynamic advertising, at no cost. 
2 COMPLETE SALES BUILDING PLAN—with local advertising, prospecting, and selling plans to build your sales. 
A OVER 200 MODELS—PLUS ACCESSORIES—GM-Delco gives you a model to meet your every need. 

A GENERAL MOTORS GROUP INSURANCE—available to eligible dealers and their personnel. 


GET THE FULL STORY RIGHT AWAY! WRITE TO DELCO APPLIANCE DIVISION, GENERAL MOTORS CORPORATION, ROCHESTER 1, NEW YORK. 
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Check 2-050-01 on Reply Card 
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NOW—EVEN THE ELJER TRADEMARK IS NEW—to match the NEWEST line of 
bathroom fixtures in the industry. The staff of famous designer Dave Chapman went all out 
— put fresh, imaginative ideas in every fixture, every fitting. Sparked-up styling. Beautiful 
pastel colors. Bathroom planning with real sales appeal. You can’t miss when you specify 
Eljer. So look for this new symbol of excellence in distinctively modern fixtures and fittings 


of unmatched quality and unique value. Eljer Co., Three Gateway Center, Pittsburgh 22, Pa. 


FINE PLUMBING FIXTURES 





ELJER 








Check 2-052-01 on Reply Card 
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the Original 
HUDEE sink Frame for 
QOUALITY-BEAUTY-ECONOMY 


in Modern Installations 


HUDEE Sink and Lavatory Frames offer wider selection 
... with more versatility . . . provide a perfect seal 
with easier installation. HUDEE is the original water- 
tight clamp-down sink frame system in stainless steel 
for all flat rim sinks and lavatories (ovals, rounds 

and three-sided). 








For service, for profits, for quality, for COMPLETE 
CUSTOMER SATISFACTION WITH LASTING 
BEAUTY... 


install HUDEE STAINLESS STEEL SINK FRAMES. 


PATENT NOS. 2,440,741, 2,704,370 


spucther fine product of 


WALTER E. SELCK and COMPAR® 
225 West Hubbard St., Chicago 10, Illinois - Telephone: DElaware 7-7240 47 a, 
Check 2-053-01 on Reply Card 
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_ CONVENT TION DATES 





CONTRACTOR ASSNS.. . . National 


Feb. 13-16-—ASHRAE—A nnual 
meeting of the American Society of 
Heating, Refrigerating & Air Con- 
ditioning Engineers (held in conjunc- 
tion with the 15th International Heat- 
ing & Air Conditioning Exposition); 
International Amphitheatre, Chicago. 


Apr. 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
D.C. 


May 9-12—MCA—Annual conven- 
tion of the Mechanical Contractors 


Assn.; Fontainebleau Hotel, 
Beach, Fla. 


Miami 


June 18-22—NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing 
& Heating Exposition); Cobo Hall, 
Detroit. 


Aug. 26-30—ASSE—Annual meet- 
ing of the American Seciety of Sani- 
tary Engineering; Jefferson Hotel, St. 
Louis. 





MANUFACTURER ASSNS. 


Feb. 9-11—HIPS—Home Improve- 
ment Products Show; Coliseum, New 
York City. 


Feb. 13-16—IHACE—15th Interna- 
tional Heating & Air Conditioning Ex- 
position (heid in conjunction with the 
annual meeting of the American So- 
ciety of Heating, Refrigerating & Air 
Conditioning Engineers); Internation- 
al Amphitheatre, Chicago. 


Feb. 20-22—PBI—Winter meeting of 
the Plumbing Brass Institute; Riviera 
Hotel, Palm Springs, Calif. 


Apr. 16-19—-AHLMA—A nnual 
meeting of the American Home Laun- 
dry Manufacturers Assn.; Boca Raton 
Hotel & Club, Boca Raton, Fla. 


Apr, 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
D.C, 


Apr, 30-May 3—LPGA—Annual!l 
convention of the Liquified Petroleum 


f4 ( 


Gas Assn.; Conrad Hilton Hotel, Chi- 
cago. 


May 14-17—CABRA—Annual meet- 
ing of the Copper & Brass Research 
Assn.; Homestead Hotel, Hot Springs, 
Va. 


June 12-15—NDHA—Annual meet- 
ing of the National District Heating 
Assn.; Wentworth by-the-Sea, Ports- 
mouth, N. H. 


June 18-22—PHE—Annual Plumb- 
ing & Heating Exposition (held in 
conjunction with the annual conven- 
tion of the National Assn. of Plumbing 
Contractors); Cobo Hall, Detroit. 


Oct. 1-4—AGA—Annual convention 
of the American Gas Assn.; (hotel not 
yet determined), Dallas. 


Oct. 8-11—NIWKC—Annual con- 
vention of the National Institute of 
Wood Kitchen Cabinets; Shawnee- 
On-Delaware, Pa 


Nov, 8-10—-NWAHACA—A nnual 
convention of the National Warm Air 





Heating & Air Conditioning Assn.; La 
Salle Hotel, Chicago. 


Nov. 12-15—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Homestead Hotel, Hot 
Springs, Va. 





WHOLESALER ASSNS. 


Feb. 11-13—ACRW—A nn ual con- 
vention of the Air Conditioning & Re- 
frigeration Wholesalers; Pick-Con- 
gress Hotel, Chicago. 


Feb. 19-21—WDA—Annual conven- 
tion of the Wholesale Distributors 
Assn.; Shamrock-Hilton Hotel, Hous- 
ton, Tex. 


Apr. 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Apr. 9-11I—MAWA—Annual con- 
vention of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. 


‘Apr. 19-21—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Americana Hotel, Bal Harbour 
(Miami Beach), Fla 


May 21-23—NHAW-—Spring con- 
vention of the Northamerican Heating 
& Air Conditioning Wholesalers; 
Queen Elizabeth Hotel, Montreal, Que. 


June 23-25—PHWNE—Spring meet- 
ing of the Plumbing & Heating Whole- 
salers of New England; Equinox House, 
Manchester, Vt. 


Sept. 24-27—AISA—Annual con- 
vention of the American Institute of 
Supply Assns.; (hotel not yet deter- 
mined), San Francisco. 


Nov. 1-3—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. END 





Chicago Contractors 
Get New Secretary 


Cu1caGo—Anthony Dvorak, 
for many years a prominent 
plumbing contractor in Chicago, 
has been named executive secre- 
tary of the Plumbing Contrac- 
tors Assn. of Chicago to succeed 
William Readey, who resigned 
after 10 years of service. 

As a contractor, Dvorak was a 
member of the association for 
many years, He also served on 
its board of directors, 


Domestic ENGINEERING, 


Mearnuary 1961 








for matched 
bathroom sets... 





look at the newest from Harcraft 


New Harcraft Bathroom Sets look luxuri- 
ous, last longer, yet cost no more. They’re 
all new—in style, body and trim—and 
matched in every detail. 

New Harcraft Bathroom Sets feature all 
triple-plating, renewable seats, uni-stem 
assembly for easy replacement, solid brass 
bar construction. They're easier to install, 


too, because they have fewer parts. 


HARCRAFT BRASS, A Division of Harvey Aluminum 
Chicago, Dallas, Loa Angeles, Minneapolis, New York + GRNBRAL OFFICES 





Your plumbing wholesaler stocks the New 
Harcraft. See him. For illustrations of the 
complete line, write for free catalog #61. 


he eit thing Hor Le wale... 
Harcraft 


+ Warehouses in Atlanta, Boston, 
PorRRANCR, CALIF 
? 


LA 





No. 7 Auto-Vent 
For vertical mounting only. 
Size 43%” x 21%” with Ve” 
1.P. female connection. 


No. 77 Auto-Vent 
Venting Overhead Hot 
or Chilled 
Water Heating Mains 


These products 
are only part 


of the large and 


complete 
MAID-O’-MIST 
line of Heating 
and Air 
Conditioning 
specialties. 
For more details 
see your jobber 
or send for 
catalog. 


No. 7 SERIES AUTO-VENTS 
Vent Air CONTINUOUSLY 


EASY TO INSTALL 


Eliminate air from hot water heating and chilled water cool- 


ing systems! Install on mains, pipe lines, unit heaters, chillers, 
convectors, radiant panels, coils, etc. 


The No. 7 Series Auto-Vents are reliable automatic air eliminating valves for concealed 
radiators, pipe lines, tanks, or other devices where water or other liquids are used for heating 
or cooling. They have proved to be the solution to many perplexing problems that =H 
confronted contractors and engineers where air pockets or traps retarded the free circulatior 
of the liquids and naturally reduced the efficiency of the system or appliance. The No ; 
Series of Auto-Vent Air Eliminators are made of brass and equipped with a self-closing, 
float operated valve. All working parts, including valve and copper float, are mounted on a 
removable bonnet (No. 7X) for quick servicing or replacement. The valve is equipped with a 
Monel metal spring and a Neoprene valve seat which is unaffected by high temperatures, 
oil, anti-freeze, etc. No air chamber required. The vent is regularly fitted with a patented 
cap that may be used as a check in case of a leak caused by core sand, scale, etc., pending 
cleaning. For pressures see below. 
No. 77 Auto-Vent. The No. 77 is of No. 7 
the same design as the No. 7, except No. 77 
that it has an additional %” I.P. fe- No. 78 


male side opening to permit its use No. 71 Auto-Vent, Bright Brass. 150 Ibs. pressure 
on radiators, pipe lines, etc., or where No. 74 


he adroom 1 isa factor. T he conne ctions Auto-Vent, Bright Brass. 150 Ibs. pressure 
are made as illustrated. It is an ideal No. 7XP Bonnet Assembly for No. 71 and No. 74 
valve for Diesel engines, cooling mani- No. 7X Bonnet Assembly for Nos. 7, 77 and 78. 
folds, overhead convectors, pipe lines, 777 Self-Closing Valve Core for Nos. 7, 71, 
etc., subject to vibration. Where a 74, 77 and 78. 


Safe Waste is required, use No. 7A No. 7A Connector for Safe Waste 
Connector Fitting. 


Auto-Vent, Bright Brass. 75 Ibs. pressure 
Auto-Vent, Bright Brass. 75 Ibs. pressure 
Auto-Vent, Bright Brass. 75 Ibs. pressure 


No. 71 No. 74 
Auto-Vent 4” Auto-Vent 4" 
Male 1.P.T. Female 1.P.T. 
Connection Connection 












¢ 
; 1 MAIDO-MISTI 


No. 27 and No. 37 AUTO VENTS 


Where water is used for heating or 
cooling, they automatically vent air on 
® Radiators ® Convectors 
* Fan Coil Units © Baseboard Radiation 
© Overhead Mains ® Radiant Panels 
® Small Unit Heaters 
NO AIR CHAMBER NECESSARY 
The No. 27 and 37 Auto-Vents are de- 














































ed 








ng No. 27 Auto-Vent pendable float-operated valves. Their con- 
ive For Horizontal Mounting Only ‘ . - 
on I with Ye” IP. struction and internal working parts are 
7 — the same as the No. 7 series Auto-Vents 
ng, except smaller in size. Made of non- 
ha ferrous metals. 
res, No. 27 = Auto-Vent, Bright Brass. 50 Ibs. pressure. 
ted No. 37 Auto-Vent, Bright Brass. 50 Ibs. pressure. 
ing No. 27X Bonnet Assembly for No. 27 and No. 37. 
No. 666  Self-closing Valve Core for No. 27 and No. 37. 
ure No. 7A Connector for Safe Waste. 
sure 
sure 
sais Sie 
sure 
. 74 No. 37 Auto-Vent 
78 For Horizontal Mounting Only No. 7A No. 666 Valve 
. with Ve” 1.P. vertical Connector for Core for No. 27 
71, male bottom connection. Safe Waste & No. 37 


Size 3” x 21 
No. 72 AUTO-VENT 


For convectors, baseboard and free-standing radia- 


tion. For vertical or horizontal mounting. Size 1%” 
uw" 


x 4%” with %” 1.P. male connection. 


The No. 72 Auto-Vent is a fast venting valve of the 
expansion type. All expansion and contraction of 
the single non-porous, composition disk is confined 
to four vent ports. The internal siphon tube pre- 





The No. 72 Auto- : r 2 j , ins H H 
Toman oucenes vents water-logging when installed in either the 
ina counter display vertical or horizontal position. Immediate drainage 
t . . ° 
psy Foch corton means fast contraction of the disk and a quick vent- 
contains 12 individ- j CVC 
2 a he ar ing cycle. 


Manual venting and tight shut off are controlled by 
valve cap with screw driver slot adjustment. The 
valve cap is tamper-proof and can be removed and 
replaced without damage or special tools for clean- 
ing and flushing if necessary. 





No. 72 Auto Vent 





NO. 7 
NO 72 2 
at 
78 LAS LLA 
ent Ye" 
hota For Convector Radiators _—‘For Free Standing Radiators For Baseboard Radiation 


NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 








IRR mS he, eat 








YOU MUST SEE THIS 
REMARKABLE NEW 
BASEBOARD IN ORDER 

TO REALLY APPRECIATE WHAT 


; A BIG ADVANCE IT IS! 
~ i INTERNATIONAL HEATING & 
AIR CONDITIONING EXPOSITION 


INT'L AMPHITHEATRE, 
CHICAGO - FEB. 13-16 \ 
BOOTH 308 


~ 


Illustrated Literature on Request 
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ee, , SPARTAN SHOWER STALL CO., INC. «© SPARTAN CONVECTOR CO., INC. « SPARTAN ELECTRIC RADIATOR CORP. 
~~ 


52-55 74th ST. »- MASPETH 78, N.Y. 
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. . . A Complete, Top Quality 
BALL COCK LINE! 


Knowing the busy world in which your customers live, there is nothing that 
pleases them more than everything working smoothly in their favor. Chances 
are, a ball cock is about the first mechanical gadget YOUR CUSTOMERS 
meet up with each new born day. And, for smooth, dependable operation, 
it should be a SHERWOOD Ball Cock. As a matter of fact, in building up 
an efficient, time savings, quality line of plumbing products, a SHERWOOD 
low down or high tank ball cock should top your list. They are trigger efficient 
in every respect. So, raise your sights for more business. And specify a 


SHERWOOD Ball Cock to start the day off right. 


Manufactured Only by 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DEROIT 7, MICHIGAN 
Established 1903 


No. 466H 
No. 466L 
No. 566 No. 22 


= 
=a 
= 


No. 86-A 


ONE PIN 
ASSEMBLY 


The SHERWOOD No. 86-A, Anti- 
syphon ball cock is ace high for 
smooth, long lasting, quiet operation. 
Safeguards against the hazards of 
water contamination. Works on any 
water pressure. Saves water and meets 
all code requirements. Order from 





your wholesaler. mile 
yy 





No. 77 
eo PIN 
A Y 
— No. 277 
ONE PIN 
ASSEMBLY 


Check 2-060-01 on Reply Card 
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A Leading Consulting Engineer Told Us: 


“Kennard/Nelson’s two-line idea 


adds a needed new dimension 





to air conditioning!” 


K ennard Nelson is a new name* in air condi- 

tioning . . . a new name with an entirely new 

answer to a serious problem facing engineers. 
That problem: How to design a system for 
clients interested in long-lasting, high-quality 
air handling equipment without turning to 
expensive custom construction? 

Kennard/Nelson has designed two distinctively 

different lines of packaged 

central station air con- 

ditioning units. The first 

is the outstanding new 

“Better Air’ line, de- 

veloped specifically for 

projects where quality in 

equipment and materials 

comes first. 


LOWER PRICED LINE 
A lower priced “Standard” 
line, which includes many 
Better Air quality features, 
was developed for compet- 
itive installations that 
require equipment “equal 
to or exceeding” the indus- 
try standards. 

Both Kennard / Nelson 
lines are offered in a wide 
range of sizes and arrange- 
ments. For example, there 
are 14 basic sizes and 24 
different arrangements (500 cfm to 36,000 cfm) 
in the Better Air line. Every model includes 
factory-engineered “built-in” air cleaning. This 
allows engineers to specify the exact type and 
degree of air cleaning desired. 


Standard” Line 





“BETTER AIR” FEATURES 

Only the Kennard/Nelson Better Air units are 
designed with exclusive Penta-Post frame construc- 
tion and double drain pans . . . features which add 
years to unit life and cut replacement costs. Heavy 
gauge steel Penta-Post frames are designed with 
solid 5-angle, all-welded construction. Drain pans 
are divided into inner and outer sections separated 
by a one inch pad of insu- 
lation. Pans slope for more 
efficient drainage, and 
inner pans are available 
in long-lasting galvanized 
steel or copper. 


FLUSH-MOUNTED DESIGN 
Every component is easily 
accessible through flush- 
mounted service panels 
with quick-opening doors. 
These and many other out- 
standing quality features 
make the Kennard/Nelson 
Better Air line an unchal- 
lenged leader in long-range 
air handling performance 
and operating economy. 

Bring your catalog up 
to date. Send for your free 
copies of the new Ken- 
nard/Nelson “Better Air” 
Bulletin Number AC-100 

and the “Standard” Bulletin Number D-100. 


* Herman Nelson and Kennard, both familiar names 
in the heating, ventilating and air conditioning 
industry for years, have been joined as a single di- 
vision of the American Air Filter Company, Inc. 


Better Air’’ Line 


Picnuteon Aix Bitter 


BETTER AIR 


IS OUR BUSINESS 


116 Central Ave., Louisville, Kentucky 








Check 2-061-01 on Reply Card 
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His logo advertises his status as a ‘contractor,’ 
helps him promote bathroom remodeling 


“WE AGREE with everything 
you’ve been saying in your Let- 
terhead Design Clinic about the 
importance of having a modern 
looking letterhead—and think 
it’s about time we got one. 

“Our present one is colorless 
and uninteresting. In addition, 
we are now specializing in bath- 
room remodeling, and we'd like 
our letterhead to reflect this 
fact. Can you help us?”—Law- 
rence Patterson Jr., Gloucester 
City, N. J. 

Mr. Patterson’s new business 
logo embodies several important 












PATTERSON. 7* 
REGISTERED 


PLUMBING & HE 
913 CHAMBERS AVE., G 


principles of good design. First 
of all, it gives strong emphasis 
to his surname, under which he 
operates his business. The slight 
tilt at which the name is spelled 
out helps to give the over-all 
design additional interest with- 
out being hard to read. 

Secondly, the logo gives al- 
most equal emphasis to the fact 
that Patterson is a plumbing and 
heating contractor. 

Patterson obviously feels that 
this identification as a p-h “con- 
tractor” helps to give him a busi- 
ness status in his community that 


R 
ATING CONTRACTS 


LOUCESTER city, N. J 





may not always be forthcoming 
if he were identified in some 
minds as solely a member of a 
service trade, i.e. a journeyman 
mechanic or “plumber.” 
Another important element in 
the letterhead is the reference 
to the firm’s bathroom remodel- 
ing speciality—done both gra- 
phically and by means of a 
slogan adjacent to the drawing. 
Finally the company address 
and phone number are easy to 
read. The whole letterhead adds 
up to one that’s a good salesman 
of Patterson’s services. END 


PATTERSON’S new letterhead 
combines several important 
elements of good design, 
among them emphasis on the 
company name and trade affil- 
iation, as well as the firm’s 
bathroom remodeling specialty. 








PHONE GL 6-0957 
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da REGISTERED 
PLUMBING ano HEATING CONTRACTOR 


913 CHAMBERS AVE., GLOUCESTER CITY, N.J. 
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pr every purpose 


Below are shown four basic Bryan Series. Whether you are designing a new 
school, hospital, office building, motel, or apartment house, one of these (oil or gas 


fired) will give your client Bryan Copper Tube flexibility, durability and economy. 


Meet requirements of A.S.M.E. Code. Gas-fired models A.G.A. Approved. 


: Domostic Healiutg 


BOILERS 90 sizes 
from 75,000 Btu to 600,000 
Btu output. Oil and gas 





Commoretal, Healy 


from 720,000 Btu to 1,800,- 
000 Btu output, most sizes 





burners are factory installed. 
Factory wiring is optional. 
Smaller models available as 
completely packaged units, 
with hot water circulation 
equipment installed. 


completely assembled, pack- 
aged units, for steam and 
hot water radiation. Suitable 
for most schools, churches, 
apartment houses, office and 
industrial buildings. 








High Pressure, 


BOILERS Sizes up to 
50 hp and up to 125 Ib. 
mwp. Noted for providing 
steam on short notice and 
at high efficiency. Particu- 
larly fine for hospitals, dry 
cleaning plants, laundries, 
dairies, tire repair shops, 
food processors and others. 


Water Healing 


BOILERS ‘Sizes from 
100,000 Btu to 1,800,000 
Btu output. By indirect 
heating, two or more water 
temperatures can be deliv- 
ered simultaneously. Used 
for hospitals, restaurants, 
laundries, hotels, swimming 
pools and industry. 














ryan 


COPPER TUBE CHILI PIKE, PERU, INDIANA 


Check 2-063-01 on Reply Card 
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BRYAN STEAM CORPORATION 




















Rounding out the famous Just Line of stainless steel sinks, counter 
tops, drinking fountains and other stock and custom equipment, 
is the all-new Stylist line of bowls. 

The finish reflects the usual JUST quality. 

The craftsmanship is a matter of JUSTifiable pride. A quarter- 
century of working with stainless steel makes it so. 

The line is broad ...turns prospects with questions into 
customers with orders. 

The price is right. Competent manufacturing techniques 
reduce costs. 


Compare the Stylist line yourself. Send for free literature today. 






TRIPLE-COMPARTMENT, 
1” FLANGE TYPE 


e Complete line of single-, double-, and triple-compartment bowls 
in all standard sizes. 


e Nickel stainless steel. 
e Available in both 18- and 20-gauge. 


SOLD THROUGH AMERICA’S LEADING PLUMBING WHOLESALERS 


DRINKING FOUNTAINS CABINETEER SINK & COUNTER TOPS LAVATORIES 





HOSPITAL EQUIPMENT 


( Manufaituing Ca 


9233 KING AVENUE e FRANKLIN PARK, ILLINOIS 
Check 2-064-01 on Reply Card 


SINGLE-COMPARTMENT LEDGE TYPE 
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WHY YOUR REPUBLIC DISTRIBUTOR 
WILL SAVE YOU TIME AND MONEY 


FITTING, FIXTURE, CONTROL, OR PIPE, try Ask your distributor about Republic X-Tru-Coar. 
your Republic distributor. This man has _ Here’s a plastic-coated steel pipe that is immune 
ample stocks to meet your needs. He has to oxidation and electrolytic action, far more resistant 
qualified people to serve you. He’s located to chemical action. You stop external corrosion... 
on the spot to be there when you need him. at lower overall cost... with minimum time required 
And, he delivers pipe as you need it on the for installation. X-Tru-Coart is precoated and ready 
job... pipe that is clean, dry, and rust-free. 





for installation—in 1” through 8” nominal. 


Strong 
Modern 
Dependable 


CALL FOR REPUBLIC PIPE 


ELECTRIC WELD + SEAMLESS « BUTT WELD + X-TRU-COAT+ LIGHT WALL PLASTIC PIPE REPUBLIC | 
. _ “ 
Check 2-065-01 on Reply Card ef 














ut in YOUR Thumb 


Little Jack Horner 
Sat in a corner 
Looking for something real 
(good, that is) 
He put in his thumbs 
And pulled out THREE plums 
Then said, ‘‘General’s the BEST DEAL!”’ 
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General Filters’ products are plums in_ extra profits without increased selling 

' the hot air heating business. They can effort or travel time. Have your service 
be installed and “‘renewed”’ on regular car supplied at all times and help your- 
service calls—‘“‘pulling out plums” of _ self to these plums, 


“ALL FEATURES” 
FUEL OJL FILTERS 


Performance proved over the years. 
life-time iron and steel construction. 
Corrosion resistant plastic coating. 
Wool felt elements bonded to center 
mesh core traps dirt and moisture. 
Two sizes fit ALL plants. 


Generals 


“CLEAN RIGHT” 
SOOT REMOVER 


Works in every type heating plant 
—oil, wood, gas, coal. Saves up to 
25% in heating costs. Fast acting and 
safe—no flash, no flare, no intense 
heat. Won't harm burner parts, 
Light, powdery—can be sprayed or 
“spooned”. Use on every call! 


“MOISTURE-MATIC” 
HUMIDIFIER 


Simple, safe, compact, automatic, it 
really “minds its own business.” Life- 
time neoprene diaphragm. No float 
to stick, clog, or rust. Corrosion-proof 
pan. Chrome-plated valve. One- 
year guorantee on parts. Installs 
in 30 minutes, 


SCeeeeeeeeeoeeseeoeeeeeeeseeeeeeeenes 
eteeeeeeeseoeeeoeoeoeeneeeeeeeeeeeeene 


Ask Your Jobber for these GF Products 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE NOVI, MICHIGAN 
IN CANADA: Canadian General Filters, Lid., 39 Crockford Blvd., Scarborough, Ont. 
Check 2-066-01 on Reply Card 
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A Reliable Way to Judge 


a COPPER TUBE 
Piping System 


© * 
aS of Quality Control 

Surest kind of assurance that it is a QUALITY installation 

is — by the famous Jenkins “Diamond” on valves con- 

trolling the lines. 

Where “anything will do”, you’re not likely to see Jenkins 
Solder (or Socket) End Valves. But you can expect to find 
them on jobs handled by engineers and contractors who know 
an economy installation is one you can forget. 

Compare Jenkins Solder End Valves with any others. You'll 
see why they are trusted to give a lifetime of reliable service 
with a minimum of attention. 

Note the thick, smooth bore solder-joint ends that with- 
stand heating and contribute to a quick, leak-proof connec- 
tion. Look inside at the many Jenkins superiorities in design 
and construction. 

A complete line of top-quality Jenkins Solder End (and 
Socket End) Valves is available from your local Jenkins Dis- 
tributor. Ask him to show you a sample of the type you require. 




























SEND FOR NEW FOLDER No. 212 


Jenkins Bros., 100 Park Avenue, New York 17 
- Send folder No. 212 describing all Solder End and 
; Socket End Valves. 


Name & Title............... ‘ 


SERRE Rena ape 


Address 








Check 2-067-01 on Reply Card 
Domestic ENGINEERING, FEBRUARY 1961 67 





Install house-sewer lines 3 times faster 
,..with Transite Pipe 


Don’t let cumbersome, difficult-to-install sewer pipes slow you down! Field 
reports show that the time and money-saving conveniences offered by 
Transite® Building Sewer Pipe allow the completion of three quality house- 
sewer connections in the time it takes to do one with less efficient materials 
and joint designs. 

With Transite, you get truly simplified installation. Its long, light-weight 
lengths minimize disturbances to walks, lawns and shrubs... mean fewer 
joints, too! Just lubricate the business ends of the pipe. Then lock together 
with Transite’s exclusive Ring-Tite® Coupling. That’s all! It safeguards 
against: (1) root penetration, (2) infiltration, (3) exfiltration. Transite 
fittings are available also for a variety of job requirements. 

To get the full Transite economy story, simply write Johns-Manville, 
Box 14 DE-2, New York 16, N. Y. In Canada: Port Credit, Ontario. Offices 
throughout the world. Cable address: Johnmanvil. 


Check 2-068-01 on Reply Card 


J OHNS-MANVILLE 
JM 
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Hugh Kirkland (Right), President, Kirkland Masonry, Inc., Miami, Fla., talking to Dick Rogers, his Dodge Representative. 


“Last year, we got over $4,400 in new business 
for every dollar we invested in Dodge Reports’’ 





“Dodge Reports actually doubled our business in 
1959, the first year we used them,” says Mr. Kirk- 
land. “And we doubled that increase last year!” 
Mr. Kirkland concentrates in the competitive south and 
central Florida markets. When he decided that his 
firm could realize its maximum growth potential only 
by actively competing for more commercial, industrial 
and residential contracts, he began using Dodge 
Reports. “We knew,” he says, “that unless we kept 
ahead of the latest developments in these markets, 
contracts would be awarded to our competitors before 
we even heard of the jobs.” In the two years since 
that decision, his firm has captured over $3-million in 
new business — most of it commercial and industrial 
contracts that he couldn’t even have bid on without 
Dodge Reports. Today, he is one of south Florida’s 
leading masonry contractors. 

Daily Dodge Reports tell Mr. Kirkland all he needs 
to know: type of project and cost, names of owners, 


*.w. BOOGE 


t DODGE 





reports 


119 W. 40th St., New York 18, N.Y. 


CORPORATION 


architects and engineers, names of general contractors 
bidding, results of the bidding, and award of the gen- 
eral contract. “We have to be there with a bid before 
the general contract is awarded because the GC has 
to incorporate our bid in his,” Mr. Kirkland says. 
“Dodge Reports give us the facts we need in time 
to figure the job and get it!” 

Dodge Reports can get new business for you, too 
—at surprisingly low cost. Send the coupon for fur- 
ther information. Or, consult your telephone directory 
for the Dodge office (in over 80 principal cities) 
nearest you. 








l F. W. DODGE CORPORATION 

| Construction News & Statistics Div., Dept. DE-21 

| 119 West 40th Street, New York 18, N. Y. 

| Please [] send me your brochure “How Subcontrac- 
| tors Get More Work in New Construction.” 
| ] send full case history on Mr. Kirkland. 

| have a Dodge Representative call. 

l Name —E 
| Company sci a seria 

l Address ied oceans = 
! City bs _ Zone State 





Check 2-069-01 on Reply Card 


DoMEsTIC ENGINEERING, FesruAry 1961 


69 








constant flow 
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Write for more information. 


In the Muelier:-H-9300 Regulator 
scientific proportioning of diaphragm, seat area 
and spring results in constant flow control. 
Diaphragm contours and size are precisely 
matched to the seat ring to gain instantaneous 
response to pressure variations. Control ranges 
from positive shut-off to full flow of pipe. Longer 
valve stroke eliminates chatter at low volume. 
Water hammer is minimized by more gradual 
increase or decrease of flow. The Mueller H-9300 
Regulator is designed for easy installation and 


long, attention-free service. 







<r 5581 


Check 2-070-01 on Reply Card 


Sizes 14” through 214" 

Three delivery pressure ranges : 
5 to 28 p.s.i. 

25 to 84 p.s.i. 

50 to 125 p.s.i. 


Diaphragms for water, air or oil service. 


MUELLER ©<@. 
) DECATUR, ILL. 


be Factories at: Decatur, Chattanooga, Los Angeles 
In Canada: Mueller, Limited, Sornia, Ontario 
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for beauty...ease of cleaning... sanitation...in homes and apartments 


SNe wants 


an off-the-floo 
closet 








— 














Women who see off-the-floor closets in restrooms want them 
for their homes. Women are quick to note that this type of 
closet means new ease in cleaning and maintaining bathroom 
floors — the end to another disagreeable, backbreaking 
household chore. Thus, homes with off-the-floor closets offer 
a “plus selling feature’’. Josam Rezitron Residential Carriers 
make the installation easy... simple... troubleproof. Car- 
rier and fitting fit into standard plumbing wall construction 
... fit all manufacturer's bowls with standard bolt centers. 
For complete details write for Manual FR. 





Josam Rezitron Residential Carrier and Fitting 
support fixture independent of the wall. 


JOSAM MANUFACTURING CO. 
General Offices and Manufacturing Division ® Michigan City, Ind. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
West Coast Distributors 


JOSAM PACIFIC CO. 
765 Folsom Street San Francisco 7, Calif. 
JOSAM PRODUCTS ARE SOLD THROUGH PLUMBING SUPPLY WHOLESALERS. 
Manufacturers and Representative in Mexico—HELVEX, S. A., Mexico City 


Check 2-071-01 on Reply Card 
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It could be the biggest bonus you ever gave your employees — life-saving 
facts about cancer. Whether you have a factory or an office—a hundred 
or a thousand employees—we are prepared to offer a cancer education 
program to meet your particular requirements. Pamphlets, posters, films 
and speakers will bring vital information to your employees. Such pro- 
grams pay off in saving lives. Call your local American Cancer Society 

: - : ® 
for further information. Do it today. American Cancer Society 
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“AR. 

paid me 

for this 
testimonial— 
a hundred 
times” 


t NITARY 


stR-CONDITH 





Mr. Louis E. Bake, Air-Conditioning Dealer,* says: 


“Selling with the A.R.I. Directory is 
easier, faster, more profitable.” 


How profitable? Ask Louis Bake, who uses the ARI Directory regularly, 
finds it a big help in closing sales, and a major factor in his company’s 50% 
sales increase in 1960. 

“When I show customers that the unitary system I’m recommending is listed 
in the ARI Directory, and certified under the program of this national asso- 
ciation, I add authority to my presentation. 

“I point out how the equipment is carefully rated under the Certification 
Standards, that this rating is subject to checking at any time by the Institute 
through an independent testing laboratory in New York. Result: I back my 
sales talk with the authority of the Air-Conditioning & Refrigeration Institute, 
give my prospects more confidence in what I say. 

“I thought selling with the ARI Directory couldn’t be beat—until I saw the 
new ARI Consumer sales piece, ‘How to Buy Central Air Conditioning.’ This 
is a must for any dealer who wants to tell his prospects the how and why of 
central air conditioning. It tells the full, technical story in words John Q. 
Public can understand, and helps any honest dealer sell a quality system.” 
Free copies of both the A.R.I. Directory and “How to Buy Central Air 





*Mr. LOUIS E. BAKE is Conditioning” are available from: 

Sales M f Cool-Heat 

ae ee AIR-CONDITIONING & REFRIGERATION INSTITUTE 
Washington, D. C. Department D-211, 1346 Connecticut Avenue, N.W., Washington 6, D. C. 





Check 2-073-01 on Reply Card 
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made of modern, dependable Steel 


This mark tells you a product is (Sh 
y, 





“We have yet to find any- 
thing better than our National 
Tube Distributor’s service — 
their deliveries are faster than 
anyone else's.” 


“Our profit margin would go to pot if 
we couldn’t depend on rapid delivery 
at short notice,” said Mr. Arthur L. 
Lewis, President of Lewis Mechani- 
cal Contractors, Inc., Middletown, 
Pa. “We specialize in contracting for 
government projects which usually 
begin on short notice. That’s why we 
buy 95% of our pipe from National 
Tube. When our distributor, The 
Bodwell Company, promises a deliv- 
ery, that’s just what we get. They 
deliver pipe—not excuses. 

“We were working on a tight 
schedule on an Air Force Base near 
here and needed two carloads of 
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wrapped pipe. Our distributor de- 
livered USS National Pipe on time— 
in about half the time promised by 
competitive firms which permitted us 
to start on schedule. We also know 
that our National Tube Distributor 
keeps a large stock of pipe on hand to 
meet emergencies—we can obtain 
any size from \% inch to 24 inches. 
“Government specifications are rig- 
id but National Tube salesmen and 
distributors are always ready to help 
us. We usually call them in to help 
draw up the order and offer recom- 
mendations. Their advice and tech- 
nical assistance are invaluable. 





“We have found USS National 
Pipe, as delivered on any job, gives 
us consistent dependability, uniform 
performance and better fit for weld- 
ing. This virtually eliminates our 
fitting problems. 


“Our dealing with National Tube 
and their distributors is like having 
an extra man on the job. And at no 
extra cost. We know help is as close 
as our telephone. We have yet to find 


better service anywhere. 
USS and National are registered trademarks 


Check 2-074-01 on Reply Card 





National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, 
Pacific Coast Distributors 


United States Steel Export Company, New York 
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THE PROFIT PARADE IN THE 60'S 
WILL BE LED BY JANITROL SELECT DEALERS! 


Paced by the exclusive Janitrol Select Dealer Plan that gives you action in place of promises... 
adds vital new depth and dimension to your Growth and Profit Future! 


hack: out the highlight ! 


The Finest Factory Technical Training Program in the in- 
dustry . . . tuition-free for Select Dealers! 


Personalized Dealer Management Services expert 
guidance in all phases of management, including sales training, 
recruiting, accounting, advertising, and engineering available 
to Select Dealers at no cost! 


Dealer Information Service . . . authoritative newsletters, 
bulletins and periodicals keep Select Dealers up to date on 
latest developments in equipment, applications, service and 
merchandising slants! 


Regular Regional Meetings . . . bring Select Dealers and Jan- 
itrol personnel together for stimulating discussions of merchan- 
dising, management, engineering and other subjects pertinent 
to dealer growth and profit! 


Liberal Dealer Stocking Plans . . . assure the equipment re- 
quired by Select Dealers will be on hand when needed. 


Free Retail Salesman Training and Aids . . . Janitrol helps 
recruit and train salesmen for Select Dealers. Provides proven, 
sales-clinching presentation manuals for cooling, heating and 
new home builder selling! 


Protected Territories . .. Select Dealer Franchises in any market 
area are limited. No “free-wheeling” franchising to choke 
off profits! 


Powerful Planned Co-op Advertising . . . a year-round pro- 
gram of hard-hitting local level advertising and promotion pre- 
pared for you by experts! 


Powerful National Advertising . . . to create demand in your 
own local market for Janitrol products—back up your sales 
and promotion activities! 


Promotion Package Worth $300.00 . . . for newly franchised 
Select Dealers. Includes illuminated signs, floor and window 
displays, colorful literature, demonstration kits, etc. 


Yellow Page Telephone Listings . . . reserved for you, as a 


Select Dealer, in your own local phone book under the JAN- 
ITROL headings. 


12 Competitive Pricing . . 








\ Sales 
RNEY, Ger Conditionine 
ny Cc. GURMOnd Air 
ait Heat Miatand-Ross Corpore 
A Birnbus 16> OF us 
ANITRO 


. made possible by famous Janitrol 
advanced engineering and new automated production lines. 
Puts Select Dealers in the driver’s seat with quality at low cost! 


The Top Brand Name .. . Janitrol leadership in design and 
quality is nationally recognized and acclaimed. Over two 
million Janitrol units have been sold! 


A Great Line .. . A Complete Line including the all-new 
52 Series condensing units! 

Now, a cooling line built to bring you 
new sales and profit opportunities . . . do 
away with installation and service head- 
aches! The new 52 Series units have 
larger coils for higher efficiency . . . dis- 
tinctive, prestige styling . . . sun-shaded 
coils . . . weather-resistant finish .. . 
acoustically treated cabinet . . . 100% 
safety for children and pets. Top exhaust 
protects nearby plants . . . Full A.R.I. 
Certification . . . operates with up to 
125°F outside temperature! 


Other quality products in Janitrol’s full line include Oil and 
Gas-Fired furnaces in horizontal, vertical and counter-flow 
models . . . plus a special line of competitive equipment built 
for the high volume, new home market! In cooling, Janitrol 
covers the residential and commercial markets with economical, 
self-contained units; add-on, modernization units and a com- 
pletely new series of air-cooled condensing units. Janitrol Unit 
heaters, duct furnaces and schoolroom conditioners blanket 
the industrial heating market with a wide selection of models 
from 30,000 up to 1,750,000 Btu inputs. 

You owe it to yourself to get the full story on Janitrol’s full 


line... plus the fabulous Janitrol SELECT DEALER PLAN! 
WIRE COLLECT RIGHT AWAY! 
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A Matter of Image... 


WHAT DO THE PLUMBING contractor’s customers 
think of him? 

Do they regard him as a professional man with 
certain skills, a businessman in their community, 
someone who makes a vital contribution to the 
public health? Or do they see him as a churlish 
semi-skilled mechanic who victimizes the house- 
wife with exorbitant overcharges? 

This subject is, of course, a favorite one in our 
industry. Sometimes it comes up just to pass the 
time of day, more often in earnest. And rightly so. 
Our public image is indeed important. 

Most recently, the subject has once again come 
to the forefront in our pages by virtue of a name- 
change proposal by a prominent industry manu- 
facturer. Zurn Industries Inc. thinks hydro- 
mechanics is technically a more accurate name for 
the plumbing industry and that, if adopted, it 
would also help to update the image of the plumb- 
ing contractor as a highly trained professional. 


»Many in the industry agree with the Zurns. 
Many do not. Since our initial article appeared in 
November, we’ve received an average of 10 com- 
munications a day on the subject from our readers. 
This adds up to an awful lot of mail. Some of the 
comments we’ve received on the state of the in- 
dustry’s image have been caustic, some entertain- 
ing. All have been thoughtful and literate, as you 
can see for yourself by reading the letters we’ve 
published in this and past issues. 

Many of our readers from all branches of the in- 
dustry agree that the industry image could be 
improved. Many agree that changing the name 
would be a forward-looking step. Others “defend” 
the industry, saying that there’s nothing wrong 
with its public face—that no profession is free 
from criticism. Take the medical profession, they 
say. Doctors are constantly accused of overspecial- 
ization, and surgeons of cutting out a vital organ 
at the drop of a hat. 


As the Editors See It! 








Ko 


In the same vein, the plumbing contractor is 
criticized in some quarters, appreciated in others. 

We think all this self-analysis is very good. It 
helps us to keep on our toes. 

But there’s another tack that can be taken si- 
multaneously. We can take a look at how individu- 
al contractors have successfully created a desir- 
able public image of themselves—and of the in- 
dustry as a whole—in their own communities. 


= This is a tack we propose to take now. So turn 
the page and meet Stan Green, plumbing and 
heating contractor of Huntsville, Mo. His story is 
the first of a big new series on contractors. 

Stan is one of the most versatile, quick-witted 
and interesting men you'll ever want to meet— 
full of ideas for selling at a profit and with the 
enthusiasm and energy to carry them out. He’s a 
small-town contractor with big ideas that'll work 
anywhere. His total business area doesn’t exceed 
30,000. But his energy, imagination and busines: 
acumen make him typical of the contractors who 
have helped make our industry great. Stan has 
built an image as a businessman—that any con- 
tractor could emulate in any size of community. 


= Other stories in the series will be about big-job 
contractors, water systems specialists, remodeling 
specialists. They’ll be about men who operate in 
every size of community. But these men have one 
thing in common: They’ve all recognized the im- 
portance of building the right kind of public image 
and have deliberately created their own. In the 
process, they’ve also added something to the 
stature of the entire industry. 

We think you'll find their stories informative. 
We think you'll find them interesting. We think 
you'll find them inspiring. 

So turn the page and meet Stan Green, a small- 
town contractor with big ideas that have created, 
for him, the ideal public image. END 
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Meet Stan Green: 


Small Town Contractor 
with Big Ideas on How 
to Sell at a Profit... 
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STAN GREEN, the imaginative and enterprising 
contractor of Huntsville, Mo. (1,800 pop.), stands 
on the main street of his town. His success at 
building a high-prestige image for the plumbing- 
heating industry in his area would earn the 
envy and respect of many big city contractors. 


IF YOU WERE A STRANGER alriv- 
ing in Randolph County, Mis- 
souri, a hilly, wooded area in the 
northeast corner of the state, 
you'd have no trouble locating 
Green’s Plumbing & Heating. 

“Stan Green’s place?” a friend- 
ly native would say, in response 
to your query. “Why you can’t 
miss it. He’s over in Huntsville, 
just five miles out of Moberly. 
It’s a big white-front store. 
Everything else is green though, 
from the typewriter ribbon to 
Stan’s bow tie.” 

Traveling west toward Hunts- 
ville—the county seat, popula- 
tion 1,800—you might pass a 
green truck from Green’s, with 
the driver outfitted in green. 

If you had your car radio 
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tuned in to a local women’s pro- 
gram, before it was over you’d 
probably hear a Green commer- 
cial inviting homeowners to call 
Green free for more details about 
his current sales offerings. 

Stan Green himself is a warm, 
outgoing businessman who has 
left not only his green trade- 
mark but the stamp of his own 
personality upon his entire busi- 
ness community—consisting of 
about 20 small towns and their 
surrounding rural communities. 

He’s done so not only by parti- 
cipating fully in the social and 
civie life of his community but 
by being an astute businessman 
who knows not only the statistics 
of his potential market but its 
basic personality as well. 
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CENTER of Green’s operation is Huntsville, a small town in the 
northeastern corner of the state. Most of the residents are retired 






farmers. The closest large town is Moberly (13,200 pop.) five 
miles east, in which Green does much of his remodeling work. 


He’s left his mark by utilizing 
image-builders that reflect his 
warm personality and sincerity, 
his wit, his inventiveness, his 
professional ability and his busi- 
ness integrity. 

Green knows that in a small 
community personal relation- 
ships are important and that he 
must be a friend to his customers 
as well as a salesman. 

He knows that a phony 
“heartiness” would be detected 
at once by his laconic customers 
and would be resented. His 
friendliness is spontaneous and 
natural. 

He knows that the rural cus- 
tomer, especially the farmer, is a 
shrewd buyer. So he sells his 
customers at a good profit by 





proving to them that they’re get- 
ting their money’s worth at the 
same time. 

Green is a small-town fellow 
who vigorously faces up to prob- 
lems that are familiar to contrac- 
tors in any size of community: 
Mail order and price-cutting 
competition. Do-it-yourselfers. 
Narrow profit margins in new 
work. Strong competition for the 
consumer dollar from the auto 
salesman, the travel agent, the 
clothing store, etc. 

Green’s been in business for 
15 years. He operates in a county 
of about 30,000 people, with an- 
nual retail sales of $25,650,000 
and a wage scale rarely topping 
$2 an hour. About 75 percent of 

(Please turn to page 80) 





Image Builders (continued ) 


What his cus 
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(Continued from page 79) 
Huntsville is made up of retired 
farmers. Nearly a third of the 
county population are farmers 
or farm hands of limited means. 
Aggressively active in this lim- 
ited market are two big mail- 
order houses catering to the 
farmer’s do-it-yourself instincts. 
There are seven competing 
contractors in the county. 

Yet Green not only holds his 
own, he gets a bigger piece of 
the county’s business every year. 
He’s doubled his gross since 1957. 

How does he do it? By meet- 
ing his problems head on, with 
boldness and imagination. By 
taking basically sound ideas and 
giving them a twist ideally suited 
to his own needs. 


=So let’s spend some time with 
Stan Green to see how he runs 
his business—how he advertises, 
sells, conducts his public rela- 
tions—and makes sure it all adds 


up to an 11 percent profit on his 
gross. 

About 40 percent of Green’s 
business is in kitchens, 29 per- 
cent in bathrooms, 25 percent in 
heating. The rest is in air con- 
ditioning and water systems. 
The latter, he says, really ac- 
count for many of the sales in 
other categories because they 
create a desire for water-using 
appliances, for updated kitchens, 
bathrooms and heating systems. 

A chief element in getting this 
business is an 800-square foot 
display area with complete bath- 
rooms and kitchens and other 
product displays. 

Stan believes so strongly in 
the value of a good showroom 
that he recently invested several 
thousand dollars in improve- 
ments. He lowered the ceiling, 
laid extensive tiling and 
proved the lighting. 

So Stan Green has a show- 
room. So do many hundreds of 


im- 


tomers see when Green 
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other contractors. What’s so dif- 
ferent about his? 

For one thing, he has a guar- 
anteed walk-in traffic that con- 
sists of at least one visit from 
every family in Huntsville at 
least once a month. 


# A few years ago, the Missouri 
Power & Light Co. decided to 
close its office in Huntsville and 
open a small station for paying 
bills. Stan saw the opportunity 
and seized upon it at once. He 
immediately offered the utility 
free space in his store, an offer 
that was accepted with alacrity. 

Now everybody in town comes 
to his store to pay his utility 
bills. “At first,” Green says, 
“they used to go right up to the 
pay window at the back, do their 
business and leave. Now they 
browse around looking at our 
displays.” 

Green changes his displays 
(Please turn to page 82) 


Green's journeymen are more than mechanics; they re ‘goodwill ambassadors" 
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TO PRESENT HIS BEST FACE to the public, Green provides 


, | 





frequent meetings (above), during which customer rela- 


his journeymen with clean, green uniforms. He also holds tion techniques and product sales points are discussed. 
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THEY SEE a man who participates fully in 
the social and civic life of his community. 
One who utilizes image-builders that reflect 
his warm personality and sincerity, his wit, 
his inventiveness, his professional ability and 
his business integrity. 


THEY SEE a man who, in an area with limited 
business potential, has doubled his gross 
since 1957 by being an astute businessman 
who has probed not only the statistics of his 
potential market, but its basic personality 
as well. 


THEY SEE a man who fully understands the 
extent of the “threat” from the chains and 
other non-industry competitors, and who 
knows how to offset their advantages through 
personalized selling and a genuine interest 
in the problems of each customer. 


THEY SEE a man who uses nearly every pro- 
motional device to keep his company “image” 
before the public in a favorable way. 


THEY SEE a man who is deeply involved in 
traffic-building ‘sidelines’ —insurance, light 
bulbs, utility bill pay station—nearly every- 
thing and anything that exposes him and 
his basic business, plumbing and heating, to 
the public. 


THEY SEE a man who stages periodic promo- 
tions in the best traditions of merchandising- 
wise department stores. 


THEY SEE a man who regularly sends birth- 
day, anniversary and special holiday greet- 
ings to a long list of past and prospective 
customers. 


THEY SEE a man who, along with his wife 
and three grown children (all of whom are 
associated in the family business), have 
taken the Dale Carnegie course on how to 
win friends and influence people (customers). 











More image building ideas from the files of Stan Green 
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(Continued from page 80) 
completely at least once every 
two months. He wants to make 
sure that the visitors are ex- 
posed to as diversified a variety 
of products as possible. After all, 
he’s competing with two mail 
order houses with extensive dis- 
plays. 

Green has built up a nice little 
business in light bulbs, which he 
mounts on a pegboard with a 
gold-lettered sign, “the lamp 
post.” But he evaluates this side- 
line mainly in terms of the traffic 
it brings into his store. 

“T once heard a sales executive 
estimate that it costs $1.44 to 
bring a prospect into a show- 
room,” Green said. “On that 
basis, my rent-free utility office 
and bulb center are worth hun- 
dreds of dollars to me.” 


#Green also rents space in the 
showroom of the Missouri Pow- 
er & Light Co. in Moberly. 
“Lots of people in the county 
go there who wouldn’t come to 
Huntsville,” Green says. “Two 
mail-order houses display there, 
but I’m the only plumbing con- 
tractor. I sure as heck wouldn’t 
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let them get ahead of me by my 
not having a display there. Dis- 
playing a product is a very im- 
portant factor in selling as our 
nonindustry competitors have 
proven.” 

The Greens have another im- 
portant sideline—insurance. This 





More Image 
Builders from 
Stan Green 


GREEN'S NEAR "“ORSESSION” with 
serviee and mere service as an image 
builder for Kis fem te symbolized by 
his roadside signs whieh offer "25 
hour service His flem oaine adel 
tional prestige throveh ite business 
association with the oldline insur 
anee firm, Hartford Co, Note how the 
signs glow for nighttime viewing 


is handled mainly by Green’s 


wife, Eloise. 

Green considers insurance to 
be a logical extension of his 
“We went into the in- 
surance business,” he says, “be- 
cause modernizing a bathroom, 
kitchen or heating system adds 


business. 





STORE FRONT of the Green establishment is old and conservative, but it fits 
in well with those of other businesses on the main street of Huntsville. The 
windows advertise the wiring, insurance and plate glass services which are 
profitable, traffic-building sidelines for Green’s main business. 
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much to the value of a home. 

“We're in an ideal position to 
point that out to a customer,” 
Green says. “We tell him that 
now that his house has increased 
in value, he needs more insur- 
ance. It’s an add-on sale in a 
way.” 

Although Stan Green sees his 
Huntsville prospects at least 
once a month, he doesn’t rely 
on this contact for his business. 
He wants the whole county to 
come to him. 

From 2 to 3 percent of his an- 
nual gross goes into some excel- 
lent advertising. Some 60 per- 
cent of it goes for radio, 15 per- 
cent for newspaper, 15 percent 
for direct mail and special pro- 
motions and 10 percent into tele- 
phone book ads and an annual 
Moberly home show. 

After some shrewd investigat- 
ing and experimenting Green 
decided that for him, radio was 





the best medium, since it would 
reach the widest possible audi- 
ence and his prospects are wide- 
ly scattered, 

He first tried out radio in 1952 
with spot commercials on a play- 
by-play basketball broadcast. 
Since he refuses to spend money 
without knowing what invest- 
ment it’s returning, he conducted 
his own informal survey of re- 
sults by checking the visitors to 
the annual Moberly home show, 
at which he’s been displaying 
for 10 years. 


= He asked each visitor whether 
or not they heard the broadcasts 
and whether they remembered 
the sponsor. 

The answer was yes, people 
listened. And yes, they remem- 
bered the sponsor. 

Since basketball is played only 
a few weeks a year, Green had 

(Please turn to page 84) 


SPORTSMAN’S TROPHY: A souvenir of Green’s hunting expeditions stares down 
at him from its lofty perch. Among the many civic and social activities that 
keep Green’s name in the news are his work as Boy Scout leader (he takes 
them on camping trips) and his active role in the Missouri Bow Hunters 
Assn. (he was recently elected president of this latter group). Note slogan. 





GOODWILL NOW-—SALES LATER: To 
keep his name in the minds of his 
customers, Green uses a variety of 
simple techniques. At left, he and 
Mrs, Green prepare to send out a 
batch of congratulatory messages by 
referring to a birthday and anni- 
versary card file, Below, one of 
Green's ever-present balloons sells a 
potential eustemer ean the fact that 
“Stan Green is a goed man te know 
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(Continued from page 83) 
to decide what to sponsor on a 
year-long basis. So he conducted 
another survey. He and his wife 
are active in the community and 
meet a lot of people. So he sim- 
ply asked them. He now spon- 
sors a program on which women 
listeners help one another with 
household problems. 

During certain months of the 
year Green also sponsors an 
early morning program ad- 
dressed chiefly to farmers get- 
ting ready for their daily chores. 

Green is not only his own 
media survey expert, on occa- 
sion he’s also his own radio an- 
nouncer. He believes in getting 
his identity into a situation as 
strongly as possible—hence his 
use of green everywhere. 

By delivering his own com- 
mercials, he achieves a person- 
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TO DRAMATIZE his remodeling services, Green 
staged a prize contest for the best letters on 
“Why we would like Stan to do our remodeling 
job” and “Why we are pleased with the remod- ‘ 
eling job Stan has already done in our home.” 


shake 


al contact with his prospects that 
no stranger could do for him. 
Prospects who hear his familiar 
voice saying, “Hello folks, this 
is Stan Green .. .” feel that they 


More Image 
Builders from 
Stan Green 


continued 


EVERYBODY in the Huntsville area is 
exposed to Green’s once a month 
when they drop in to pay their light 
bills at this utility station in his store, 
provided rent free by Green as a 
traffic builder. Other sidelines, such as 
light bulbs, also build store traffic. 


know him. They respond to his 
manner of speaking, which is 
folksy without being corny. 
Green had one small problem 
to contend with when he first 





Plumbing ond Heoting. 


YOU CAN WIN A 


Rheem 30 Gal Hot Water Heater 
Youngstown Garbage Disposal Unit 
Rangemaster Range Hood 


STAN GREEN HAS entered @ nations! remodeling contest. Becouse of other work he hes done in the 
contest, he is now one of the leeders in the contest 


STAN CAN WIN IF you'll simply write him @ letter telling why 


1. You would like Sten to do your remodeling job. 
2. You ere pleased with the remodeling job Sten hes already done in your home. 


ALL YOU HAVE TO DO iS sit down and write your letter te Sten NOW. Letters will be judged on 


content, clority ond neatness. Decision of the judges will be final. All letters will become the property of Green's 


DON’T DELAY . . . THIS MAY BE YOUR LUCKY DAY 
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considered radio. How could he 
get people from all over the 
county to come to him in Hunts- 
ville just to get more information 
about one of his specials? The 


LOOKING AHEAD to the future of his business, Green made a good impre 
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“Coins” 


FRIENDLY PERSUASION was the fine art that the 
Greens hoped to learn when the entire family 
entered and completed a Dale Carnegie course 
on winning friends and influencing people. A 


“ugatety” successful business shows they learned well. 


“ sation and Kindness” 
Appreh Lesson I Learned’ 
“Worried 
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“Vacations” 

‘ illed” 
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«water and Its end 

1 Sweethearts 

“Grade Schoo Impromptu 


answer was to pay the charges that initial personal contact by 


for their phone calls. So now phone, the customer is more 
his ads invite homeowners to 


call him free. And they do. 


likely to come to his showroom. 
Green feels that if he’s made 


Green did give television ad- 
(Please turn to page 86) 





Stan Green Is 
Given Honor at 
Lions Dinner 


Huntsville Firm Wins 
Fourth Place Award 
In National Contest 


More than 60 persons were pre- 
sent last night at the regular 
weekly meeting of the Huntsville 
Lions Club as Stan Green was hon- 
ored for winning fourth place in 
the nationwide promotional contest 
sponsored by Domestic Engineer 
ing magazine. 

Lions president Paul Patton in- 
troduced. Vern L. Green. gales 











ssion 
on both the school children and their parents when he conducted this unique 
marshmallow roast over an oil furnace. He had just introduced a new line of 
heating equipment and he used this means to spread the word of its arrival. 
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HIS AWARD IN DE’s 1958 remodeling 
contest was used by the publicity- 
conscious contractor to earn public 
recognition and newspaper coverage. 
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continued... 


How 
Green 


Sells 


Remodeling 

























TEASERS: While Green is set- 
ting up his sales kit, he keeps 
the customer occupied with 
color samples and at the same 
time gives her a feeling of 
participation in the creation of 
the remodeling design. 





PRIMARY TOOL in Green’s sale and planning of a remodeling job is a 
kit which contains miniature models of kitchen and bathroom units. 


The customer can graphically arrange the rooms to fit her own needs 
and tastes, again encouraging a feeling of personal participation. 


(Continued from page 85) 
vertising a try a few years ago, 
but dropped it. For his particu- 
lar audience, he feels radio is 
better. 

He does, however, use the 
Moberly newspaper that circu- 
lates throughout the county. 
When he has a big special going, 
he uses large-space advertising. 
But he finds that using the classi- 
fied ads consistently brings good 
results. His favorite subjects 
here are his sewer cleaning serv- 
ice, water systems repair and 
water heaters. 

“These are wonderful wedges 


for future business,” Green says. 
“You’d have to buy an awful lot 
of classified ads to convince 
somebody to remodel his bath- 
room. But it doesn’t take much 
convincing to sell someone on 
the idea of cleaning a blocked 
sewer.” 

In the case of direct mail, 
Green has learned that unless 
he can be specific in his mailing, 
the advertising will not generate 
much interest. He includes stuff- 
ers in his monthly bills, but 
avoids mass mailings, except 
when they are “special.” 

By “special” Green means, for 
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the room as she’d like to see it. 


low), she sketches a rough plan, showing 
Through such participation, 


other features. 


the customer's interest is heightened. 





example, a highly successful 14- 
page brochure (page 92) which 
he uses to push sales during the 
slow business months of Janu- 
ary and February. More than 
9,000 copies were circulated last 
year through the mails and by 
door-to-door distribution to resi- 
dents all through the county. 
“We made these brochures,” 
Green explains, “on a used $1,- 
425 mimeograph machine which 
we bought for $250. Then my son 
Kent and myself drew up the 
artwork. We included a wide 
range of merchandise, even 
items that had been on the floor 


SALES STEPS: Green shows the remodeling 


kit to the customer and asks her to arrange 


Then (be- 


two or three years.” Green titled 
this effort his “Early Bird” 
promotion. 

On the cover of the brochure 
is the picture of a crowing roost- 
er, to tie in with the title, that’s 
so well done it has impressed 
professional artists. Artwork and 
copy are bright and informal, 
and the items described and 
priced are frequently pictured in 
sketches. Mimeographed price 
tags, carrying the crowing roost- 
er motif, were also prepared to 
mark the showroom merchandise. 

It took the combined efforts of 
Green and four members of his 


DRAWING BOARD is another important planning tool in 
the Green remodeling scheme. 
board permit him to draw kitchen or bathroom designs 
to exact scale right in the presence of the customer. 








The accessories on the 


staff two and a half days to pro- 
duce and mail the brochure, at 
an estimated cost of $200 for 
both production and distribution. 

The returns more than made 
up for the trouble and expense. 
By the end of January, despite 
an 18-inch snow fall, Green had 
made $2,500 worth of sales trace- 
able to the Early Bird brochure. 
Once Green was assured of the 
success of Early Bird, he began 
to plug it through his most effec- 
tive advertising medium—radio. 

February brought $2,500 more 
additional sales—a total of $5,000 

(Please turn to page 88) 


continued... 














KENT GREEN, eldest son of the contrac- 
tor, prepares many of the remodeling de- 
signs. The drawing at right is one of his. 





Mr. and Mrs. E.E. Schmit it 
Keutesville 
Missouri 
Dear Mr. and Mrs. Schmidt: 
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is uppermost in our minds. 
Kitchens training institute, 


When we get back home, 
we have ever been, to give 2 
new efficient kitchen for your home. 


Meanwhile, should you need ‘ 
the plumbing and heating line, all you nee 
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Mac 
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Bill of materials and layout for a typical 
Green kitchen and half-bath remodeling job 


A—gas range 


N—15x30 wall cabinet 


33.75 

B—copper range hood $ 115.55 O—30x18 wall cabinet 39.75 
C—21x30 wall cabinet 42.00 P—sofitt 72.00 
D—15x36 base cabinet 54.75 Q—special cabinet 108.20 
E—Lazy Susan corner R—base cabinet (used for 

base cabinet 74.75 storing trays) 55.25 
F—36x18 vent cabinet 51.50 S—base cabinet, four 
G—25x30 corner wall cabinet drawer, 18” wide 69.75 

with Lazy Susan shelves 86.00 T—Lazy Susan corner 
H—closing in old door 58.75 base cabinet 74.75 
I—18x30 wall cabinet 39.75 U—base cabinet, 21” wide 62.95 
J—recessed light over sink 19.50 V—false front installed 
K—27x30 wall cabinet 49.25 under sink 36.95 
L—25x30 corner wall cabinet W—refrigerator 

with Lazy Susan shelves 86.00 X—floor under sink 10.95 
M—18x30 wall cabinet 39.75 Y—114” filler 6.95 
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(Continued from page 87) 
—and the Early Bird sales sti- 
mulus is not yet over. One wom- 
an who came into the store last 
January just got around to buy- 
ing in November. 

Green characteristically has 
developed another twist to mail 
advertising that has _ proved 
eminently successful. He has 
built up an extensive file of 
birthday dates and wedding an- 
niversaries for customers and 
strong prospects. He never fails 
to send personal congratulations, 
sometimes with flowers. 

“It’s rather sad, but many 
times I’m the only one to send a 


< Long distance selling... 


IN TOUCH AT ALL TIMES with his cus- 
tomers, Green sent them this letter 
while he and his son were attending 
a manufacturer’s design school. The 
letter points out that he is picking up 
valuable design knowledge that will 
make his firm “even better equipped” 
to handle remodeling work. 
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Z—sink 84.15 
installation, drains and 
water lines 127.85 
1—51x12144x46 Formica 
counter tops 283.50 
2—lowering ceiling 156.20 
3—clock 21.50 
4—-wiring 38.50 
Half bath (complete) 290.45 
5—water closet (47.05) 
6—tile floor (12.50) 
7—tile wall (20.00) 
8—lavatory (52.40) 
9—drains (50.00), water 
lines (12.50), instal- 
lation (96.00) 
10—flo-lite 16.50 
11—flo-lite 16.50 
Labor 125.00 
Tax 47.97 
Total $2,496.92 


card to a couple on their wed- 
ding anniversary,” notes Green. 
“And they appreciate it no end, 
because like all of us they desire 
personal recognition.” 
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GREEN'S 
” Where You Get. Planning, 
Just Plumbing * 








NOTE GREEN’S SLOGAN: “Where you get planning, not just plumbing.” 


To make sure that the right 
cards go to the right people on 
the right dates, Green uses a 
file of birthday and anniversary 
cards arranged by month. Work- 


ing in advance, the card is sealed 
in an addressed envelope, and 
the date on which the card is to 
go out is marked in the upper 
(Please turn to page 90) 





SCREEN TEST: To sell remodeling in his store, Green 
takes customers into his office which he can convert 
into a tiny theater in a matter of moments. A projector 
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pivots up from beneath one end of his desk and shows 
before-and-after color slides which Green made of his 
remodeling jobs or obtained from manufacturers. 
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ON THE AIR: Green frequently delivers his own radio commercials, adding to the personal rapport 
with his customers which is characteristic of his entire operation. He’s folksy without being corny, 
convincing without being high pressure. His programs reach into the areas indicated by the map. 


(Continued from page 89) taken Dale Carnegie courses to A better understanding of 
right hand corner of the enve- help them achieve better rela- Green’s “feel” for his market 
lope. When the postage stamp is_ tionships with the people they can be grasped from studying 


affixed, the date is covered, and come in contact with. how he handles promotional ac- 
the card is ready for mailing. Stan Green’s promotional ac- tivities. They encompass the 
Green gets important anniver- tivities also reach into the home- familiar—and the unique. 

sary dates through the simple economic classes of two local On the familiar side, Stan 


expedient of asking the customer high schools where kitchens Green is a joiner—but one who 
for this information when he were installed by Green at joins to help the organization 
comes into the shop. school discounts. and the community, not just 

There’s no direct selling here, “We were happy to do it,” himself. For 32 years, he has 
of course. The effect is to as- Green says, “because we’re not been a Boy Scout leader. He 
sociate Green with personal, in business just for today. We takes the local troop to encamp- 
friendly service. want the young wives of tomor- ments as far away as the rugged 

The Green family, like so row to appreciate what a mod- wilds of New Mexico, partici- 
many others in rural areas, ern kitchen can do. When it pates heartily in the activities, 
works together, adding to the comes time for them to have one believes in the Scout code with 
rapport between Green Plumb- of their own, they'll remember unmistakable sincerity—enough 
ing and Heating and the people that Green’s Plumbing Co. in- so that the Boy Scouts featured 
it serves. All the Greens have stalled the ones they learned in.” him in a national movie. 
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How Green 
Sells Water 
Systems... 


continued... 


Green is also active in the 
Moberly Chamber of Commerce, 
Kiwanis, Missouri Bow Hunters 
Assn. (in which he’s just been 
elected president), Masons, and 
the First Christian Church 
(where he’s a church elder). 
He participates actively in char- 
ity drives, particularly Cerebral 
Palsy, Heart Fund and Shriners 


Hospital. Both he and Mrs. 
Green are first aid instructors 
for the Red Cross and give 


weekly classes. Green is chair- 
man of the local Red Cross dis- 
aster committee and helps to 
distribute necessities to needy 
families. 

But a listing of activities in- 
dicates little. As Green demon- 





























strates, it’s what a contractor 
does in organizations that makes 
him a person ‘‘everybody 
knows.” For example, Green 
films excellent movies of his va- 
cations and bow hunting trips— 
and once even shot the county 
courthouse burning down. He 
shows these films at meetings of 
civic and social groups. 

It would be a mistake, how- 
ever, to consider Green’s oper- 
ation wholly from its merchan- 
dising aspects. Green realizes 
that selling alone cannot project 
a business ahead of its competi- 
tion; equal attention must be 
devoted to the “back of the 
showroom.” 

An illustration of how Green 


OPERATING display of water sys- 
tems is used in both Green’s store 
and at a home show. It shows 
a complete modern system with 
a purification unit, contrasted 
with an old system which uses a 
cloth over the faucet as a filter. 


SHOP FACILITIES at Green’s, in- 
cluding this test bench, are suf- 
ficient for the repair of virtually 
all water system breakdowns. 


keeps track of his costs, mark- 
ups, profit margin and market- 
ing figures is shown in his use 
of a certified public accountant 
to make monthly checks of his 
books. The cost is $50 a month, 
but Green says: “He tells me 
things about my business I could 
never know—Cut down your 
stock.’ ... ‘raise your. rates’ 

. . ‘you’re not making enough 
profit on each job’ . ‘your 
trucks are costing you too much; 
trade them in’. . . ‘your labor’s 


costing you too much.’ 

“Once I had 10 men working 
for me, but the CPA showed 
me I was just ‘padding’ my staff. 
I could get along with six and 

(Please turn to page 92) 











EARLY BIRD promotional booklet was 
distributed through the mails and by 
delivery boys house-to-house. 


continued... 


Green's Sharpest Promotion: 














"LOOK INSIDE AND PECK AROUND" | 


ATTRACTIVE COVER for the 14-page, 9 by 12- 
inch Early Bird booklet, designed to promote a 
catch-all sale, was conceived by Green himself. 


The “Early Bird’ Sale... 





(Continued from page 91) 

do a larger volume by directing 
them properly. It’s no wonder 
many contractors with fat on 
their payrolls are making less 
yearly than some of their men.” 

To achieve the profit which 
cold statistics show must be 
maintained, Green has turned 
to the modernization market. 
Competition has bid down new 
construction to an almost profit- 
less point in Randolph County. 

“Besides,” Green says, “when 
a person builds a new place, he 
often skimps on plumbing and 
heating. I had one lady call me 
recently and say: ‘We’ve spent 


so much on the rest of the house, 
we can’t afford much for a bath- 
room. How cheap can you in- 
stall one?’ ” 

“T told her that ‘cheap’ busi- 
ness wasn’t the kind I wanted. 
Remodeling is different. People 
are specifically interested in bet- 
ter heating, or kitchen conveni- 
ence, or bathroom beauty. 
They'll pay a fair price.” 

Stan Green stands ready to 
give the information on remodel- 
ing in the forms which the house- 
wife can most easily understand 
and appreciate. For years he’s 
been using two remodeling pro- 
motion tools of proven value. 





The first and most effective of 
these is a portable drawing 
board on which are mounted 
drawing tools that allow Green 
to design a remodeled kitchen 
or bathroom in proportion to the 
space available. To give the 
housewife (and, preferably, her 
husband, as Green likes to work 
with both) a feeling of participa- 
tion in the job, he asks her to 
take the measurements of the 
room involved while he notes 
them on his clip board. 

Then, in the living room of 
the home, with the housewife 
looking over his shoulder, he 
proceeds to draw up the blue- 
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THREE TYPICAL PAGES from the Early Bird booklet hint 
at the scope of the sale. The “Blushing Betty” page (left) 
was inspired by a promotional campaign originated by 
DE to sell toilet seats. The ‘Ic Sale” (center) neatly in- 
fluences the customer in the best promotional traditions 
of the department store. It offers many items in the 3 
to 20-dollar range at only 1 cent extra when purchased 
with a companion item at the regular price—less a dis- 





print of the remodeled bath- 
room or kitchen. If the sale 
looks easy, Green may only make 
a rough sketch to satisfy the 
curiosity of the housewife, then 
have son Kent do the finished 
drawing, including a profession- 
al perspective drawing. 

For kitchen remodeling, Green 
has the second tool. This is a set 
of tiny models of kitchen cab- 
inets, fixtures and major appli- 
ances. In a few minutes, Green 
can show the housewife what 
her new kitchen will look like, 
in miniature. 

So effective is the drawing as 

(Please turn to page 120) 


Domestic ENGINEERING, FEBRUARY 1961 





CREENS' Carry B, RD 


© SACE 























GREEN’S ‘PRINTING PLANT’ centers around a mimeograph machine on 
which was produced the Early Bird booklet. An active participant in 
community affairs, Green also offers his facilities (without charge) for 
the publication of such items as church bulletins and club newsletters. 
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count for “early bird’ buyers. The page at right offers 
a list of savings on kitchen fixtures. It says: “You can 
buy a new fur coat for the difference ($287.68) between 
the catalog price and our price.” Other pages in the book- 
let are designed to attract the widest range of interests, 
and include used appliance and fixture bargains and 
novel offers to rent mimeograph equipment, house raising 
jacks, wall paper steamers and a therapeutic bath. 
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To the Editor: 

We are planning to add fix- 
tures to a domestic hot water 
system in a 1-story schoolhouse. 
The additions are 8 showers, 2 
lavatories and a 3-compartment 
kitchen sink. The over-all ar- 
rangement as we see it now is 
sketched out in Fig. 1. However, 
we have some questions concern- 
ing this arrangement as follows: 

1. Can we get a natural cir- 
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| JOB PROBLEMS 
I) and how to 
solve them 


culation of hot water to the 
fixtures with the storage tank 
located above the fixtures as 
shown? 

2. Should the hot line to the 
new fixtures pitch upward as far 
as possible—and the recirculat- 
ing line pitch down? 

3. Where should the recircu- 
lating line connect to the storage 
tank? 

4. If a pump is needed on the 


1” COLD 
1” HOT TO FIXTURES 





HOW TO ALTER A SCHOOL'S 
HOT WATER SYSTEM WHEN 
NEW FIXTURES ARE ADDED 


recirculating line, where should 
it be located? 

5. Where should we put check 
valves? 

6. What size of piping is recom- 
mended for recirculating lines? 

Wisconsin J. K. 


To the Reader: 

The answer to Question 1 is 
no. Natural circulation doesn’t 
develop unless cooling takes 
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FIG. 1: This sketch, from a Wisconsin reader, shows 
the proposed arrangement for a domestic hot water 
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FIGURE 1 


system in a one-story school in which 11 new 
plumbing fixtures are to be added. 
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place above the point where the 
hot water enters the circuit, in 
this case at the tank’s outlet. 
Since cool water is denser than 
hot water, the creation of cool 
water above the tank unbalances 
the circuit, and the ensuing 
movement of the water is noth- 
ing more than the natural action 
of the heavier water to get un- 
derneath the warm—where the 
laws of nature say it belongs. 
Fig. 2 illustrates this point. 


= The purpose of pitching a hot 
water line is to produce a high 
point at which air can be elimi- 
nated by a vent valve or other 
positive means. Therefore, the 
answer to Question 2 is—exam- 
ine the piping possibilities and 
pitch the pipes so that air is not 
pocketed in either the supply or 
return lines. 

Fig. 2 also illustrates the an- 
swers to Questions 3 and 4— 
where the recirculating line and 
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FLOOR 


pump should be located. Since 
we can’t expect natural circula- 
tion in the proposed new circuit, 
there won’t be any recirculation 
unless a pump provides it. Direct- 
ing the recirculation through the 
boiler heating coils is intended to 
maintain hot water in the storage 
tank despite the pull of the new 
load. 

Some natural circulation be- 
tween the coils and the storage 
tank will occur because the 
cooler water in the bottom of the 
tank is above the hot outlet of 
the coil. However, we don’t be- 
lieve the 1-foot difference in ele- 
vation is enough to produce a 
swift flow and keep the tank 
charged with hot water, especi- 
ally after the new load is added. 


= The suggested pump on the 
recirculating line, therefore, will 
provide the forced movement 
through the coil that is needed. 

Just as a rule of thumb, it 
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HEATER PIPING 
ALSO PREFERRED 
TO CONNECT HERE 


should be mentioned that the 
minimum difference in elevation 
between a storage tank and a 
heater that will give satisfactory 
fast natural circulation is 5 feet. 
Smaller differences require 
either extra-large pipe to hold 
down friction loss, or else a 
pump, as suggested in the pres- 
ent case. 


= Question 5—where the check 
valve should be located—is an- 
swered by Fig. 2. As placed, the 
checks keep the water traffic 
moving one way and in the right 
direction at all times. 

As for Question 6—what sizes 
of piping are recommended for 
the circulating lines—this can’t 
be answered accurately without 
information on the lengths of the 
pipe, the water pressure avail- 
able, and the kinds of fixtures 
being served. However, here are 
some suggestions that may be 

(Please turn to page 96) 


NOTE: DIMENSIONS SAME AS FOR FIGURE 1 
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FIG. 2: Recommended changes in the reader’s lay- 
out for a school’s domestic hot water system are 
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FIGURE 2 


illustrated in this drawing by one of Domestic En- 
gineering’s technical consultants. 
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(Continued from page 95) 
used as general guides: 

1. When coming out of the top 
of the tank with the hot water 
supply pipe, use a pipe having a 
cross-sectional area at least 
equal to the sum of the areas of 
the two pipes that branch off 
from the main supply. 


sFig. 1 shows each of these 
branches as being 1 inch in diam- 
eter. If they are of Type L cop- 
per tubing, for example, the area 
is 0.852 square inches each. Mul- 
tiplying 0.852 by 2 gives you 


1.704 square inches, and for this 
area in one pipe we need 1%- 
inch tubing rather than the 1%4- 
inch now shown in Fig. 1. 

2. Refer to the local plumb- 
ing code. In some areas, the 
code stipulates the number of 
fixtures that can be served by a 
pipe of any given size. 

3. Assume a maximum pres- 
sure drop of 5 psig for each 100 
feet of pipe length, as measured 
over fittings, along bends—what- 
ever the water is flowing 
through, This is sometimes re- 
ferred to as the “developed 





What to do when the hot water 
turns to steam in the piping 


To the Editor: 

We have hooked up a 20-gallon 
tankless hot water generator 
with 40 to 50-pound steam from 
a gas-fired boiler. 

The steam supply piping to the 
heater is 2-inch, and the domestic 
water piping 1l-inch. The shell 
of the generator that contains 
the steam is designed for high- 
pressure service. 

We have a problem. The water 
in the domestic piping seems to 
be turning into steam, and the 


lines are hammering. 

What should we do to correct 
the situation? Should we install 
a pressure-reducing valve on the 
steam supply, or put in some 
kind of thermostatic control to 
eliminate the steaming and ham- 
mering? 

New Jersey S. G. 
To the Reader: 

We recommend that a thermo- 
static control valve be connected 

(Please turn to page 101) 
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length.” If pressure is low, a 
lesser drop is desirable, say 2 or 
3 psig. 

The following table indicates 
the flow possible through pipe 
of various sizes, in gpm, for pres- 
sure drops of 3 and 5 psig. 


Approximate Flow, GPM 








Type L Tube Pressure Drop 
Size Ins. 5 psig 3 psig 
Y 1% gpm 1 gpm— 
¥% 3% ” Sai 
1 7 : ths 
1% ns. -” 10 ” 
142 me.” ia 


4. When in doubt on which of 
two sizes to use on a hot water 
line, we suggest the selection of 
the larger. The reason is that 
high velocity in a hot line might 
produce water hammer when a 
faucet is opened or closed 
abruptly. 

5. For sizing the recirculating 
line, we suggest selecting a flow 
in gpm that will operate the 
heating coil at its full capacity. 
For example, if the coil is de- 
signed for an output of say 4 
gpm, the table above indicates a 
l-inch pipe will be needed—un- 
less the total length of the recir- 
culating piping is less than 100 
feet—or else a pressure drop of 
more than 5 psig can be accepted 
in the system. END 
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‘FIG 3: To correct a hazardous condition in the hot water 
generator system described by the reader, a thermostatic 
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control valve should be connected into the steam supply 
as shown. At & p relief valve should also be added. 
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What You Should Know About 
Plumbing-Heating Imports 


Part 4: What the men on the firing line, the 
nation’s p-h contractors, say about them 


How WELL imported plumbing 
and heating products sell in the 
U.S. depends, in the final an- 
alysis, on the man at the job site 
—the plumbing and heating con- 
tractor—and his customers. 

The contractor views imports 
from a unique vantage point— 
how they perform on the rugged 
testing ground of an actual in- 
stallation. 


= He’s the one who must face the 
ire of a customer if a callback is 
necessary. He’s the one who 
stands to lose his profit if the 
installed materials are defective 
and must be replaced. 

And he’s the one who may lose 
a job to a lower bidder if he re- 
fuses to handle lower-cost im- 
ports while his competitors are 
handling them. 

In addition, the contractor 
shares with the p-h wholesaler 
a responsibility that every Amer- 
ican citizen must carry in his 
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role of consumer and producer of 
goods and/or services. That is, 
he must look at imports in the 
light of our national interest. 

Are imported products good 
enough to be safely installed? 
Are imports in our field and in 
others taking jobs away from 
Americans, perhaps lowering our 
standard of living? 

Conversely, can we, in the 
light of the international politi- 
cal situation, afford to cut down 
on our imports and perhaps a- 
lienate countries whose friend- 
ship we’ve sought and will con- 
tinue to need? 


aIn previous articles in this 
special series, we’ve explored 
what wholesalers think of im- 
ports. We've studied what 
contractors, wholesalers and con- 
sumers in a typical town unique- 
ly affected by imports (Brockton, 
Mass.) feel about them. 

Now let’s take a look at what 


contractors across the length and 
breadth of the U.S. have to say— 
both those who operate in port 
cities where an influx of imports 
constitute a real “problem” and 
those who are just beginning to 
have an appreciable amount of 
experience with them. 

Here, in question and answer 
form, is what 500 contractors 
who answered our survey told us. 


#Q.—Do you pay any attention 
to whether or not the products 
you buy are American-made? 
A.—Almost to a man, contrac- 
tors said they pay close attention 
to the origin of a product. The 
fact that something is an import 
will in many cases determine 
whether it will be bought. 
Q.—Does your wholesaler 
stock imports? If he doesn’t 
would you buy such products if 
he began selling them? 
A.—More than three-fourths 
(Please turn to page 98) 
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Whai 500 
contractors 
told us 
about their 
experiences 
with 
imports 





Do your wholesalers stock any imported 
plumbing or heating products? 
yD 74% ede 26% 


Do you buy and install any imported 
p-h products? 
eae 36% 


Do you pay any attention to whether or 
not the products you buy are U.S. or 


If your wholesaler does not now sell 
imports, would you buy them if he 
started carrying such lines? 

ci w es 28% PRS is’: 72% 


Do you think imports should be indel- 
ibly labeled as to country of origin? 
MOBS 95% POG Kaas 3% 


If you buy imported plumbing or heat- 
ing products, why do you do so? 


De rare es Fy 62% 
Acceptable quality ........... 16% 
Don’t care whether a product 

is imported or not ........... 11%, 
Wholesaler recommendation ... 7% 
Superior quality ............ AX 


If you do not buy imported p-h prod- 
ucts, why not? 
Opposed as a matter of principle 
regardless of price ..........33% 


foreign made? 


WR cs 3 oa 97% No.. 
(Continued from page 97) 
of the contractors said their 


wholesalers stock one or more 
imported items. Only a third of 
the contractors, however, said 
they buy and install them. 

Two-thirds of the contractors 
who said their wholesalers don’t 
carry imports added that they 
wouldn’t buy them in any case. 

Q.—If you’re opposed to im- 
ports, what are your reasons? 

A.—The reasons given are 
strikingly similar to those ex- 
pressed by wholesalers and re- 
ported in our December and 
January issues. 

The greatest percentage of 
“anti-import” contractors (33 
percent) said they oppose im- 
ports on principle, as a matter of 
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Inferior quality .............32% 
Not enough price advantage .. . . 14% 
Public won't accept them ...... 11% 
Wholesaler doesn’t stock ...... 10% 


loyalty to the U. S. economy. 

Other major reasons include 
“poor quality and _ insufficient 
price differential to offset the 
disadvantages of lower quality.” 

More than 75 percent of the 
respondents believe imports will 
increase unless deliberately 
checked and that such increases 
will adversely affect the US. 
standard of living. 

A Provo, Utah contractor sum- 
med up the “anti” feelings of 
many: “Foreign products are in- 
ferior. They take American dol- 
lars from the country. They 
reduce domestic employment.” 

“Pro-import” contractors, as 
typified by a Carolina Beach, 
N.C. contractor, said in rebuttal: 
“Some imported products are 


every bit as good as ours—and 
they cost less. You can’t dis- 
count cost as a factor.” 

Q.—If you buy imports, what 
are your reasons for doing so? 

A.—“Lower price” received by 
far the most mentions (62 per- 
cent). The “acceptable quality” 
of foreign products ran a poor 
second. 

Frequently, the threat of com- 
petition from a contractor who 
already sells imports edges a con- 
tractor into the import orbit. 

Said one far-west man: “Many 
contractors here are using pipe 
and fittings in jobs with no men- 
tion of the fact that they’re im- 
ports. This gives them a decided 
advantage in their bidding. With 
the small profit margins preva- 
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Do you think imports in general com- 
pare favorably with American-made 
products on the basis of quality? 

pO rere 22% Nes geass 78% 


Do you think imports in general have 
the same performance and lasting qual- 
ities that American products have? 

, ee 25% MOsva ay 75% 


Do you think imports in general are 

compatible with American standards so 

they can be used interchangeably with 

American products on the same job? 
2 a re 40% WO iaes «9 60% 


Have you ever had any servicing or re- 
placement problems on _ installations 
using imported products? 

a 62% No... +s «eer 


Have you noticed any increase in the 
quantity of imports on _ wholesalers’ 
shelves in the past two years? 


Have you noticed any improvement in 
the quality of imported products in the 
past two years? 


You.'occ 87% Nesess.: 63% 


Do you think increased imports will 
“take jobs away from Americans to the 
degree that it will affect the American 
standard of living?” 

Yos..s caus 17% Nes ices 23% 


Do you approve of the use of monetary 
and technical aid as an instrument of 
our country’s foreign policy? 

Yoetucca 45% NO ics 4 59% 


Do you think American industries “‘sub- 
stantially affected’ by imports should 
be protected by tariffs? 

bie 82% AEE 18% 


Would you favor a “Buy American” 
campaign for specific products that are 
seriously affected by imports? 





NS awd 8 4 TAQ No.. 


lent today, the rest of us are 
being forced to sell low-cost im- 
ports too.” 

Q.—Do you think foreign prod- 
ucts are comparable in quality 
to American-made ones? 

A.—A majority of contractors 
are not impressed with import 
quality. Seventy-eight percent 
say that imports do not measure 
up to domestic products as far as 
evenness and consistent product 
quality are concerned. 


s Like wholesalers, contractors 
believe that product quality de- 
pends largely on the country of 
origin. Products from Canada, 
West Germany, Australia and 
the United Kingdom received 
favorable mentions. Japanese 
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and Italian products were gener- 
ally criticized. 

Q.—What foreign products are 
being used the most by our in- 
dustry? 

A.—As might be expected from 
the known import levels, the 
products most frequently men- 
tioned by contractors are copper 
and brass tube and fittings, steel 
pipe, rough and finished brass, 
malleable fittings, cast iron soil 
pipe and fittings, and welding 
fittings and flanges. But the com- 
plete list of products used to at 
least some degree is much 
longer. 

Q.—Have you noticed any in- 
crease in the quantity of imports 
within the last two years? 

A.—Yes, said 74 percent of the 


Yess. cues 78% MOcce. 3 22% 


respondents. Nearly half said the 
increase has been substantial. 

Q.—Have you had any un- 
pleasant experiences with im- 
ports? 

A.—Nearly two-thirds of the 
contractors said yes. An Okla- 
homa contractor said flatly: 

“Most foreign products are 
comparable to our Grade B.” 

Complaints most often men- 
tioned include poor quality work- 
manship and materials. Brass 
goods, for example, are criticized 
for having sand holes. Valves 
were found to have defective 
packing and off-center seats, re- 
quiring too frequent replacement 
of washers. 

Some copper tubing is describ- 

(Please turn to page 100) 
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continued ... 


ed as containing flaws that result 
in splitting, as being improperly 
annealed and as having uneven 
wall thicknesses. 

Imported steel pipe, said some 
contractors, contains “soft spots” 
and poor threading quality. 

An Atlantic City, N.J. contrac- 
tor said: “Imports in our area 
are generally too poor to risk 
their use on a quality job.” An 
Oregon contractor who “took the 
risk” said sadly: “I installed 
some sink faucets. My entire 
profit was spent on callbacks.” 


#Q.—Do you have any trouble 
getting replacement parts? 
A.—Only a small group of con- 
tractors said yes to this question, 
but it was an extremely vocal 
one. Said one northwesterner 
who’s exposed to a lot of Jap- 
anese products: “It’s almost im- 
possible to obtain replacement 
parts from the original whole- 
saler. No parts catalogs are is- 
sued. The material is purchased 
in large quantities and is so cheap 


the wholesaler can’t afford to use 
the space needed for stocking.” 

There is reason to believe that 
the percentage of complaining 
contractors is small because con- 
tractors have learned from ex- 
perience to keep away from 
products that may require re- 
placement parts later. 

Q.—Some of the foreign prod- 
ucts now competing in the Amer- 
ican market are the result of 
U.S. technical and financial aid, 
given to help win allies in com- 
petition with international com- 
munism. Do you approve of this 
kind of aid as an instrument of 
foreign policy? 

A.—Answers to this question 
came closer to being evenly 
divided, than almost any one in 
DE’s long questionnaire. About 
55 percent oppose such aid. Some 
45 percent favor it. 


sA Charleston, S. C. contractor 
literally snapped: “Where all the 
trouble starts is in our giveaway 
deals, disguised under the name 


of foreign policy. Any jackass 
can sell cheaper if someone gives 
him a factory and an open check- 
book.” 

All the same, this contractor 
added a conflicting sentiment ex- 
pressed by many when he said: 
“This is such a complicated sub- 
ject. Foreign trade is a two-way 
deal. We have to export to stay 
alive and if we expect foreigners 
to buy anything from us, we have 
to buy from them.” 


#A Washington, D. C. contrac- 
tor who firmly believes in aid 
programs said: “The time is past 
when we can isolate ourselves 
from living conditions in the rest 
of the world. Communism aims 
at offering the things hungry peo- 
ple need. Can we afford not to 
do the same?” 

Q.—Do you believe imports 
should be curbed in any way? If 
so, how? 

A.—Near unanimity (95 per- 
cent) was recorded on the need 
for stronger labeling laws. Even 





Canadians to 


MontTREAL, QuE.—We are very 
impressed with the special re- 
port on imports which started in 
your November issue, and was 
continued in December and Jan- 
uary. Our interest is very real 
since the problem exists here in 
Canada as well as in the U. S. 


sAs Canadians, we naturally 
agree that our country must be 
willing to receive imported mer- 
chandise if it expects to export 
its own goods. However, a rea- 
sonable balance between imports 
and exports is obviously needed, 
and this we certainly do not have 
in Canada. We are experiencing 
a most unfavorable balance of 
trade, to the extent that we are 
seriously concerned about our 
overall economy. 

The plumbing and heating in- 
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probe import 


dustry certainly has its share of 
this problem. Our manufacturers 
find it virtually impossible to 
compete with merchandise from 
such “low wage” nations as Jap- 
an, Italy and certain European 
countries. In addition, the indus- 
try and the end user, in many 
cases are suffering because of 
the inferior quality of many of 
these imported articles. 

# Hence, our interest in your 
series of articles is indeed a very 
real one. 

This Institute has taken the 
customary steps in relation to 
legislation and standards of qual- 
ity and performance. 

Your approach, however, is 
different, and I believe that it 
could be effectively adopted in 
Canada. Not only would I ap- 


problem 


preciate receiving your permis- 
sion to conduct a survey with our 
plumbing and heating wholesal- 
ers similar to the one you have 
done, but I would also be grate- 
ful for your assistance. 


=» Naturally, the success of any 
survey often depends upon the 
efficiency of the questionnaire or 
reporting form. You obviously 
prepared yours with consider- 
able care, and since it produced 
very desirable results, I would 
welcome the opportunity of 
studying it further to see if it 
could be applied to our conditions 
here in Canada. Therefore, may 
we please have a copy? 

G. H. Dixon 

General Manager 
Canadian Institute of 
Plumbing and Heating 
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contractors who in general favor 
imports believe that they should 
be clearly and permanently 
identified to give the ultimate 
consumer a choice of buying or 
rejecting them. 

A strong 82 percent of the 
respondents would approve of 
tariff protection for industries 
seriously affected by imports. 
And 78 percent would favor 
“Buy American” campaigns for 
the same products. 

An Arizona contractor added: 
Imports are one of the reasons 
for the slowdown in industry last 
year. If we start pushing Ameri- 
can products, we'll get industry 
back on its feet.” 


» Not everyone favors domestic 
protection, however. The group 
that opposes any kind of protec- 
tion said that competition from 
overseas is a blessing in disguise. 

“Let them (U.S. producers) 
learn to compete. Protective 
tariffs only serve to start ill-will 
abroad and kill off incentive for 
management and labor efficiency 
here at home.” 

Q.—What effect, if any, do you 
believe imports are having or 
will have on employment? On 
the standard of living? 

A.—Most contractors answered 
this question in terms of the 
business situation in the U. S. 
A majority agreed that U. S. 
employment already is affected 
to some degree and will be even 
more so unless our government 
institutes curbs. 


»One view expressed over and 
over again is that American labor 
is pricing itself out of competi- 
tion with imports by its “high 
wage demands” and that when 
“they’re laid off in droves, have 
lost their purchasing power and 
can’t find other jobs, it may be 
too late to do anything.” 

Many contractors called for 
protection of what is essentially 
small business. Said a Vermont 
spokesman for this view: 

“Most of the businesses af- 
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Act Now on Imports, 
Cast Iron Soil Pipe 


Group Urges Congress 
(see page 35) 








fected by imports are essentially 
small, competing against what is 
in aggregate a very big foreign 
business. We make laws to pro- 
mote small American business 
against big U. S. firms. Why 
shouldn’t we protect small Amer- 
ican business against foreign big 
business?” 

The same basic point was given 
an entirely different twist by a 
spokesman for the anti-protec- 
tionist point of view, who said: 

“Since most of the domestic 


business affected by imports is 
small, its loss can’t have much 
effect on our total economy or on 
the employment situation. 

“On the other hand, curbing 
imports could have an adverse 
effect on our foreign relations. 
We should think not twice but 
three times before we make any 
major changes in our import 
laws. It may be that in the inter- 
est of our foreign policy, we will 
have to regard some small busi- 
ness as dispensable.” END 





What to do when the hot water 
turns to steam in the piping 


(Continued from page 96) 
into the steam supply to this 
heater, as shown in Fig. 3. This 
controller should be provided 
immediately, if possible, as the 
present arrangement is poten- 
tially dangerous. 

If delay is unavoidable in pro- 
viding the control valve, the 
steam valve should be throttled 
until the formation of steam in 
the domestic water lines is 
stopped. Throttling is not a sat- 
isfactory procedure for any ex- 
tended time since the amount of 
steam admitted to the heater is 
fixed and water temperature will 
drop if the draw is very large. 
However, for the interim, the 
heater will be much safer. 

A pressure-temperature relief 
valve also is necessary. The 


recommended position is shown 
in the drawing. 

The danger from uncontrolled 
steam admission to the heater is 
in the elevation of the tempera- 
ture of the domestic hot water. 
Sealding from an incautiously 
opened faucet is a very real haz- 
ard, and the formation of steam 
—with its resulting water ham- 
mer—could sooner or later cause 
the pipe to burst. Both personal 
and material damage could re- 
sult. 

The heater itself is not in any 
jeopardy under the conditions 
described, as the shell in this in- 
stance is designed to withstand 
high pressures. For this reason, 
a pressure-reducing valve in the 
steam supply is not necessary. 

END 
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AN ELECTRIC DRILL that cuts pipe 
holes in brick, concrete and granite 
without chipping or deflection is avail- 
able from Stanley Electric Tools. For 
details, check No. 54 on the postage- 
free reply card, page 134. 


TO HANDLE DIFFICULT CUTTING and sawing problems, 
Millers Falls Co. has developed an electric tool with an 
aluminum housing and a vibration-preventing recipro- 
cator. A reversible attachment for flush cuts against all 


FAST SOLDER JOINT preparation is made possible by this 
copper polishing machine from the Garrett Mfg. Co. Only 
12 pounds in weight, it polishes fittings up to 2 inches, 
pipe to 1% inches. Check 56 on reply card for details. 
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3rd article of a series 


Tools, Techniques to Help 
You Cut Job Overhead... 


MorE NEW PRODUCTS designed to help contractors cut their 
job overhead have been announced by some of the leading tool 
and machine manufacturers. They are featured in these pages. 

For further information on any of the products listed, check 
the corresponding numbers on the postage-free reply card, page 
134, and drop the card in the mail. All inquiries will be for- 
warded to the manufacturers. END 





surfaces is available. 


It cuts its own starting hole in 
wood, and makes straight, curved and circular cuts in 
practically any material. It cuts iron pipe as well as wood 


and composition materials. Check No. 55 for details. 


A LIGHTWEIGHT SWAGING TOOL (screw-type) is available 
from Imperial-Eastman for use on aluminum, brass and 
copper tubing up to 1 inch. It assures exact alignment, 
even in close quarters. Check 57 on reply card. 
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. . - continued on next page 


A NEW LINE of side box assemblies for use on 42, % and 
1-ton pickup trucks has been introduced by the Utility 
Div. of Highway Trailer Industries. Each of the three com- 
partments is 1412 inches deep, and adjustable shelves are 
available. Check 58 for details. 


AN APPLIANCE MOVER that can be carried in one hand 
to the job and used to quickly move heavy laundry equip- 
ment away from the wall for servicing is offered by the 
Automatic Service Supply Co. The tool works by pressure 
of the foot. For details, check 59 on reply card. 





A POWER TWISTER with lightweight, no-drive-shaft de- 
sign and facilities for threading 2’ through 4-inch pipe 
is the product of Nye Tool Co. Check 60 on reply card. 


A NEW COPPER TUBE-BORING SET from Price & Rutzebeck 
contains more than 35 pieces, including a reciprocating 
saw and 7 bits for installing % to 3-inch tubing. A 
specially compartmented case helps prevent mislaying of 
the pieces. For more details check No. 61. 


os 
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A HYDRAULIC LIFT for raising men and equipment for 
overhead maintenance and installation work has been 
developed by Charles Machine Works. This model raises 
1000 pounds to a height of 17 feet, and other models of 
varying capacities are available. For details, check 62. 
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A NEW LINE of light-duty trucks from International Har- 





vester Co, features this six-passenger, four-door model 
with a 6-foot long pickup body and four-wheel drive for 
rugged, hilly terrain. A V-8 engine of 155 horsepower is 
standard. Check No. 63 for more details. 


QUICK, EASY examina- 
tion of branch lines of 
fire protection sprinkler 
systems is accomplished 
with this line tester from 
Seco Mfg. Simply by re- 
moving the side outlet 
cap, connecting a hose 
and turning the hex 
head to the “open” po- 
sition, a flow test can 
be made for detecting 
obstructions in the 
sprinkler lines. For more 
details, check 67. 





A DIE SPINNER capable 
of cutting a 2-inch 
thread in less than a 
minute and removing it- 
self from the pipe in less 
time than that is avail- 
able from Amaz-O- 
Thread Sales Co. The 
electric spinner has a re- 
versible motor, can be 
plugged in anywhere 
(120 volts) and weighs 
18% pounds. It can be 
used to thread pipe 
from Yeth to 2 inches. 
Check No. 65. 








A PORTABLE PIPE-THAWING device which operates from 
the ordinary 110 or 220-volt domestic AC electric circuit 
is now available from Hobart Brothers Co. The 300-amp. 
transformer unit is complete with 10-foot power and 20- 
foot thawing cables. For more information, check 64. 





FASTER CUTTING SPEED and longer cutting life are two 
advantages claimed for a new line of hole and core- 
drilling diamond bits of %, through 6% inches in size from 
the Milwaukee Electric Tool Coro. Check No. 66. 





RATCHET WRENCHES WITH HINGED and detachable han- 
dies for faster cranking and easier storing are now avail- 
able from Lowell Wrench Co. The detachable handles are 
either threaded or pinned. Check No. 68 for details. 


DoMESTIC ENGINEERING, FEBRUARY 1961 























A CRAWLER-TYPE trencher and backfiller specially de- 
signed for severe digging conditions is now available 
from Davis Mfg. The 1,400-pound unit has a digging 
range of 12 inches wide and 30 inches deep to 3 inches 
wide and 66 inches deep. Check No. 69 on reply card. 


ai 


A VACUUM PAD for anchoring drilling machines to the 
floor during high-speed, heavy-duty operations is now 
available from the Wheel Trueing Tool Co. When vacuum 
is released the machine can be moved to a new location 
and instantly set up. Circle No. 70 on reply card. 


Domestic ENGINEERING, Fespruary 1961 





* 


NEW PIPE-REPAIR process from Min- 
nesota Mining and Mfg. Co. begins 
with the application of a plastic pad 
to the leak. The metal band holds the 
sealing pad against pressure. 


NEXT, POROUS TAPE is wrapped 
around the pipe, making a framework 
for an epoxy resin. Then an injection 
fitting is secured, along with a layer 
of Scotch tape. 






THIRD STEP is to cover the Scotch 
(electrical) tape, which serves as the 
resin container, with a layer of cloth 
restriction tape. This prevents ex- 
pansion of framework under pressure. 





FINALLY, RESIN is triggered into the framework by a 
special injection gun. The resin hardens in 30 minutes. 
This method is said by the manufacturer to be applicable 
for both gas and liquid piping repair jobs in any size 
pipe operating at pressures up to 100 psi. Circle No. 71. 
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HERE'S MY VOTE ON HYDROMECHANICS 


i ng needs a new “image 
1. I agree that the plumbing industry 























COUPON BALLOT (above) was 
printed in DE’s November issue. 
Another version, seeking essen- 
tially the same information, was 
mailed to a representative cross 
section of industry people. Hun- 
dreds of ballots were returned, 
and the tabulation at right sum- 
marizes industry opinion on the 
“image question” and the pro- 
posal for a name change by an 
industry manufacturer. 
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Would You 





Do you believe a poor image of the 
industry is justified to some degree? 


Contractors 
Wholesalers 
Manufacturers 
Architects 
Engineers 

Plbg. Inspectors 


Do you think a name change will help 
correct an unfavorable public image? 


Contractors 
Wholesalers 
Manufacturers 
Architects 
Engineers 

Plbg. Inspectors 


If you favor a name change, do you like 


hydromechanics? 


Contractors 
Wholesalers 
Manufacturers 
Architects 
Engineers 

Plbg. Inspectors 


Yes 
59 
54 
68 
60 
58 
40 


Yes 


54 
52 
32 
66 
56 
72 


Yes 


64 
55 
30 
53 
61 
75 
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No 


41 
46 
32 
40 
42 
60 


No 
46 
48 
68 
34 
44 
28 


No 


36 
45 
70 
47 
39 
25 


with the public. Yes. No. ' 
2 agree that a first step in getting this new image is to change 
: ego of the plumbing industry. Yes—____—_ No 
“hydromechanics” for the new name 
3 : ~ the mae hydr a i phot = ar eae 
Wok Tee eee 
setuciel — fet ’ h * d hi k e Ve 7] 
_________ Here's what our industry thinks of its image 
4. Here's my choice fora a 
and the proposal for a new name (final tally) 
ata ae 
5. Here's what else the ir Son 
4 (Figures are in percentages) 
ee Do you believe the public has an unfa- 
Name and title vorable image of the plumbing industry? 
Company Yes No 
Aidivetia Contractors 68 32 
a Wholesalers 59 41 
a 
sig Manufacturers 72 28 
I am a contractor_—, Architects 74 26 
Cut out and mail to th Engineers 69 31 
Prairie Ave., Chicago Plbg. Inspectors 85 15 








Rather Be a Hydromechanic? 


WouLp you rather be known 
as a hydromechanic, or are you 
satisfied with the name you’ve 
got? 

For the past three months, 
readers of Domestic ENGINEER- 
ING have been debating this sub- 
ject with lively interest. 

Some like the new name. 
Others stoutly defend the old 
one. Still others say the name 
makes no important difference— 
quoting Shakespeare to reinforce 
their point: “A rose by any other 
name would smell as sweet.” 


elt all started last November 
when DE reported on a name 
change proposal of a prominent 
industry manufacturer, Zurn In- 
dustries of Erie, Pa. 

Melvin and Everett Zurn be- 
lieve that the name plumbing is 
outdated, that it no longer re- 
flects the true activities of the 


profession. In addition, they feel, 
the outdated name reflects an 
equally outdated and unfavor- 
able image of the industry. They 
chose the name hydromechanics 
as being intrinsically more ac- 
curate. 

The Zurns apparently have the 
courage of their convictions, for 
they changed the name of their 
own Plumbing Products Division 
to Hydromechanics Division. 


a Will the rest of the industry 
follow this lead? Do others agree 
that the industry has an unfavor- 
able image and that a 2aew name 
will help to correct it? 

Hundreds of contractors and 
wholesalers have told us what 
they think. So have manufac- 
turers, architects, engineers and 
plumbing inspectors. They’ve an- 
swered our questionnaires, filled 
out a coupon that appeared in 


Readers sound off: 


The Sublevel of His 
Habitation Is Inundated 


PHILADELPHIA—And so, as you 
state in your November issue: 
“The phone rings. The voice on 
the other end of the line franti- 
cally commands: Quick! send a 
hydromechanic. Our ipswitch is 
fulminating.” 

Paraphrasing the above, the 
frantic voice on the other end of 
the line could very well say: 
“Quick! Send a hydromechanic. 
The sublevel of my habitation is 
getting inundated. The H,O is 
already astragalus-deep. If you 
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our November issue and have 
written long letters. 

A summary of their opinions 
appears in these pages. The sta- 
tistics show that over halt of 
every branch of the industry ex- 
cept manufacturers Lelieves a 
name change would be a good 
thing and that hydromechanics 
is the right choice. 

But statistics tell only part of 
the story. They don’t tell why 
people favor the name or don’t 
like it. Nor do they tell how the 
name change proponents expect 
to enter it permanently into the 
American vocabulary. 


sTo give you the full answers 
behind the yeses and noes, we’ve 
published (in our December and 
January issues) some of the 
many hundreds of comments 
we've receivec. Others appear 
below and in the following pages. 





do not get here in time the rising 
hydro will meet you at the front 
portal.” 

This reminds me of what I 
read, many years ago, in the 
comic strip “Mutt and Jeff.” An 
aristocratic gentleman was tell- 
ing Mutt of something he had 
read in “Huncle Thomas’ Abode,” 
but Mutt coud not understand 
what his friend was referring to. 
After thinking for a while, Mutt 


delivered a hard blow on the 
head of his aristocratic friend 
and said: “You mean Huncle 
Tom’s Cabin.” 

The moral is this: ‘or many 


give pros and cons of name change... 


decades the American people 
have been accustomed to call a 
“plumber” when their plumbing 
system is in trouble. They know 
what a plumber is for and what 
he can do, whether it is the re- 
placement of a faucet or the 
planning and installation of a 
complete plumbing system. 
The Zurn brothers contend, 
and correctly, that Webster de- 
fines plumbing as the “act of 
using a plumb.” That is correct. 
But Webster also defines plumb- 
ing as: “The art or the business 
of putting into buildings the nec- 
(Please turn to page 108) 
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The Sublevel of His 
Habitation is Inundated 


(Continued from page 107) 
essary pipes and other fittings for 
securing and controlling the sup- 
ply of water and for facilitating 
the drainage.” 

The Britannica defines plumb- 
ing as “the art or trade of putting 
into buildings the tanks, pipes, 
etc. for water, gas and sewage; 
the pipe system of a building.” 

So why should the plumb- 
ing industry not adopt another 
name? For the same reasons, 
and the reasons are many, that 





$25 for the best letter . . 





Readers may recall that a prize of $25 was promised the 
reader who wrote us the best letter (in our opinion) on why 
he favors or doesn’t favor changing the name of the plumb- 
ing industry to hydromechanics. DE is in the process of 
selecting the winning letter from among the hundreds re- 
ceived. The winner will be announced next month. 








the United States does not adopt 

the modern, accurate, easy-to- 

understand metric system. 
RAPHAEL FILAURO 


He agrees with the Zurns on the need for a new 
name, but prefers hydroist to hydromechanics 


Pato Atto, Cauir.—During 
my 50 years in the industry I 
have been a member of the vari- 
ous trade groups—journeyman, 
contractor and wholesaler. 

It's been obvious to me for 
many years that a desire exists 
within the industry for an alter 
native to the word plumbing as a 
universal designation 

lam thoroughly in accord with 
the Zurn brothera and with the 
article which reasona ao elo 


A Young Man's View 
on Hydromechanics 


Newark, N,J.I think the hy 


dromechanic suggestion is the 
greatest thing that could ever 
happen to our industry. IT am a 


young contractor and have been 
in business only a short time, but 
I will back the movement to 
change the name of the industry 
in every way possible. 

I will make it my job to per- 
suade the “old timers” to think 
the way I do. We have a hard 
fight but we can win it. The Zurn 
brothers can count on me for full 
cooperation. 

FRANK ADESSA JR. 
Contractor 
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quently about why the word 
plumbing should be changed. 
Over the years there have been 
many attempts to accomplish this 
changeover to a more appropri- 
ate name, There has been, and 
there exists now, a longing for a 
name which would be as ana- 
lagous to plumbing as the word 








physician is to the medical doc- 
tor or attorney is to the doctor- 
at-law. 

Previous suggestions have in- 
cluded sanitor, sanitary engineer, 
mechanical practitioner and me- 
chanical contractor. 

The word hydro is supremely 
descriptive of the activities of the 
plumbing and piping industry 
and the word hydromechanics is 
technically correct. It is, in my 
opinion, the best suggestion yet 
for the “mystery” word. 

The only objection that comes 
to my mind is to the inference 
that it would apply to the plumb- 
ing mechanic only and that it 
would not be adaptable for use 


(Please turn te page 110) 








“| told the plumber what you did, and he said he'd 
be over as soon as he gets his ‘convulsive 
laughter’ under control.” 
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Howard Nadolna, Nadolna Brothers Plumbing Co., Chicago 





PART IO IN PROFIT in ric tron tuctnn ce Cheese 


= These partners in 5 fit € y bowling together at assuburba 


G@iiliaeleloMa-4a-teliley) 


“Howard, what do your journeymen like most 
about installing Gerber fixtures?” 


“Al, you know that my men are interested in two things 
does it install easily and can I be sure that there are no 
call backs. They let me worry about prices, delivery, and 
the other details. With the Mighty Middle Gerber line, my 
men and I are both satisfied.” 


<n a titune oy 

‘S Guaranteed by 
Good Housekeeping 
<" * 


" wt 
45 aovearistd WE 


Cast ron Enamelware Vitreous China Stee/ Enameiware Shower Stalis 


"Plumbing Fixtures for The Mighty Middle” 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Illinois 
§ Factories: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., West Delphi, Ind. * Export Div.: Gerber Int'l. Corp., 500 Green St., Woodbridge, N. J. Ger-1-201 
Check 2-109-01 on Reply Card 











continued... 


He'd Try “Hydroist’ 
As a New Name 
(Continued from page 108) 

by the contractor or others in the 
industry, such as the wholesaler 
of plumbing supplies. Would it 
not be possible to use the word 
hydroist as an alternative to 
plumber? 

We now have dentist, druggist, 
industrialist, agriculturist, etc. 
which are descriptive of the vo- 


cations and businesses which the 
words imply. 

It seems to me that the word 
hydroist could be used by the 
entire industry. It would be an 
easy transition from the present 
title of the plumbers union to the 
United Assn. of Journeymen Hy- 
droists, and one can visualize 
without difficulty the titles, Con- 
tracting Hydroists of America 
and Hydroist Supply Wholesaler. 

Harry Goss 


Engineer thinks the name ‘plumbing’ is limited; 
calls industry's broader scope reason for change 


WILLIAMSPORT, Pa. — The 
plumbing industry does need a 
new image with the public, and I 
agree that the first step in getting 
itis to change the name of the 
industry. 

I like the term hydromechan- 
ics, but, in my opinion, it is 
limited in scope and a broader 
term might be better. Here’s 
why. 

Consider the modern labora- 
tory and industrial building of 
today wherein the “plumbing” 
contract represents an ever-in- 
creasing share of the total build- 
ing costs. In addition to sanitary 
and storm systems, plumbing 
contractors install piping systems 
for various gases and liquids 
which often dwarf the so-called 
plumbing systems in scope. 
These piping systems often re- 
quire skills and techniques which 
are associated with plumbing by 
the layman, but, in reality, are 
more specialized. 


sSince the prefix hydro is a 
combining form meaning water, 
I think the term hydromechanics 
is limited. The term fluid applies 
to both liquid and gaseous sub- 
stances and, when used as a pre- 
fix, would provide a term of 
much greater scope. 

As to what else the industry 
can do to improve its image, it 
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can take steps to sell its new 
name to consulting engineers and 
architects. The new term appear- 
ing in plans and specifications 
could do much towards spreading 
it throughout industry. 

R. F. Gesstine, P. E. 

Mechanical Engineer 
Sylvania Electric Products Inc. 


Name Change Would 
Be a Step Backward 


Cuicaco—I am proud of the 
word plumbing and feel that it 
would be unjust to change our 
identification when the name has 
been known and accepted 
throughout the world for years. 

Plumbing is just as well known 
today as doctor, dentist and edu- 
cator, and it is, in every respect, 
just as important. 

I feel that a change in name 
would be a backward step for 
our industry as it would look as 
if we were ashamed of our name 
and had something to hide. 

It is our individual duty to 
unite to promote the name plumb- 
ing throughout the world with 
excellent products and consistent 
advertising. 

GEORGE TREUTELAAR 
Contractor 
Great Lakes Plumbing 
& Heating Co. 
(Please turn to page 112) 





Aquappliances 
Aquamechanics 
Aquamaster 
Aquadynamics Engineer 
Comfort Contractor 
Domestic Engineering 
Fluidcontrol 
Gas-Air-Fluid 
Control Systems 
Gas-Hydro-Mechanic 
Hydroengineering 
Hydrohandlian (one who 
conveys liquids) 
Hydraulic Engineering 
Hydromics 
Hydroman 
Hydromechs 
Health Engineering 
Hydrocon (for Hydrocon- 
trol, hydroconvey, or 
hydrocontractor) 





These alternate names were suggested: 


Hydrohygienics 

H.O Engineering 
Hydromaster 

Hydrome 

Hydroneer 

Hydromer 

Health & Comfort Engineer 
Hydronician 

Hydroist 

Hydrodynamics 
Hydrolists 
Jekyll-Hyde-ro-Mechanics 
Mechanair 

Sanitary Health Engineer 
Sanitation Contractor 
Sanitary Hydromechanics 
Sanitation Engineering 
Sewertician 

Sanitarian 

Sanitechnics 

Sanitech 
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TENANTS SELECT THEIR OWN TEMPERATURE IN 25 
APARTMENTS ZONED BY B&G Hydro-Fié system 








BaG BOOSTER 
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Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16, Ontario 
Check 2-111-01 on Reply Card 





Stratford Manor Apartments, Schiller Park, IIL, 
attracts tenants with such luxury features as in- 


dividually controlled Hydro-Flo Heating for each 
apartment. 


Five buildings, each with five apartments, are 
heated with one boiler in each building. Five B&G 
Boosters, together with auxiliary Hydro-Flo equip- 
ment, are installed on each boiler to provide ther- 
mostatically controlled circulation to individual 
apartments. Tenants receive all the comforts of 
radiant hydronic heating plus their own choice of 
temperature. Only a forced hot water heating sys- 
tem can provide zoning so effectively and econom- 
ically. 

The B&G Hydro-Flo Systems installed in these 
apartments have proved so satisfactory that the 
builder plans to install the same system in 92 ad- 
ditional housing units to be built. 


BaG BOOSTER?®...key unit of the 
B&G Hydro-Flo System 


Engineered for compactness, silent operation and years 
of service, this electric pump circulates boiler water 
for heating. It is built by precision manufacturing 
methods which translate good design into a superior 
product. This key unit and other auxiliary Hydro-Flo 
equipment can be installed on any hot water boiler. 


BELL & GOSSETT 


G4 & &.. 2. he.F 


Dept. GN-1, Morton Grove, Illinois 
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Name change proposal stirs interest of Ohioan, 
brings him out of bed to offer “Aquadynamics’ 


Cotumsiana, O.—I enjoy my 


work, so I don’t mind being 
known as “just the plumber.” 
The old fellow who made so 
many trips back to the shop for 
the tools he forgot is as much out 
of date as the cigar store Indian. 
Nevertheless, the jokes go on. 

I like to think of the man in 
our profession as a “versatile 
genius.” One who can stand on 
his head to repair a leak, or con- 
tinue on from where the do-it- 
yourselfer got stuck and had to 
call for the plumber. One who 
can scientifically lay out a plumb- 
ing job, or engineer and install 
a complete heating plant that will 
give comfort that only the sun 
can beat. 


» The auto industry discarded 
the word mechanic because their 
men are specialists now. It is 
obsolete, so why give it to the 
plumber. If we are to change 


our name, let’s find something 
up-to-date and with dignity. 
This had me thinking, even aft- 
er going to bed, so I got up again 
to define a few words. 
Aqua—water, or various liq- 
uids with the likeness of water. 
Dynamics—pertaining to/or 


We're As Important 
As Doctors Are 


ELKHART, IND.—I go along with 
the need for a new “image” with 
the public, but I don’t feel hy- 
dromechanics will do the job. 

My reason is that there’s more 
to plumbing than supplying water 
to generate electricity. 

Why not adopt the term “San- 
itary Manufacturing” for com- 
panies in the industry and “San- 
itary Engineers” for plumbers. 

I feel we are as important to 
public health as doctors are. One 





























“That's right . . . broke his arm in three places... 
bathroom sink, kitchen sink and next 
to the water heater!”’ 
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characterized by mechanical 
force. 

By taking these two words, 
and adding a third, we have the 
title Aquadynamics Engineer. 

With the many new controls 
and modern devices on the scene, 
it’s hard for a man to keep in 
step in this business if he is any- 
thing short of an engineer. 

CHESTER CSONTOS 
Chester’s Heating & Plumbing 


way to help improve the “image” 
with the public would be to have 
all plumbers licensed by the city, 
state or county. 

RALPH HIGH 
Advanced Plumbing & Heating 


“Dear Mr. Aia” 


CLEVELAND — Hydromechan- 
ics would be a fine new name, 
but difficult to implant in the 
public mind. I’m an architect, 
and you’d think the AIA (Amer- 
ican Institute of Architects) 
would be familiar to most people. 
On my letters I put AIA after 
my name. Frequently people 
who write to me begin their let- 
ters with: “Dear Mr. Aia.” 

What makes it worse is the 
fact that many of them are in 
the construction field. 

So I don’t know whether a 
name means as much to people 
as we think it does. 

Avoystius Scuuszier, AIA 
Architect 


Calls the Man with the 
Stillson a True Genie 


PHILADELPHIA—“What’s in a 
name?” Not muth. But there’s 
plenty in the association linked 
with a name. 

Ask a dozen property owners 
what a plumber is and you'll get 
12 quick and understandable 
answers. Substitute the term hy- 
dromechanics and notice the 
blank questioning stares. 

The reason is simple. These 
folks understand the meaning of 
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the former term. If youhave any I personally like the name of drills wells, sets water closets 
doubts about this just have a plumbing contractor, and my and other plumbing fixtures.” 


contractor lift his listing from customers know me as a plumb- We've recently experienced a 
the plumbers classification in the ing and heating contractor. change in the name of hot water 
telephone directory and have it The Zurn boys say the word heating to hydronics, and our 


inserted under hydromechanics. plumber is antiquated. In Web- customers want to know “what 

The fall off in service calls would _ ster’s dictionary the word is de- in hell is hydronics?” 

be instant. fined thusly, “Originally a work- Think of the questions they 
er in lead, an artisan who works _ will ask if we tack hydromechan- 

»# A barber who calls himself a_ in lead, zinc, tin, etc. Now espe- ics on to our names as well. 

tonsorial expert does not im- cially one who fits and repairs In Detroit, we contractors pay 

prove his hair cutting ability, nor water and gas pipes, cisterns, (Please turn to page 114) 

does a dance instructor turn out 

more Pavlovas by identifying 

himself as a choreographer. 


There is nothing wrong with 
the plumber title. The fault is in | NSIST ON 
the lack of glorifying promotion 
designed to mark the man with 
the Stillson as a true genie who tady 
brings comfort, convenience and 
a high degree of sanitation into 


the lives of all of us. The story of Al R C0 NTROLS 
the plumber’s role in improving 
public health, fighting sickness AN D BE SU RE 





and the spread of disease has yet 
to be told fully. 


FACTORY-SEALED, TAMPER-PROOF 


a If this industry wants plumb- 


ers who look and act like “hydro- AV-100 AIR CONTROL 

mechanics” it must start by en- SERVES ALL TANK SIZES TO AND 
listing recruits from the top INCLUDING 120 GALLON * 
quarter of high school graduates, 


give them specialized schooling 
in the mechanics of the business, 





teach them selling techniques, . SIZES AVAILABLE 
and particularly the importance More Brady Air Volume Controls have been pa ep Ee eee 
of public relations. used by original equipment manufacturers than a eee To 42 Gal. 
This training would be a lot any other make—because they are depend- OP St. To 42 Gal. 
easier and much more effective able, mechanically simple and rugged, and septation tapes. te hog 
; . easily repaired with inexpensive repair kits. Oe ue adeastoe 
than trying to erase the plumber 7 P P Ne To 220 Gal. 


identification. In fact there 
would no longer be any reason 
for considering the idea. 

M. Travascio 


STANDARD OF THE WATER 
“What in Hell 
Is Hydronics?” SYSTEMS INDUSTRY SINCE 1939 


Detroit—Coming from a fam- 
ily of plumbers, I have always 
liked the word plumbing. My 
family has always made a good 
living in the plumbing business. For greater profits and complete customer satis- 

Can you imagine our advertis- faction, insist on Brady Air Controls—and be sure, 


ing reading, “W. W. White, Hy- 
dromechanics and Hydronic Con- Va AIR CONTRO LS, INC. 
tractor?” 18th & Ebright Streets, Muncie, Indiana 





Maybe I’m old fashioned, but 


Check 2-113-01 on Reply Card 
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NEW 


DEHYDRATOR 


for “instrument-pure”’ 
compressed air 


The WILKERSON 
“Chem-Guard” 
package provides 
micro-clean, de- 


hydrated, oil-free air 





only where needed. 








NEW EXCLUSIVE FEATURES 


%*& LOWEST PRICE for package, applica- 
tion and installation. No electrical 


water or sewer connections needed. 


*% DEPENDABILITY of “Chem-Guard” 
dehydrator assured because of no 
moving or mechanical parts. 


* SIMPLIFIED, ECONOMICAL, SERVIC- 
ING—No draining or reactivation is 
necessary. Exact amount of replace- 
ment chemicals available in vacuum 
packed cans. 


* BUILT-IN VISIBLE INDICATOR shows 
color change when servicing is re- 
quired. 


Choose the non-corrosive chemical to 
suit your needs 
(a) reduce dew point to —40° F or 
(b) reduce dew point to —100° F or 


(c) remove traces of oil to 10 parts 
per million. 


WRITE TODAY for complete information 
on the NEW “Chem-Guard”. 


ILKERSON 


CORPORATION 





Dedicated to keeping the NEW in pNEUmatica 
1243 W. Mansfield, Englewood, Colo. 
Check 2-114-01 on Reply Card 


114 


“What in Hell 
Is Hydronics?” 


(Continued from page 113) 
1% cents per hour for every man 
working into a fund known as 
the Plumbing and Heating In- 
dustry of Detroit. 

The purpose of this fund is to 
promote and further the inter- 
ests of the plumbing and heating 
contractor in the minds of our 
customers in the metropolitan 
Detroit area. 

The Plumbing-Heating-Cool- 
ing Information Bureau has been 
and is training members of our 
industry to be better business- 
men and to promote more sales 
for all in our industry. 

Therefore, I am in favor ef the 
name of plumber. I am not in 
any way ashamed of it. 

W. W. WHITE 
Contractor 


Need Higher Standards, 
Not a New Name 


Lone Istanp City, N.Y.—I 
definitely do not agree that a 


| good first step in getting a new 
| image for the plumbing industry 


is to change its name. Even if it 





| ELIMINATE Sweating Pipes 


belle 


with 
STYROFOAM® Anti-Sweat 


Cold Water Pipe Covers 


@ Simple to handle—just press 
edges together for permanent 
installation 


@ No Straps or Tape required 
@ Will not mold, rot or mildew 





@ Perfect, Lifetime insulation 





Patented ‘‘Pre-Adhesive Edges’ Ap- 
plied at the factory 

Write for attractive dealer discounts. 
Stock Early—Stock Up Now! 


GLO-BRITE prooucts, inc. 


6415 WN. California Ave., CHICAGO 45, ILL. 
Check 2-114-02 on Reply Card 


Mfad. by 
| Glo-Brite 
| Foam Plastics 





were, hydromechanics would not 
be my choice. 

It has a nice sound, but will 
not change the individual in the 
trade. As in all other profes- 
sions, what is needed to change 
the image is good schooling and 
high standards. 

S. F. FELDMAN 
Instructor 
Vocational High School 


There's an Air of 
Mystery About Plumbing 


LAFAYETTE, IND.—Why all the 
to-do about nothing? We don’t 
care what the consumer calls his 
plumber, just so he calls him. We 
should promote this idea. 

I agree that consumers have 
an unfavorable image of the 
plumbing industry, and that it’s 
justified to some degree. This is 
a technical industry, and this 
alone creates an air of mystery 
and misunderstanding. To cor- 
rect this, we should take the mys- 
tery out of pricing and publish 
realistic consumer prices. 

Re-naming the industry will 
not help. Who are we to pick a 
name? This will be done by the 
consuming public. 

Hydromechanics for the 
plumbing industry would be as 
bad as hydronics for hot water 
heat. The public has not accepted 


_it in our area. 


GEorRGE NEEDHAM JR. 
Wholesaler 
Biggs Pump & Supply Co. 


Low Quality Work 
Leads to Poor Image 


KNOXVILLE, TENN.—We don’t 
need a new name, just help from 
the manufacturers and distribu- 
tors in our industry. 

Our troubles in this industry 
would be solved if wholesalers 
would quit dealing with unqual- 
ified installers and sell exclusive- 
ly to licensed plumbing and 
heating contractors. 

I’m thinking of the guys with 
no license but lots of tape and 
chewing gum. Even if they don’t 
have trucks, some of them have 
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more customers than I do be- 
cause many people want speed 
more than they do quality work- 
manship. 


I’ve been a plumber for 30 | 


years, and I think the big reason 
the industry has a poor image in 
some areas is the lack of quality 
materials and workmanship. 
JOHN HOWELL 
Contractor 


How Does This Sound? 
Flatbush Hydromechanic 


BrookLtyn — Hydromechanics 
is a little long and cumbersome. 
How does “Flatbush Hydrome- 
chanics and Heating Supply Co., 
Inc.” sound? 

I do like the name because it 
designates a tradesman with a 
more complete background, but 
I think a shorter name would be 
more suitable. 

How about Sanitechnics? 
Short for sanitary techniques. A 
short term could be Sanitech. 

The plumbing industry can im- 
prove its image with the public 
by use of promotional and in- 
formational advertising. Create 
the impression that the sanitary 
technician is a 
competent individual not to be 
confused with the general con- 
tractor or handyman. 

GERALD ZIBRAK 
Wholesaler 


Are Plumbers as 
Important as Doctors? 


San Francisco—To change 
the name of plumbing to hydro- 
mechanics is a lot of poppycock. 
This is a way of upgrading the 
industry but it will mystify the 
public with a highfalutin’ term. 

To improve its image, all the 
industry has to do is to inform 
the public what it does. But the 
industry should not go to the ex- 
treme practiced here in Califor- 
nia of advertising (on billboards 
and in newspapers) that the 
plumber is as important to public 
health as the doctor. 

THEODORE FLECKER 
Engineer 
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If you’re spending as 
much time looking for 
tools and equipment as 
you spend on the job, it’s 
time to make the smart 
switch—to READING! 
“Magic Stowaway”’ com- 
partments keep every- 
thing neatly filed, at your 
fingertips when and where 
you need it. You save 
time and money on every 


oe oe eee ee ee eee ee eee eee ee ee ee 


®. READING BODY WORKS, INC., Dept. DE-261, 420 Gregg Avenue, Reading Pa a 






Job-Planned 
UTILITY BODY —== 


call! Reading Bodies are built by master 
mechanics for master mechanics . 
produced to cost you less. % Get the Proof! 
See your truck dealer today for a free demon- 
stration and all the facts. Or write direct 
for catalog and name of local distributor. 


+ « Mass- 
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High and low ranges 
give direct velocity 
readings from 260 to 
4000 fpm. 

Static pressure 
readings from .005 to 
1.0 inches of water. 

Complete with ev- 
ery accessory ... fits 
in shirt pocket. 

















Over-Fire and 
Smoke Pipe Draft 


WRITE FOR BULLETIN 8-9 


Static Pressure 


F.W.DWYER MFG. CO. 


P. O. Box 373-E 
Michigan City, Indiana 
Check 2-115-02 on Reply Card 
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A JOB FOR THE ga 
SPEED-KLEEN e 


@ This lively little drain-cleaning crew is 
busily making a profit with the mightiest 
machine on the market ... the Kollmann 
KM-1500 Speed-Kleen. It makes cleaning 
stubborn stoppages ecasy...andinless time, 
too. The Speed-Kleen drives through traps 


MIGHTIEST DRAIN CLEANER 
WOW! LOOKS LIKE OF & THEM ALL 


and bends in lines from 114’’ to 10’ up ta 
150’ in distance... at 700 powerful r. p. nr. 

And look at these new Kollmann conven- 
iences . . . instant-acting clutch; fingertip 
control for instant starting stopping and re- 
versing; bright work light; automatic cord 
reel; cable distance counter; new quick and 
positive coupling on 15’ sectional cable; 
and guide hose to eliminate whipping. 

REMEMBER... . satisfied customers will 
give you other profitable work, too. 


Ask your KOLLMANN jobber for a demonstration of the new 
KM-1500 “Speed-Kieen” 
e+. or write for descriptive literature 





: Ke LLMANN* teen 
9 Erie, Pennsylvania 


F009 o 
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~ PLUMBING - 
_& HEATING) 
( WHOLESALERS / 





Are in Good Hands 
when they buy from 


y fe) 14 j 
\ Y PRODUCTS J 
\ SOLI Wt selere}s| f 
\; ING & HEATING y 
Le ay 


QUALI 
WHOLESALERS 


Noe oae 
INC. 


eo 


Yor! 


HILLSIDE hi 
YORK QUALITY PRODUCTS SOLD ONLY 
THROUGH RESPONSIBLE PLUMBING & 

HEATING WHOLESALERS 


Check 2-116-02 on Reply Card 
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INTRODUCING THE NEW 


DRYDEN-EAST 


HOTEL 


39th St., East of Lexington Ave. 


NEW YORK 


Salon-size rooms « Terraces ¢ New 
appointments, newly decorated « 
New 21” color TV ¢ FM radio « New 
controlled air conditioning « New 
extension phones in bathroom « New 
private cocktail bar « Choice East 
Side, midtown area « A new concept 
of service. Prompt, pleasant, un- 
obtrusive. 


Single $15 to $22 Suites to $60 
Special rates by the month or lease 
Robert Sarason, General Manager 


ORegon 9-3900 
Teletype NY-1-4295 


Check 2-116-03 on Reply Card 
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News 





(Continued from page 16) 
tioning, a division of Midland-Ross 
Corp., will meet in Miami Beach 
March 13 through 15 for their third 
annual “good will get-together.” 

During the three-day meeting, 
which will be held in the Deauville 
Hotel, Janitrol will unveil several 
new product lines, headed by the 
company’s new Skyliner unit which 
is designed for rooftop installation. 
Also, sales plans for the year will 
be discussed. 

The firm’s top executives will 
host the get-together. These in- 
clude Robin Bell, vice president 
and general manager; Harry Gur- 
ney, general sales manager; Charles 
Owen, national field sales manager: 
Paul Ryan, manager of advertising 
and sales promotion; and Kenneth 
Crider, manager of manufacturing. 

The featured speaker will be R. 
Louis Towne, executive director of 
the Plumbing and Heating Whole- 
salers of New England. 


Mueller Adds New 
Sales Territory 


Decatur, Itt.—A seventh “ter- 
ritorial sales section” has been 
established by the Mueller Co., it 
was announced last month by vice 
president and general sales man- 
ager Dan Gannon. 

The new section will include 
Louisiana, Mississippi, Alabama, 
Georgia and Florida. Robert Ott, 
sales representative for Mueller, 
has been named section manager 
with headquarters in Atlanta. 

Mueller manufactures pressure 
regulators and other plumbing spe- 
cialties. 


Calif. Contractor Fined 
In Wage Pact Violation 


San Bernarpino, Catir.—A local 
plumbing contractor convicted of 
paying less than the wage scale set 
in a collective bargaining agree- 
ment was fined a total of more than 
$1,500, it was reported in the San 
Bernardino Evening Telegraph. 

According to the report, a county 
jail sentence of six months was sus- 
pended and the contractor was 
granted probation by Superior 
Court Judge J. E. Cunningham Sr. 

Terms of the one-year probation 
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included making restitution to one 
employee of $590.54; payment of 
$171.90 to the union health and wel- 
fare fund; a fine of $500 and an 
additional $20 a month to the coun- 
ty to defray the costs of probation 
supervision. 

Deputy Labor Commissioner 
Donald Belveal warned that con- 
tractors who pay less than the set 
scale are not only violating the col- 
lective bargaining agreement but 
state law as well. 

He added, “The reason this mat- 
ter is of importance to our office 
and to the whole community is that 
we have found a number of con- 
tractors in recent months who are 
secretly paying less than they are 
required by these agreements.” 


Chicago's Dorsey Co. 
Continues Under Widow 


C u1c AG 0—The Dorsey Co., 
plumbing and heating contractor 
firm operated by John K. Dorsey 
until his death recently, will con- 
tinue under the management of his 
widow, Madeline; son, Tom; and 
foreman, Joseph Mathis. 

Dorsey was well known through- 
out the industry for his contribu- 
tions to the cause of sanitation as 
well as for his active participation 
in various associations. 


= He was named the first president 
of the Chicago chapter of the 
American Society of Sanitary Engi- 
neers and also served the national 
ASSE as president for three years, 
from 1947 to 1949. 

During the early days of the 
polio epidemics, he gained wide 
recognition for his studies of 
plumbing systems and their rela- 
tion to this disease and for his 
efforts to eliminate possible haz- 
ards. 


Pittsburgh Lifts Ban 
on Home Gas Disposers 


PittsspurcH—Allegheny County 
(Pa.), which has one of the strict- 
est air pollution control laws in the 
nation, has approved the new gas- 
fired automatic disposer for 
dential use. 

Acceptance of the new smoke- 
less-odorless units required the 
reversal of a long-standing ban on 
any type of home refuse incinera- 
tor in Pittsburgh and 128 sur- 


resi- 
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rounding communities in the coun- 
ty. The new regulations were 
issued after it was proved to the 
satisfaction of Herbert Dunsmore, 
director of the County Smoke Con- 
trol Bureau, and his staff “that the 
new gas-fired disposers can in- 
cinerate food waste and 
without giving off any trace of 
smoke or objectionable odors.” 
To dramatize the ability of the 
incinerator to meet these condi- 
tions, a demonstration was held for 


refuse 


VANCE 


councilmen and commissioners of 
the affected communities by repre- 
sentatives of the Gas Appliance 
Manufacturers Assn. 

Harold Massey, GAMA manag- 
ing director, who presided during 
the demonstration, described the 
event as “burning garbage on the 
ballroom floor.” The unit was set 
up in the swank Terrace Room of 
the Penn-Sheraton Hotel and a 
collection of refuse, which Massey 

(Please turn to page 118) 
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Underside view show- 
ing exclusive corner 
construction which 
gives “‘all around the 
corner’ support and 
rigidity... 

No chance of rim 
puckering or wrinkling. 





View showing how Vance 
Uni-Seal Sink clamps to 
counter, giving all around 
pressure sealing. 





Patents 
Pending 


embodying the new— 


“all around the corner” 
ing feature. Vance’s exclusive all-welded, con- 
tinuous uni-seal feature gives you all these 
advantages: 


sealing and tighten- 


1. Tighter seal all around—not just at sides. 
2. Reinforced and completely sealed corners. 


3. The welded under-support around corners AND 
edges gives extra strength to the entire sink. 


4. Installation easier—at less cost. 
5. Greater customer satisfaction due to better 
appearance—greater ruggedness. 


Available in all present Vance Models, including 
the new “Compact” size sinks, type 302, 18 and 20 
gauge and type 430-20 gauge. 


Specify a Vance Uni-Seal Stainless Steel Sink 
on your next job and see for yourself 


| ANGE sansedaliiiie INC. 


7403 W. WILSON AVE. ¢ CHICAGO 31, ILL. 
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(Continued from page 117) 
said was “as nasty a daily collec- 
tion of garbage and trash as was 
ever contrived by a busy family,” 
was placed in the appliance. 

In a matter of minutes the 
“mess” was reduced to a handful 
of ash in a drawer at the bottom 
of the disposer. 

Following the demonstration, 
Dunsmore said: “By lifting the 
ban on this type of equipment we 
are trying to provide Allegheny 
County residents with another 
means of aiding in efforts to 
achieve cleaner skies here.” 


A. Y. McDonald Resigns 
Post with McDonald Co. 


Dusu@uE, Ia—A. Y. McDonald, 
a grandson of the founder of A. Y. 
McDonald Manufacturing Co., has 
announced his resignation as sec- 
retary-treasurer of the firm. 

McDonald had been with the 
company for over 30 years. He was 


elected to the board of directors 
in 1935 and was appointed secre- 
tary in 1945 and secretary-treas- 
urer in 1959. He will continue as 
a director of the company, a major 
manufacturer of pumps and water 
systems, brass goods, drainage 
products and petroleum handling 
equipment. 

In addition to its manufacturing 
interests, the company owns and 
operates 21 wholesale branches 
throughout the Midwest. 

McDonald will be succeeded as 
secretary by E. F. Djerf, who will 
also continue in his present ca- 
pacity as. controller. The firm’s 
president, J. M. McDonald, will 
assume the additional duties of 
treasurer. 


Mueller Brass Tells 
Executive Changes 


Port Huron, Micu.—Orville Pay- 
ton has been promoted from ad- 
vertising manager to director of 





duratub 


NOW WITH HOSES 


FURNISHED 


FOR COMPLETE 


INSTALLATION 














sales promotion for Mueller Brass 
Co., and Philip Wixson from as- 
sistant advertising manager to 
manager. 

The announcement was made by 
the firm’s general sales manager, 
R. L. Gibbs, who added, “Payton’s 
appointment coincides with the 
company’s entry into several new 
markets in recent months. He will 
be responsible for promoting new 
products in these newer and broad- 
er markets.” 


Ohio Contractors Seek 
Plumbing Permit Office 


ToLevo, O.—Dissatisfaction with 
the “present type of plumbing in- 
spection and method for issuing 
licenses” has caused two local 
plumbing groups to ask that a new 
department be established for these 
purposes. 

The request, made jointly by 
members of the Plumbers and 
Steamfitters Union, Local 50, and 
the Toledo Assn. of Plumbing & 
Heating Contractors, was submitted 


CORROSION 


PREVENT LEAKS 


THREAD FREEZING 


... plumbers’ 
pipe joint compound 



























Models 10K Models 20K 
and 10 and 20 


™ 

vtilatub — Dress up your 
laundry installations with a 
Fiberglas tub priced competi- 
tively with concrete tubs, 


For Full Information Write: 


E. L. MUSTEE and SONS, INC. 


6911 Lorain Avenve + Cleveland 2, Ohio 
duratub ond utilatub 
are trademarks of E. L. Mustee and Sons, Inc. 


Check 2-118-01 on Reply Card 


Model 9TH 
Patented and Patents Pending 


118 


Brush this superior compound on threads where its 
Atomized metallic zine additive will go to work as a 
lubricant, protecting fittings from rust and corrosion. 
Due to a homogenized process, FORCE Plumbers Pipe 
Joint Compound will not cake or harden; remains leak- 
proof for the life of the connection. Even years after 
application, threads will loosen easily, and threaded 
units can repeatedly be used elsewhere. , 

FORCE is insoluble in steam, gas and many chemi- 
cals; withstands expansion, contraction, vibration. Ideal 
for all plumbing uses including boiler fittings, high 
temperature pumps, suction heaters, etc. 

FORCE is easy to use directly from the can — will 
not settle or separate, remains ready for use at all 
times. Packed in 14 pint cans. 


WRITE FOR PRICES 
FORCE CHEMICALS DIVISION 
of American Solder & Flux Company 


3224 North 19th Street, Philadelphia 40, Pa. 
Check 2-118-02 on Reply Card 
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to the Lucas County Health Dept. 

A report of the action, which appeared in the 
local newspaper, the Toledo Blade, stated that 
plumbing permits currently are being issued by 
the county building inspection department. It 
also said that, according to Joseph Rihacek, 
chief building inspector, plumbers’ licenses 
haven’t been issued by the county agency for 
the past two years. “An Ohio Supreme Court 
ruling prevents this,” Rihacek was quoted as 


saying. 


The criticisms of the present system were 
made by John Romback, business agent for the 
union, and Floyd Madalinski and William Dan- 
iels, president and executive secretary of the 
contractor association, respectively. 

According to the Blade, these men stated that 
the department currently doing the job lacks 
adequate personnel. In addition, they contended 
that the issuing of permits properly belongs to 


the county health department. 


a The report also said that their view was sup- 
ported by Prosecutor Harry Friberg and that 
the latter cited an attorney general’s opinion 
to the effect that the county commissioners’ 
office (through the building inspection depart- 
ment) lacks the authority to issue licenses and 


permits. 


Rather, the attorney general has ruled, this 
function belongs to the county health depart- 
ment. The county’s jurisdiction extends only 
to the unincorporated areas in the county, how- 


ever, the ruling held. 


Because a quorum was lacking, the board de- 
ferred action until a later date. However, ac- 


New Tubing Cutters 





RIEZAID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size a” to 2%” O.D. Capacity 


Made of lightweight, high-strength cast aluminum 
alloy, you’ll find these new RIEGAID Tubing Cutters 
extra handy. Slight push on handle of large-size- 
range RIGA(ID No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed . . . always feeds 
into tube with easy handle turn . . . can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 


cording to the report, the two members present, copper, brass, aluminum tubing and thin-wall con- 








William Gravius and Dr. Thomas Miller, indi- duit... sae burr. Grooved rollers eve easy flare 
cated they will support the establishment of a cut-offs without tubing waste. Tubing always 
licensing and permit-issuing department for | turns freely on 2 of 4 Rollers. Rollers smooth tubing 
plumbing. END ready for soldering. Fold-in reamer always handy. 






















25% OFF 


Pann, 


wen vem ee 


NORDBERG— 


“Well, buy one or be one!” 
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Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


Conform to Fed. Spec. GGG-C-77 Ib Type I1—Class | losed feed hani 





RIEFe&ID Ne. 105 Tubing Cutter 
cy : . 






Protected Feed Screw 
Always Easy-Turning 
Ye" to 1%” O.D. Capacity 


To save time and tubing, order these new RIZAID 
Tubing Cutters today! Your Supply House has them! 
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impossible—try us! 
We'll pay you $10 if we can’t la me DB 


your specifications. 


For example, this 
Combination Carlton Sink 
and Drinking Fountain is 
available in 11 different 
models and sizes; a model to 
fit all Local Codes and Engineer 
Specifications: 


When everybody else says 


make a Carlton Sink to meet ff | [ ae 











Cat. No. Gauge | Outside Dim. Bowl Size Depth 
1624-20 20 24” x 16” 16” x 14” 7-1/4" 
1624-18 18 24” x 16” 16" x14” 7-1/4" 
1724-20 20 24”x 17” 16” x14” 7-1/4" 
1724-18 18 24” x17" 16”x 14” 7-1/4" 
1821-20 20 21” x 18” 16” x 14” 7-1/4" 
1821-18 18 21” x 18” 16” x 14” 7-1/4" 
2421-20 20 24” x21” 17-1/2” x 15” 7-1/4" 
2421-18 18 24” x21” 17-1/2” x 15” 7-1/4" 
1828-20 20 28” x 18” 20” x 16” 7-1/4" 
1828-18 18 28” x 18” 20” x 16” 7-1/4" 
1839 D.B. 18 39” x 18” J14" x 16” LB. 7-1/4" 

N.Y. Code 12” x 14” RB. 4” 




















Order directly through the Carlton Distributor in your neighborhood or 
send for our latest Carlton Sink Catalog LP 460 and price list today 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


There’s a Carlton Sink to suit every purse and purpose 


— Fig fee SG Se —— ae es a —— er 
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SCULLERY SINKS « INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 








KEY-TITE. 
SEALS 
BEST 


Seals tight, lubricates as it seals. For 7 
water, gas, low pressure lines. Safe for vate 
potable liquids. Pints, quarts, gallons, | Fumi 


5-gallon cans; 500-Ib. drums 
Ie 
Lj | 


WRITE FOR CIRCULAR 239-B 


“ 
pivision or QCf inoustries | 

-_ ~~ INCORPORATED ry 

Dept. AA-2, P.O. Box 2117, Houston, Tex. | 





KT 600IR 
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Small Town Contractor with Big 
Ideas on How to Sell at a Profit 


(Continued from page 94) a sales aid 
that Green sells 75 percent of the jobs in 
which one is prepared. In the right hand 
portion of the drawing is an itemized listing 
of the costs of the various parts of the re- 
modeling job. Quite often, he and the house- 
wife will sign the drawing, creating a unique 
contract which is binding because of the close 
and trusting relationship between Green and 
his customers. 

One tip Green offers to p-h contractors 
considering remodeling work: Do the work 
well, but do it fast. There’s no fury like that 
of the housewife who feels she’s been kept 
out of her kitchen too long. 


=» Frequently, the remodeling job will be 
sold right in Green’s office. In a matter of 
seconds, he can convert the room into a tiny 
theater, showing pictures of some of the fin- 
est bathrooms and kitchens ever designed. 
From one end of his 12-foot desk, a slide 
projector flips up into place. On the opposite 
wall is a projection screen, and in Green’s 
film library is a collection of slides ranging 
from before-and-after pictures he took of his 
own jobs to slides he obtained from manufac- 
turers. The Green film files, for example, 
contain slides of glamorous bathrooms on 
display at Disneyland in California. Green 
heard of the displays, then wrote the instal- 
ler, Crane Co. He got the slides and was told, 
to his surprise, that he was the only contrac- 
tor in the entire country to request them. 
“Colored pictures showing what can be 




















“| learned how to say ‘your husband 
is nuts’ in Italian, today—” 
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done to the oldest and smallest of rooms 
really impress a husband and wife—especial- 
ly if we can show them work done for some 
friends or neighbors,” says Green. 

Remodeling jobs, says Green, are becom- 
ing ever easier for him to sell. Part of the 
reason for this, of course, is his increasingly 
good reputation for quality and imagination 
in his remodeling installations. “Housewives 
want something different, something distinc- 
tive, something individual for their homes. 
They don’t want just copies. They know 
when we finish a job at their home that 
we've taken the time and thought to plan 
and construct an individual piece of remod- 
eling on a personal basis. When I’m done 
with a job, I tell them with confidence that 
they’ve got a room to be proud of, because 
I’m proud of it.” 


=» Chances are that the customer may not be 
interested in a remodeling job at all when 
he first inquires at Green’s. But the Hunts- 
ville contractor has found that the installa- 
tion of a pump, sink or water heater many 
times leads to a remodeling job involving 
more plumbed-in appliances and fixtures. 

One couple talked to Stan about a $116 
pump to replace their old hand pump. They 
soon became interested in a new bathroom, 
new water heater, and a new kitchen. The 
bill grew 10 times that originally considered 
by the couple, to $1,645. 


#A do-it-yourselfer, who’d broken his leg 
in the process, came to Green about an inex- 
pensive water system. Before he’d left the 
shop, Green sold him the water system, plus 
a filter, chlorinator, new bathroom, water 
heater, water lines to the chicken house and 
barn, and new kitchen equipment. Then 
Green constructed a new addition to the do- 
it-yourselfer’s home to house the kitchen, 
bathroom and utility room. Total bill: $4,162. 


# How does Green build remodeling sales? 
Sometimes with as simple a question as 
“Where do you want the sink?” In trying 
to fit one new unit into an old room, probably 
improperly designed to start with, the cus- 
tomer often ends up wanting to revamp the 
entire house. This leaves an opening for 
Green to make some constructive suggestions 
on how the home might be arranged more 
efficiently. 

In the back of the minds of most customers 
who reside in old homes, says Green, are 
pictures of the handsome rooms they’ve seen 
in the home decoration magazines. “They 

(Please turn to page 122) 
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OFFERS THE MOST 
COMPLETE LINE OF 


PLASTIC FITTINGS 





INSERT FITTINGS FOR 
POLYETHYLENE PIPE 


I.P.F. offers the most complete line of insert fit- 
tings in styrene copolymers or nylon. Only top 
quality virgin, NSF approved materials are used; 
yet the wholesaler pays less for these superior 
fittings than from any other source. 


SWP (Size) FITTINGS for ABS PIPE 


I.P.F. has a complete line of all fittings in A BS 
materials, in S W P sizes. As the largest inde- 
pendent manufacturer of plastic fittings, I.P.F. 
can ship direct to you from warehouse stock at 
prices that enable the wholesaler to make a full 
profit. 


TUBE AND HOSE CONNECTORS 


I.P.F. now offers a line of tubing and hose con- 
nectors in high density Polyethylene material in 
1/g", V4" and 3¥/e” iron pipe thread sizes. Catalog 
and price sheets available. 


NEW LOW PRICES 


New and lower direct-to-the wholesaler prices. 
For large or small orders, I.P.F. is your best source. 


QUALITY- 


Over 30 million I.P.F. plastic fittings are in use 
today. Accepted as the standard of the industry, 
L.P.F. fittings are engineered to outlast the pipe 


} my PRICED 
RIGHT 


te ee 
PRICES BENEFIT 
THE WHOLESALER 
a =6& CONTRACTOR 





Write for lei fat ais ond 
INDUSTRIAL PLASTIC 
FITTINGS DIVISION 
THE R & K PLASTIC INDUSTRIES CO. 


FACTORY: 3891 W. 150th St., Cleveland 11, Ohio 


SALES OFFICE: Suite 2116, 1700 Broadway, Denver, 
Colorado 
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Cash Ct on customer acceptance—there 
are millions of Square D 9013 FSG pressure 
switches now in use! 
®Use this free, eye-catching counter display. 
It goes to work like another “counter man” to 
build your replacement business. 


Write for Bulletin 550, Square D Company, 
4041 North Richards St., Milwaukee 12, Wis. 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 
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Avoid Frequent Replacements 
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Scully Rubber Mfg. Co., Baltimore 24, Md. 
Gentlemen: 
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(Continued from page 121) 
want their own homes to look just like the 
colored pictures,” he says. And just to jog 
their memories, Green carries a brief case 
full of magazine clippings and manufactur- 
ers’ brochures. 

Remodeling, however, means service. 
Green provides plenty of that and still gets 
his minimum 10 percent profit. A key serv- 
ice is to handle the complete job. “A farmer 
is too busy to schedule half a dozen contrac- 
tors,’ Green says. “He won’t buy if it’s 
going to burden him. Same way with old 
folks, who are among our best remodeling 
customers.” 


# Green’s staff has been trained in all phases 
of the job—tile, carpentry, electricity. Oc- 
casionally, when swamped, Green subcon- 
tracts the carpentry at a flat price, taking on 
a profit for himself for scheduling. He also 
adds a standard profit figure on labor and 
material used on each subcontracting phase, 
not just the plumbing. When possible, he 
encourages customers to do their own paint- 
ing because it lowers the price and frees 
Green’s men for other jobs. 

To effect greater efficiency and speed serv- 
ice, Green is becoming increasingly mecha- 
nized. Besides his two trucks, Green uses two 
station wagons, chiefly for repair jobs. They 
are outfitted to carry a limited number of 
tools and small fittings, are somewhat less 
expensive to maintain, and free the larger 
trucks for full time on major projects. 

Another piece of big equipment is a ditch- 
digging machine which Green considers a 
major tool in his merchandising. Mueh of his 
business grows from the basic installation of 
water systems, and with his own ditch-dig- 
ging equipment Green finds himself in a 
more competitive position. 


#A sewer cleaner also is considered by 
Green as much a merchandising tool as a 
piece of field equipment. Sewer cleaning is 
not only profitable in itself (he charges $15 
for the first hour and $7.50 afterward), but 
provides an opening for add-on sales which 
Green skillfully exploits. For instance, a re- 
cent sewer cleaning job for a Moberly resi- 
dent led to a commercial contract worth 
considerably more than $5,000. 

Obviously, Green is an outstanding sales- 
man. What is his technique? Basically it is 
personal selling, planning, patience and per- 
sistence. Take this actual case history of a 
sale closed only recently: 

A farmer had become interested in a re- 
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modeled kitchen several months before fol- 
lowing a visit to Green’s showroom. Green 
made periodic inquiries, but the farmer 
hesitated. Green exercised patience, knowing 
a farmer’s natural reluctance to high pres- 
sure selling. 

When the farmer’s interest heightened, 
Green and his wife Eloise made a personal 
call at the farmhouse. “People in rural 
areas,” Green explains, “want to know and 
deal personally with the ‘boss’ when possible. 
They have greater faith in a one-man opera- 
tion, and we key all our selling on this 
intimate feeling. It’s one of our advantages 
over the chain-store competition.” 


= Using the drawing board and the miniature 
mock appliances, Stan presented a variety of 
arrangements. The Greens methodically 
went over every possibility with the family. 

“As always,” Green says, “we itemized 
each piece of equipment— ‘So much for this, 
and so much for that. If you think the bill is 
too high, we can cut it down, but you'll have 
to do without this or this or this.’ 

“That’s the way my customers are used to 
dealing. They want to know everything and 
mistrust sales people who skip details and 
quote finance prices such as ‘only $9.99 a 
week’—that works well in some places but, 
I’ve found, not with our farmers.” 

It was 1 a.m. before the farm family agreed 


on a kitchen plan. Then Green showed the 
(Please turn to page 138) 
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“You are about to be summoned by 
an emergency call!” 
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The most complete selection of 
avatory Faucets 

















rd Type L If the government would put whiskey in the ink 
new Sp y used to print money, then we wouldn't mind kissing 


it goodbye. 





“X-L” Couplings 


These new spray head faucets are a One of Wheeling Machine’s qualified repre- 


smart choice for today’s public washrooms. Chicago Faucet sentatives reports that if he had his life to live ; 
gives you the widest choice, with models for all needs. Each as he'd wanna be a straw boss in 
one has the same close-with-the-pressure, renewable oper- “X-L” Nipples Ba 
ating unit that has made Today’s formula for success: Rise early, work late 


Chicago Faucets first i and discover uranium. 


3 “X-L” Quality 
choice for trouble-free : 
| From the “X-L” Fictionary of Daffynitions ... 
i CUBA: Where Russia plays the Fidel 
RUSSIAN DELEGATE: The abominable “No” | 
Man 
MOST BRIDGES; Cartangled spanners 
DUTCH TREAT ADDICT: Split purse-onality 
Send us some of your “gems” . .. we'll print 
them up! 


service and lasting 





economy. 


No. 967—Centerset design, for 
lavatories drilled on 4” centers. 





Spray spout reduces splash and “X-L” Dependability 


water waste, permits washing in a . ’ =o 
dog od Please specify Wheeling Machine “X-L” Products 


clean, running water. the next time you order from your supplier. Whether 


i 

you need couplings, nipples, plugs, bushings, well i 
points, drive shoes, drive caps, plastic fittings or i 

metal fittings for plastic pipe, you can depend on : 
“X-L” eXceLlence. | 

i “X-L” Quality Control | 
i } : -oe 
f Salesman Sam Sez: “It isn’t true that aleohol 1 
and gasoline don't mix. Tinney do mix but they H 


No. 877 —Combina- t sure taste lousy. 
“X-L” Couplings 


fon Lovatory Fixture When you stop to consider what you hear nowa- j 
with spray type spout. i days, it's a wonder there is even a market for hearing | 
Distance between } aids. 
valve centers adjust- “X-L” Nipples | 

” ” : F j 
oble from 8 to 12. Wheeling Machine “X-L” Products are | | 


washed in hot caustic solution to clean them oi 
dirt, chips and grease. After they are rinsed 
in a tank of boiling water, they are coated with 
Cosmoline, a fine rust-preventer. That’s another 
reason why you should specify “X-L” Products 
to your supplier. 
No. 878—Same.as “X-L” Quality Since 1918 
877 but with 1%" . ‘ 
Suet Pp ent ; When the lady asked the waitress what the 
dinner special was, she told her that it was 
tongue. 

“My goodness,” said the lady. “I don’t think 
I could eat anything that came from an ani- 
; mal’s mouth.” 
a “Well then,” suggested the waitress, “how 
ee, about a fried egg?” 
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Products of the Month 





POWER CONVERSION BURNERS for natural or 
mixed gas for domestic or commercial installations 
have been added to its line by Carlin Co., Wethers- 
field, Conn. Shown is a “tube within a tube” model 
rated at 1,600,000-Btu/hr input. Check No. 2 on card. 


AN IMPROVED VERSION of its polyethylene pipe- 
wrap tape for corrosion protection has been an- 
nounced by Arno Adhesive Tapes Inc., Michigan City, 
Ind. Its adhesion has been increased to 40 ozs per 
inch width. For detailed information, check No. 3. 


* DOMESTIC ENGINEERING - 


SERVICE 












THREE LAVATORY VANITIES of porcelain enamel on 
metal panels with aluminum trim have been added to 
its line by AllianceWare Inc., Alliance, O. The units, 
available in a variety of lavatory, body and door colors, 
have 47-inch countertops but varied bowl arrangements. 
To receive details, check No. 1 on reply card, page 134. 
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How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 











Sump Pump 

A heavy-duty sump pump is 
available from the Kenco Pump 
Division of American Crucible 
Products Co., Lorain, O. It has all 
contrels enclosed and is completely 
submersible. The %-hp unit pumps 
8,600 gph at a 5-ft head and 6,800 
gph at 10-ft. Its cast bronze im- 
peller is of 2-vane design with each 
vane being 1% ins. deep. It has a 
2-in. NPT discharge and 1-piece 
cast bronze base. 

Check No. 5 on reply card. 


Zoned Heat Circulator 


A circulator designed especially 
for multi-zoned circuits of a hy- 
dronic heating system has been 
developed by Edwards Engineer- 
ing Corp., Pompton Plains, N.J. 
The %-hp unit has a shutoff head 
of 14% ft of water. At 10-gpm flow 
rate, it develops a head of 13.2 ft, 
and at 30 gpm, 10 ft. Featured is a 
spring coupling designed to mini- 
mize vibration, noise and shaft 
wear. Flanges are 1 or 1% ins. 

Check No. 6 on reply card. 





Heating-Cooling Units 

A line of roof-top heating-cool- 
ing units designed especially for 
use with 1-story buildings has been 
announced by Janitrol Heating & 
Air Conditioning, a division of 
Midland-Ross Corp., Columbus, O. 
It has gas-fired heating and air- 
cooled cooling in various capacity 
combinations. Air is circulated 
through a short concentric supply/ 
return duct and ceiling diffuser. 

Check No. 4 on reply card. 





Surgeons’ Scrub-Up Sink 

A surgeons’ scrub-up sink has 
been designed by American-Stand- 
ard, New York City. Made of 1- 
piece vitreous china, it measures 
22 by 28 ins. and has a 5-in. wide 
ledge for fittings and small items. 
Back height is 11 ins. A dip in its 
front rim plus gooseneck fittings 
provide necessary arm clearance. It 
is available with knee-action valve, 
foot-pedal valve or with deck- 
mounted fittings. 

Check No. 7 on reply card. 
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Two Room Thermostats 

Two room thermostats suitable 
for gas, oil or stoker-heating sys- 
tems have been announced by Cam- 
Stat Inc., Los Angeles. The units 
are available with or without an 
adjustable heater and positive “off” 
position. Both models have multi- 
ple contacts for continuous self- 
cleaning action. The thermostats 
will be available soon for combina- 
tion heating-cooling. 

Check No. 8 on reply card. 





Test Plug 

A manganese bronze and brass 
test plug for use on soil pipes and 
other plumbing applications is 
available from Oceanside Agencies 
Inc., Fort Lauderdale, Fla. The 
non-corrosive plug seals with a 
resilient, high-tensile strength, 
gum rubber barrel containing 4 
sealing rings lubricated by water. 
The plug, which comes in 2, 3, and 
4-in. sizes, can be hand-tightened 
to withstand 50 lbs water pressure. 

Check No. 11 on reply card. 
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Pipe Bank Hanger 

A hanger for banks of pipe has 
been announced by Stamperhanger 
Co., Oakland, Calif. Pipe is held 
against a channel iron by spring 
alloy aluminum clamps which slide 
over the pipe and are held by slots 
in the channel. A cam on the clamp 
holds it in place. The 1-piece 
clamps come in a variety of sizes. 
The hanger provides pipe alignment 
and interchangeability of pipes. 

Check No. 9 on reply card. 


Roberts-Gordon Adds To 


Residential Boiler Line 


A series of hot-water, gas-fired 
boilers available in 8 models has 
been added to its line of heating 
equipment for residential applica- 
tion by Roberts-Gordon Appliance 
Corp., Buffalo. Input capacities of 
the entire line range from 78,000 to 
265,000 Btu/hr. Standard equip- 
ment includes a completely as- 
sembled boiler with cast iron sec- 
tions, circulator, wiring harness 
and a room thermostat. Of wet 
base construction, the units fea- 
ture verticle self-cleaning tubes 
and the firm’s Spreader Flame 
Burner. The boilers are finished in 
a gray-green baked enamel. 

Check No. 12 on reply card. 


Kitchen Sink Faucet 


A massively designed kitchen 
sink faucet featuring single-handle 
mixing has been added to its line 
by Gerber Plumbing Fixtures 
Corp., Chicago. Main feature is its 
patented water saving control 
which prevents pre-mixing and 
permits itself to be shut off at any 
temperature setting. The entire 
working assembly of the fixture is 
a replaceable cartridge. 

Check No. 10 on reply card. 
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Germ-Killing Filters and Room Air Circulators 
Made by Fram Aire Reduce Hospital Infection 


An all-out effort to help wipe 
out hospital infection caused by 
Staphylococcus aureus is respon- 
sible for the development of a 
chemically treated filter and air 
filtering circulator by Fram Aire 
Corp., a division of Fram Corp., 
Providence, R.I. The problem of 
patients picking up an infection 
while confined in hospitals has 





been traced back to the Egyptians, 
who 3,000 years ago reported their 
warriors received infections in 
military hospitals. The infection 
can be spread in several ways. Air 
is one. Not only is it a means of 
transmitting infection, it is also 
a reservoir of infection-causing 
organisms. A sneeze, for instance, 
approaches 225 miles per hour and 
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emits from 10,000 to 100,000 organ- 
isms and 40,000 particles. The 
firm’s equipment provides for the 
continuous circulation of air 
through bactericidal! filters. This 
prevents airborne bacterial build- 
up. According to Fram’s tests, 99 
percent of airborne contamination, 
including the staph germ, is killed 
when trapped in the filter. The 
germ-killing agent is called Per- 
machem. Above, at left, is shown a 
portion of a Permachem-treated 
filter medium after use in an air 
circulator. The medium shows no 
living bacterial colonies around it 
when placed in a test culture. At 
right is shown an untreated filter 
medium with bacterial colonies. 


®In the illustration at left are 
pictured 4 of the firm’s air cir- 
culators equipped with triple fil- 
ters. Each has an air handling cap- 
acity large enough to turn over the 
volume of air in its recommended 
room size once every 7 to 10 min. 
At bottom left is a unit for an 
8 by 12 by 14-ft room. Its air 
handling capacity is 200 or 125 cfm, 
depending upon conditions. Left: 
For an 8 by 18 by 20-ft room, 350- 
cfm capacity. Bottom: An explo- 
sionproof unit recommended for 
hospital operating pavilions and 
other areas requiring explosion- 
proof equipment. Top right: A unit 
for 8 by 10 by 10-ft rooms. 
Check No. 13 on reply card. 





Dual Blower Systems 

Improved dual blower systems 
for use with its blower-type, gas- 
fired unit heaters and modular duct 
furnaces—both with 250,000 to 
300,000 Btu capacities—have been 
developed by Reznor Manufactur- 
ing Co., Mercer, Pa. The systems 
are powered by a %-hp motor, 
with the blowers mounted on a 
common drive shaft. Bearings can 
be packed with silicone grease to 
function at -4 to 300F temperatures. 

Check No. 14 on reply card. 





Marble-Handled Fixtures 

A set of fixtures featuring mar- 
ble handles has been added to its 
line of glamorous bathroom fit- 
tings by Artistic Brass Inc., Los 
Angeles. The basin grouping 
(illustrated) has a standard pop- 
up and 8 to 12-in. centers. It fits 
basin surfaces to 2% ins. thick. 
Renewable seats and stem assem- 
blies are featured. The shower and 
tub sets have 1-piece, 8-in. bodies. 
The fixtures have white, rose or 
black marble and 6 metal finishes. 

Check No. 15 on reply card. 
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developments are presented every month in this section 











insulative Pipe Cover 

An insulative pipe cover consist- 
ing of 4-ft lengths of tubular poly- 
urethane foam encased in vinyl has 
been introduced by Sterling Alder- 
fer Co., Akron, O. The tubes are 
slit, then installed by spreading the 
slit open and letting it snap over 
the pipe. The slit can be sealed 
with masking tape. The cover 
comes in sizes to fit % or %-in. 
copper tubing and -in. iron pipe. 
Commercial sizes will be available. 


Check No. 16 on reply card. 





Stainless Steel Sinks 

A newly styled series of stain- 
less steel sinks has been added to 
its line by Just Manufacturing Co., 
Franklin Park, Ill. The units are 
available in single, double or triple- 
compartment models, and they 
come with or without ledges. A 
choice is provided in ordering the 
sink in either 18 or 20-gauge 
nickel stainless steel. This com- 
petitively priced line has been 
designed to increase the variety 
of its standard-sized bowls 

Check No. 18 on reply card. 
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Trane's Absorption Cold Generator Line Expanded 


Three sizes of absorption cold 
generators—in capacities of 400, 455 
and 530 tons—have been added to 
its existing 9-model line by Trane 
Co., La Crosse, Wis. 


8 The new models feature the same 
single-shell, hermetic construction. 
The single-shell arrangment re- 
duces machine height, permitting 
installation in low-ceiling areas. 


Backhoe Introduced By 
Hydraulic Machinery Co. 


A crawler backhoe having a 
¥4-yd struck capacity has been in- 
troduced by Hydraulic Machinery 
Co., Waukesha, Wis. Powered by a 
70-hp, 6-cylinder gasoline engine, 
it has a 360-deg. swing, 15-ft dig- 
ging depth, 23-ft reach and a dump 
height (closed) of 12 ft 6 ins. It 
can climb grades of 30 percent, 
and its top speed is 14% mph. Over- 
all width is 8 ft. A 3-pump hydrau- 
lic system enables an operator to 
work both the boom and bucket 
while swinging. Tracks can be 
rotated in opposite directions si- 
multaneously, enabling the unit to 
make tight, counter-rotating turns 
in the length of its own track, 
which is 10 ft. 

Check No. 19 on reply card. 


The hermetic design prevents air 
leakage, thus maintaining full-rate 
capacity and resisting internal 
oxidation. The generator is pow- 
ered by low-pressure steam and 
uses water as the refrigerant with 
lithium bromide as the absorbent. 
The units are completely piped and 
wired and include controls. Other 
sizes range from 100 to 350 tons. 
Check No. 17 on reply card. 
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Tait Offers Flange Choice with Convertible Pumps 


A choice of flanges for instal- 
lation convenience is offered with 
all convertible pump models in its 
new jet line according to Tait 
Manufacturing Co., Dayton, O. 


m=One type of ejector package 
(shown at left) includes a threaded 
flange for those who prefer to 
thread pipe directly into the pump. 
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Another type of ejector package 
(at right) includes a “Quick-Con- 
nect” flange. This flange maintains 
a sure grip on various types of 
flexible plastic or steel pipe. When 
using either of these flange pack- 
ages, it is not necessary to dis- 
assemble the piping when remov- 
ing the pump. 
Check No. 20 on reply card. 


Delco Furnace Provides 
Heating and Cooling 


A line of gas and oil-fired fur- 
naces for residential heating and 
air conditioning has been announc- 
ed by the Delco Appliance Divi- 
sion of General Motors Corp., 
Rochester, N.Y. The heating and 
cooling can be installed simultane- 
ously, or the cooling system can be 
added later, using the same ducts. 
The cooling portion includes a 
cooling coil placed in the heating 
system’s air stream and a conden- 
sing unit placed outdoors. Cooling 
capacities range from 2 to 5 tons. 
Input capacities of the gas-fired 
units range from 70,000 to 125,000 
Btu; in the oil-fired models, 67,000 
to 112,000 Btu. Larger sizes are 
planned for future production. 

Check No. 22 on reply card. 





Pump Pressure Unit 

A squat-vertical pressure unit 
for use with jet and submersible 
pumps has been introduced by 
Medalist Tank Division, Chicago. 
It features a built-in, free floating 
air seal which restricts the absorp- 
tion of the air cushion. The pres- 
sure unit is available with a uni- 
versally slotted pump mount 


welded to it. It may be used in 
place of a horizontal tank. 
Check No. 21 on reply card. 








Remote Air Conditioner 

Two models, in 2 and 3-ton cap- 
acities, of a remote air condi- 
tioner for residential application 
are available from the York Divi- 
sion of Borg-Warner Corp., York, 
Pa. The low-level sound units 
feature a vertical air flow design. 
A line of upflow, horizontal duct 
and counterflow coils with insu- 
lated cabinets, together with blow- 
er sections, plenums and heating- 
cooling thermostats are offered. 

Check No. 23 on reply card. 
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Chemical Solution Feeder 


An electric feeder designed to 
introduce small amounts of chem- 
ical solution into residential and 
commercial water systems, cooling 
towers and swimming pools has 
been introduced by Bruner Corp., 
Milwaukee. Feed rate is adjustable 
from 2.4 to 20 gals. per day. It has 
been designed to assure positive 
treatment at any pressure from 
suction to 100 psi. 

Check No. 24 on reply card. 





Portable Heaters 


A line of portable heaters using 
LP and natural gas is available 
from Jet Burner Inc., Hutchinson, 
Kans. Illustrated is the firm’s fan 
unit. Its LP input is 475,000 Btu. 
It utilizes a pressure-type fan, 
1,500 cfm, and a %-hp motor, 115 v. 
The heater, which features flame 
failure safety controls, can be 
adapted to use with ducts. A grav- 
ity unit with 275,000-Btu LP gas 
input is available also. 

Check No. 26 on reply card. 
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International Harvester Announces Backhoe Addition 


A backhoe that digs to 12%-ft 
depths from within a 180-deg. arc 
is available for its Nos. 340 and 
460 industrial tractors according to 
International Harvester Co., Chic- 
ago. It is capable of digging for- 
ward under sidewalks or obstacles 
or beneath the tractor (with an 
improved bucket mounting) for 
pipe laying and work of similar 


Myers Announces Water 
Conditioning Line 


A competitively priced line of 
water conditioners consisting of 
softeners, filters and neutralizers 
has been announced by The F. E. 
Myers & Bro. Co., Ashland, O. 
Four basic softeners include fully 
automatic, semi-automatic, manual 
and “economy” models with capac- 
ity ranges from 15,700 to 55,000 
grains. Filters are made for iron, 
sulfur, taste, odor and sand. The 
fully automatic models have a 6- 
day timer and automatic valve to 
maintain proper regeneration, re- 
gardless of pressure variation in the 
line plus an all-plastic brining sys- 
tem. The other models have a brass 
safety cap that seals tightly under 
pressure. Accessories are available. 

Check No. 27 on reply card. 





nature. Hydraulic power, furnished 
by the tractor’s internal hydraulic 
pump, operates the backhoe, which 
is close-coupled to the tractor. The 
bucket suspension allows the back- 
hoe to dig square holes or other 
special sized or shaped encase- 
ments. A full-length, heavy-duty 
subframe dissipates shocks. 
Check No. 25 on reply card. 
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Vermeer Backfiller Deposits Soil in One Pass 


A backfilling machine that de- 
posits soil into a ditch in 1 pass 
has been introduced by Vermeer 
Manufacturing Co., Pella, Ia. 


®# The unit is powered by a rear- 
mounted, 36-hp engine. Hydraulic 
power provides forward travel 
speed during backfilling. When in 





transport, the unit uses mechanical 
drive. Power steering is standard. 
The operator’s platform is located 
above the front-mounted 24-in. 
power-driven auger which is 7% 
ft long. The filler is a 4-wheel 
drive unit jointed in the center for 
ease in steering. 
Check No. 28 on reply card. 


Lightweight Fittings 
Announced by Chase 


A line of lightweight wrought 
copper drainage fittings has been 
announced by Chase Brass & Cop- 
per Co., Waterbury, Conn. 


® When used with d.w.v. lines, they 
provide a color match. The first 4 
fittings available are a copper to 
copper coupling; 90-deg. L, copper 
to copper; 45-deg. L, copper to cop- 
per; and a vent increaser. The 
coupling and the L’s come in 1% to 
4-in. sizes, and the vent increaser 
sizes are 3 by 4 ins. in 18, 24 and 
30-in. lengths. Other items will be 
added to the line. 
Check No. 30 on reply card. 


Use handy reply card on page 134... 
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Electric Water Heater 

A heavy-duty electric water 
heater for residential application 
has been added to its line by W. 
L. Jackson Manufacturing Co., 
Chattanooga, Tenn. The water tank 
is constructed of %-in. steel and is 
galvanized or glass-lined. Watt- 
ages are available to 12,000 watts. 
Standard voltage is 236 v, but 208 
Vv can be requested. 

Check No. 29 on reply card. 








Upright Sump Pump 

An upright version of its heavy- 
duty submersible sump pump 
(model 150-A) has been developed 
by Piqua Machine & Manufactur- 
ing Co., Piqua, O. It is identical 
in construction and performance 
but lends itself to increased liquid 
level differentials (adjustable to 8 
ft) and remote switching. The firm 
makes a pump switch assembly. 

Check No. 31 on reply card. 
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FAT DETAILED INFORMATION 


ON ADS, PRODUCTS, LITERATURE, SERVICES p> 


Your no-postage reader service reply card, attached at the right, enables you to obtain 
free information on new products, equipment and services described in the Service 
Section; on trade literature listed on the back of this card; and on products advertised 
throughout this issue. Merely check the key numbers.* 


1. Read advertisements and note the number below the ad. Place an X in the box at 
the left of this number on the reply card for complete details. 


2. Review the New Products described in this issue starting on page 125. Check num- 
bers on the reply card corresponding to the items listed. 


3. Read the Trade Literature reviews on the reverse side of this page. To obtain your 
free copies, use the handy reply card and mark the appropriate n 


4. A special feature on labor and time-saving tools and techniques appears in this 
issue, beginning on page 104. For further information, check the appropriate 
numbers on the reply card at right. 


*EXPLANATION OF KEYED NUMBERS FOR ADS: 


First number, “2,” represents this issue, the second month. Second set of digits 
indicates page on which item appears, thus “-002-” means page 2. Third set of dig- 
its describes position of item on the page; for instance “-01” identifies the first ad 
(or the only ad), “-02” the second ad, and so on. 
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ITS TRANSITE PRESSURE PIPE installation guide 
has been revised by Johns-Manville Corp., New 
York City. It gives product design information 
and installation recommendations. 

Check No. 32 on the reply card. 


ITS GAS-FIRED DISPOSERS in two capacities are 
described in literature from E. L. Mustee & 
Sons Inc., Cleveland. 

Check No. 33 on the reply card. 


SHOWER STALLS, RECEPTORS and tank lines are 
covered in a series of brochures from Cutler 
Metal Products Co., Camden, N. J. 

Check No. 34 on the reply card. 


A ROUGHING-IN MANUAL for 1,001 of its prod- 
ucts has been prepared by Wade Manufacturing 
Co., Elgin, Ill. It is designed for use at drawing 
boards or construction sites. 

Check No. 35 on the reply card. 


ITS PRESSURE-SEAL VALVES for high-temperature, 
high-pressure use are shown in a bulletin from 
Walworth Co., New York City. 

Check No. 36 on the reply card. 


STORAGE WATER HEATERS in 55 sizes are the sub- 
ject of a bulletin from Niagara Weldments Inc., 
Niagara Falls, N. Y. 

Check No. 37 on the reply card. 


DOUBLE PIPE HEAT EXCHANGER installation and 
maintenance are discussed in a manual from 
Brown Fintube Co., Elyria, O. 

Check No. 38 on the reply card. 


AIR CONDITIONERS and water chiller-heaters, 
gas-fired, are covered in literature from Arkla 
Air Conditioning Corp., Little Rock, Ark. 

Check No. 39 on the reply card. 


DUCTILE IRON VALVES and fittings are detailed 
in a catalog from Stockham Valves & Fittings, 
Birmingham, Ala. 

Check No. 40 on the reply card. 


A PUMP AND WATER SYSTEMS PARTS LIST tied in 
with its one-day parts- ee 
able from Deming Co., Salem, O. 

Check No. 41 on the reply card. 


PACKAGED UNIT SILENCERS are shown in a cata- 
log from the air conditioning department of 
Industrial Acoustics Co., New York City. 

Check No. 42 on the reply card. 


COOLING TOWER PUMP AN = 
sented in a six-step guide prepared 
Gossett Co., Morton Grove, Ill. The eight-page 
booklet has and charts. 

Check No. 44 on the reply card. 


PIPE, CONDUIT BENDING with its bending degree 
indicator is the mer ete algae ns oan 


lee Tool Co., 
Check No. 45 on the reply card. 
tric motor-driven, is described in a from 


Deming Co., Salem, O. 
Check No. 46 on the reply card. 


“STEAM HEATING COILS" is the title of a 24-page 
booklet from W: Electric Corp.’s 
Sturtevant Division, Hyde Park, Mass. 

Check No. 47 on the reply card. 


PLUMBING FIXTURES for commercial, industrial 
and residential use are shown in a 40-page cat- 
alog from Universal-Rundle Corp., New Castle, 
Pa. Bathrooms are shown in full color. 

Check No. 48 on the reply card. 


FLEXIBLE TUBING for ventilation and other appli- 
cations is described in a brochure from Flexible 
Tubing Corp., Guilford, Conn. 

Check No. 49 on the reply card. 


ONE-MINUTE WATER HARDNESS TESTS and testing 
equipment are described in a bulletin from Hall 
Laboratories, Pittsburgh. 

Check No. 50 on the reply card. 


OL BURNER ELECTRICAL SYSTEM problems are 
discussed in a manual from Pyramid Instrument 
Corp., Lynbrook, L. L, N. Y. 

Check No. 61 on the reply card. 


FLOOR DRAINS WITH GOLDEN DUCTILE IRON 
ee eee 
pennies Se .» Elgin, I. 

Check No. "52 on the reply card, 


STEAM UNIT HEATERS, horizontal and vertical, 
are described in a bulletin from Ig Electric 
Ventilating Co., Chicago. 

Check No. 53 on the reply card. 
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No. 88 us 
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PRESSURE - SPRING load rests on valve body — 


not on valve disc. 


VALVE SEAT IS BALANCED, having fluid pressure 


below and above disc. 


3 LBS. CLOSING PRESSURE is constantly maintained on 


valve disc regardless of pressure in the system or load on 
pressure spring. 


LISTED under new A.G.A. Spec. Jan. 1, 1959 
for relief valves for hot water systems. 


He has 43%” O.A. Extension 
He-M has 6” 0.A. Extension 


PRESSURE — MAX. 170 LBS. PSI : : 
A valve designed and built for: 
@EMPERATURE — 210° 


an ome fo BETTER SERVICE & LONGER LIFE 





THE BEATON & CADWELL MFG. CO., New Britain, Conn., U.S.A. 
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"Tru-Start™ 
CORE DRILLS. 


FOR DRILLING 


EASY-TO-USE 
STARTER POINT 


© 
a 
£ 
© 


Fait O8 4 RCruyp OS 

S Guaranteed by 

Good Housekeeping 
5 


45 apyranisto THe 


faucet corporation 
GREENSBURG, INDIANA 


. 2489 B 


Check 2-138-01 on Reply Card 


S IN 


COST SAVING FEA- 
TURES. New ‘‘starter 
point” design eliminates walk- 
ing...locates hole accurately 
) and quickly. Large multiple car- 
) bide cutters permanently bonded to 

drill body—guarantee longer tool life. 
) Threads start at cutter edge and are con- 
tinuous—assure faster, smoother cutting. 
Lands and spiral designed for quick removal 


of dust—eliminaté packing and stalling. 
Standard drill sizes, 2 to 2%'% Fully guar- 
anteed! ALSO: Hi “TRIPL-FLUTE’ PERCUS- 


SION DRILLS, “Hi-TWIST” & “FAST-SPIRAL” 
MASONRY DRILLS. 








SEND FOR “Hi’’ FASTENER CATALOG 














for use with | 
ELECTRIC “AMF 
ROTARY 1" | 
| STREET. 
: CITY STATE | 


HOLUB INDUSTRIES, Inc. fm 


460 ELM STREET e SYCAMORE, ILL. 
Check 2-138-02 on Reply Card 


(Continued from page 123) 
“persistence” part of his selling technique. 
“For a kitchen like this to be at its best,” he 
pointed out, “you need a greater supply of 
running water under pressure.” 

So Green sold a new water system. 

“A water softener will keep your appli- 
ances in better shape, make them work bet- 
ter, too,” he continued. 

And a water softener was added. 

By the time Stan and Eloise made their 
way home, they also had sold a new bath, 
a 40-gallon water heater, and a septic tank. 

“It took a long time for that farmer to 
start buying,” Stan recalls, “but when he did 
the add-on sales came readily.” 


=» The case history points up another im- 
portant part of Green’s selling—the show- 
room where the sale originated. “They won’t 
buy it, if they can’t see it,” he says. 

“The days of the alley-shop plumber are 
gone,” Green continues. “There used to be 
a meat market down the street from us. The 
butcher had sawdust all over the floor. He 
dressed in a dirty apron, and meat was laid 
out in the open with flies around it during 
the summer. That fellow’s now working in 
a spotless white apron behind a gleaming 
white counter—at a local chain food store.” 

Green believes in the value of showrooms 
enough to have invested several thousand 
dollars in improving his 800 square foot dis- 
play space. Besides lowering the ceiling, he 
laid extensive tile work, modernized the 
lighting and added visual selling equipment, 
including a slide projector. 

Every two months, Green energetically 
changes his showroom display, so as to at- 
tract greater attention from customers who 
regularly pass the store. 

His eye-catching displays may range from 
the interior of a corroded water heater to 
an old hand-powered dental drill (used 
imaginatively to illustrate the need for mod- 
ernizing plumbing fixtures.) 


= Displaying what he has to sell is so im- 
portant to Green that he rents space in the 
showroom of the Missouri Power and Light 
Co. in Moberly. “I don’t know why that 
should surprise people, but it does,” he says. 
“Two mail order houses display there, but 
I’m the only plumber. How can plumbing 
contractors compete unless they go in and 
fight for sales alongside nonindustry rivals? 
Contractors have more to offer, but they’ve 
got to show it! Just the other day, I sold a 
new stove to a customer right on the Mo- 
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berly floor—if a plumbing contractor hadn’t 
been there, the business would have gone 
elsewhere.” 

Some people go to the giant chain stores, 
says Green, because they know the equip- 
ment is displayed there. If contractors were 
promoted as stockers of the fixtures, either 
by manufacturers or the contractors them- 
selves, much of the business going to chain 
stores would be attracted to the contractors, 
Green believes. 

Still another illustration of Green’s zeal 
in taking on the toughest competitors is his 
impressive display at the annual Moberly 
Home Show. Here, Green feels, is an un- 
paralleled opportunity to meet large groups 
of property owners interested in what is 
available in the modernization market. 


elf there was ever any doubt in Green’s 
mind about the value of a home show, it was 
dispelled last year. The Moberly Home Show 
was held in early March during the worst 
winter weather in recent history. Farmers 
were snowbound, traffic halted, schools 
closed. Attendance dropped to a record low. 

Sounds bad, doesn’t it? And it was. Yet 
Green sold: two 66-in. sinks, a 42-gallon and 
30-gallon water heater, two water systems, 
one complete bathroom set—and the display 


(Please turn to page 142) 























“Why is it, Philbean, sales zoom every 
year when you go on vacation?”’ 
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CAST BRASS 


DRAINAGE 
FITTINGS 


| Full Line-99.99% compet 





With the 5,000 LEE’S to please, the LEE line is complete 
(99.99%) in two ways: 

1. Cast “copper” solder fittings (both pressure and 
drainage), flange fittings and flanges, flared tube fittings, 
standard brass screwed fittings, extra heavy brass screwed 
fittings, and low compression valves (all cast brass)— 
plus wrot fittings. 

2. The line of LEE Drainage Fittings is in itself com- 
plete (99.99%) — couplings, elbows, tees, double, tees, 
stack fittings, reducers, Y 
branches, P-traps, drainage 
specialties, etc. 


Each One 
TESTED UNDER WATER 


Every LEE fitting is air-tested un- 
der water. Not a spot check—but 
each LEE fitting is given the spe- 
cial UNDER WATER AIR- 
TEST! After frequent checking 
on the production line, each LEE 
fitting is sent to the Inspection 
Department where it is carefully 






The name of 
Lee is cast in 
brass on each 
=— fitting for iden- 
24-551 —-_ S= 
r pride in its 
CC P-TRAP W/CO heritage and 
: to serve as a 
stamp of reli- 
ability. 





inspected and individually tested 
with 100 pounds of air pressure, 
UNDER WATER! This assures 
you of first class quality—always! 
They're positively LEAKPROOF! 







LEE also has WROT 
Fittings, made to the 


same exacting specifications, with the 
same LEE high standards as CAST 


20-840 Brass. 


ccc 45°Y 



















r. CO. oen 231 . 





LEE’s are now packaged in individual cartons and 
shipped in distinctive master cartons. Reserve factory 
stocks in New York, Boston, Los Angeles, Dallas, 
Philadelphia, Cleveland, Moline and Atlanta. 


LEE BROTHERS FOUNDRY CO., Inc. 


ANNISTON, ALABAMA 


Send for New Catalog ! 
A new LEE Catalog (No. 60) is out—which 
would be well worth your while beret: It 
tells about the complete (99.99%) LEE li 


including valuable engineering data for ref- 
erence. Write for it. 
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RESISTANT 
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2 4 FOR DUCTS 
AND INSULATION 


V Complies with all building codes 
for flame-resistant duct tapes. 

V Self-adhesive . . . sticks to any 
duct material or insulation. 

V Will not support flame... holds 
firmly at high temperatures. 

V Nothing to mix... saves labor. 

V Vaporproof. . . waterproof. 

V Meets ASTM standards. 
Ask your jobber for DUCTAPE. 


f Write for FREE test sample! 


ARNO ADHESIVE TAPES, INC. 


Dr. Scholl’s Adhesive Tape Division 
5031 Ohio St., Michigan City, Ind. 
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(Continued from page 141) 
used at the show. Sales for one week totaled 
$2,300. “We feel our efforts were not in 
vain,” says Green in an understatement. 

Of definite assistance to Green in his an- 
nual home show display is his chief whole- 
saler. Green buys from several wholesalers 
but tries to place the bulk of his business 
with one. The wholesaler helps Green in 
getting the fixtures for the display, and 
usually supplies a representative who’s fully 
acquainted with the equipment to stand by 
during the home show and assist Green in 
answering visitors’ questions. 

The wholesaler also cooperates with Green 
in setting up promotional campaigns. While 
a DE editor was visiting Green, a St. Louis 
wholesaler’s representative popped into the 
office to offer some advice and planning for 
Green’s water systems promotion next May. 


s Everywhere Green looks, there’s promo- 
tional gold. But ordinarily, he tries to con- 
duct his campaigns by the month, adjusting 
to seasonal demands for plumbing, heating 
and remodeling services. Here’s Green’s pro- 
motional calendar, as adjusted to the needs 
of Randolph County, Missouri. 

In January and February, the contractor 
pushes kitchen remodeling and water heater 
sales. Such jobs are desirable, Green says, 
because they’re out of the bad weather. 

In March and April, Green switches his re- 
modeling promotions to bathrooms, for no 
other reason than that this work is also in- 
doors and also offers some variety in promo- 
tional subject matter. 

May starts Green’s Water Systems Month 
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promotions, which Green values because he | 
is able to tie in with a national promotional 
program. The program is continued into 
June, Green says, because warm weather 
causes water supplies in the area to become 
clouded with plant organisms which reminds 
the customer of the need for filtration and 
purification equipment. 

In the summer months of July, August and 
September, Green hits the theme of “Check 
your heating system now before winter 
moves in.” His ads remind the customer 
that a timely repair of heating systems will 
eliminate heating breakdowns during the 
coming cold weather. 

All through the winter months of October, 
November and December, Green again plugs 
bathrooms and kitchens. 


=» Probably the most enthusiastic promotion 
of the enthusiastically merchandising con- 
tractor is in water systems. Each year, around 
May, Green converts his showroom into a 
showplace of water systems equipment. His 
newspaper ads and radio commercials fea- 
ture water systems equipment. But water 
systems are a year-round favorite with 
Green. 

He says: “We know that it takes the sale 
of a water system to start us on a remodeling 
job for a farmer. We know that when a far- 
mer wants a water system, that in the back 
of his mind is a new bathroom, a new kitchen 
for his wife, running water for the stock and 
the chicken house, hot water in the home, 
and all the nice things that go with ‘running 
water.’ We believe that the words ‘running DEPEN DABILITY 
water’ work magic with the average farm 
family.” 

Green backs up his water systems sales 


+ 


with complete service. If a system requires | CHECK THESE OUTSTANDING ink FEATURES: 
repairs beyond the capability of Green re- 
pairmen, then it’s probably bad enough to 
be replaced rather than repaired. 


alt’s in water systems that Green recently 
demonstrated his imaginative and conscien- 
tious approach to plumbing and _ heating 
merchandising. Green had been troubled by 
a series of outbreaks of water-borne disease 
in his area. Contaminants in the water, 
Green knew, could be traced to many 
sources. But the most likely.is the custom of 
well owners in the area to channel rain water 
from the roof gutters into the well. 

At the same time, Green is enthusiastically 
appreciative of the great water source po- 
tential in farm ponds, providing the water 

(Please turn to page 144) 
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ATTENTION 


CONTRACTORS! 


YOUR FREE BOOK CATALOG IS 
NOW READY TO SEND TO YOU! 





The publishers of Domestic Engineering Magazine have com- 
piled this comprehensive 72-page catalog of Technical and 
Business Books devoted exclusively to the Heating, Cooling, 
Plumbing and Electrical fields. 


No longer is it necessary to search through vast listings from 
numerous publishing firms to locate books of immediate in- 
terest to you. We have done this job for you. 


More than 100 Books are listed along with a capsule descrip- 
tion of contents, size, date of issuance and price. 


Six sections enable you to pinpoint the books which pertain 
to your particular need. These are as follows: 


Section I: Heating, Ventilating, Air Conditioning, 
Refrigeration 

Section Il: Electrical 

Section Ill: Piping, Plumbing, Corrosion, Fire 
Protection 

Section IV: Pumps, Heat Transfer 

Section V: Sheet Metal Layout, Welding 

Section VI: Engineers’ Handbooks, Business 
References 


Send today for your FREE copy of the Book Catalog to: 


BOOK DEPARTMENT 
DOMESTIC ENGINEERING COMPANY 


1801 Prairie Avenue . Chicago 16, Illinois 


Check 2-144-01 on Reply Card 
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(Continued from page 143) 
is made safe for drinking purposes. 

Green bombarded manufacturers of water 
purification equipment for information on 
their products. He visited the state capitol, 
Jefferson City, to talk with officials at the 
state board of health regarding their recom- 
mendations for water treatment techniques. 
Armed with a brief case full of product liter- 
ature and scientific findings, Green then at- 
tempted to sell the purification systems to 
his farm customers. He’s found it tough 
sledding, but he’s making progress. 

Like well owners elsewhere in the nation, 
Green’s customers find it difficult to believe 
that their clear-looking well water could 
possibly be contaminated. They’re horrified 
when he suggests using “dirty” pond water. 


= He points to the birds who populate the cus- 
tomer’s roof eaves and gutters. “Those birds 
take a shower in some of the water that 
drains into your well,” guffaws Green. “You 
mean to tell me that that ‘clear water’ is still 
safe after they bathe in it?” 

Then Green whips a state board of health 
study out of his brief case that points out 
that bacteria may be dangerously present in 
crystal clear water. Pond water, he contin- 
ues, can easily be made clean and pure 
through filtration and uniform, automatic 
chlorination. 

Through this simple and factual presenta- 
tion, Green has been able to attain sales re- 
sults which are not remarkable in terms of 
volume alone but are admirable in view of 
the short time that Green has led the cam- 
paign. 

Since July, 1960, Green has sold 10 chlori- 
nator-filter systems. Thus far, Green has not 
plugged chlorination hard in his advertising, 
but plans to in the coming Water Systems 
Month promotion and expects top sales. 


= The biggest return, Green says, is the feel- 
ing of deep pride that he gets from helping 
and protecting his community. Green recalls 
one young farm child whose cuts and 
scratches from active play were constantly 
becoming infected. The reason: Polluted 
well water was used to wash out the wounds. 
After the Green chlorinator-filter system was 
installed, the little girl still continued to col- 
lect cuts and bruises in her rough and tumble 
play, but the wounds no longer festered. 

“T feel I—and all contractors in this area— 
have a moral responsibility to the people of 
the community that’s on a par with the 
responsibility of a doctor,” says Green. The 
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ebullient contractor doesn’t share the fears 
of some contractors that the reputation of the 
industry and the contractor in particular are 
at a low ebb. 

Said Green shortly after he’d attended a 
Boy Scout meeting with a DE editor: “Just 
as when I say I’m a country plumber, I have 
nothing to be ashamed of, when I say I’m a 
plumber, I’m downright proud of it. 

“T’m just small potatoes. But it’s a matter 
of pride to me to have built up a fine busi- 
ness, to be able to walk into a meeting like 
that and get the reaction of respect.” 

Green certainly has done his bit toward 
raising the industry’s standards. Moberly is 
well on its way to adopting a plumbing code, 
thanks partly to Green’s lengthy discussions 
with Moberly’s aldermen and city manager. 


=» Two other tools in Green’s bag of sales 
tricks are financing and journeyman selling. 

“Without financing and time-payment 
plans,” Green says, “a contractor can’t be 
much more than a repair man. Big jobs go 
to the competitor who makes it easy to buy.” 

Green actually “sells” financing. He pre- 
fers it because it helps him build up sales. 
“With straight cash, a customer can only go 
so far,” he says. “With credit, he’s able to 
buy beyond current means. And a credit 
customer isn’t angling for a discount as often 
as a cash customer is.” 

About 60 percent of Green’s remodeling 

(Please turn to page 146) 
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“Barney never lets anything, or anybody, 
interfere with his work!” 
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New Improved 


Flexi-POWERODER 


WITH FLEX-FEED CONTROL 


Now, a feeding device designed to give the operator “the feel 
of the snake.” By turning crank handle the snake feeds out — 
or back into container. Can be installed on all PoweRodeRs 
now in use. 

NEW DRUM DESIGN 

minimizes possibility of snake 

kinking, looping or tangling. 

100 or 50 ft. 

Models 

Drums 

Interchange. 

Optional: 

Wheels and 

Handles. 


SEE WHOLESALER 
OR WRITE 


Lrible Quality 


. Hearible PLUMBERTOOLS, INC. 


3782 Durango Avenue, Los Angeles 34. California 
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BURN-RITE 
Waste Disposer 


. AN ELECTRICAL CIRCULATING PUMP 


for maximum efficiency, economy and long life 


RECIRCULATES WATER 
Water Displays - Fountains 
Liquid Transfers - Small 
Cooling Systems 


REMOVES WATER WASTE 
BELOW SEWAGE LINES 
Laundry Trays - Washing 





Machines - Pools - Photo 


NOW AVAILABLE 
Lab Equipment 


IN 11%” & 114” LPS. 











Write Dept. D-2 for catalog and full information 


BURN-RITE PRODUCTS CO. 


354 Saw Mill River Road Yonkers 2, N.Y. 
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If WE can’t make it- 
NOBODY can! 


and we'll gladly pay you 
$10 if we can't makea 
Carlton Sink to meet your 
specifications. 


For example, this Carlrim Ledge 
Type Extra Deep Single Bowl 
Sink is available in 6 different 
models and sizes, designed for 
Utility Room Laundry tubs, 
Apartment sinks, Laboratory 
sinks. Type 316 Stainless avail- 
able on order. 




















Cat. No. Gauge Outside Dim. Bowl Size Depth 
1516* 20 16” x 15” 14” x10” 8” | 
2116-10* 18 21" x 16” 16”x 14” 10-1/2” 
2121-11* 18 21" x21" 17-1/2” x 15” 11” 
2124-12* 18 21" x24” 16” x 20” 12” | 
816-10 18 22” x 17-1/4" 16” x 14” 10-1/2” 
824-12 18 25-1/4" x22” 20” x 16” 12” 











*Needs external frame. 
Order directly through the Carlton Distributor in your neighborhood or 


send for our latest Carlton Sink Catalog LP 460 and price list today 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


There’s a Carlton Sink to suit every purse and purpose 
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The 
POWRMATIC 
OIL-FIRED ° 
UNIT HEATER; 


UH and DH 
Series 


Tested 

and proven 
through years 
of actual 
installations 
from 


@ ECONOMICAL—Gun type 
burner uses low cost fuel oil. 
Thermostat provides heat only when needed. 


@ LOW COST INSTALLATION—As much as 60% 
less than central heating. 


@ PACKAGED UNIT—Completely self-contained, factory 


coast! assembled and wired. 


@ FLEXIBLE—Units may be easily added or moved for 
expansion. Controlled air flow may be used for summer 
ventilation. 


@ VERSATILE—available as either unit heater 
or blower heater in different sizes. 


@ ENGINEERED—Up to 3200 CFM; 
50 foot throw; 80 - 140 - 180,000 BTU. 
Send for complete information 


Interstate Division 


KRESNO-STAMM core. 


Dept.D 400 Commercial Ave. 
Palisades Park, 
New Jersey 





VISIT BOOTH N-333 ¢ IHAE SHOW, CHICAGO | 
Check 2-146-02 on Reply Card 


146 


(Continued from page 145) 
jobs are financed in some way. FHA ac- 
counts for about 60 percent, and Green car- 
ries about $5,000 credit on his own books. 

Green uses a time-payment plan in con- 
junction with a credit rating corporation in 
Moberly which assures him a quick check on 
individuals. He simply telephones the cor- 
poration and within an hour has the credit 
rating of the customer. 

“If you’re going to use time-payment 
plans,” Green says, “the time to find out 
about your customer is before, not after. We 
learned that the hard way a couple of times. 
On the other hand, you can’t keep people 
waiting: somebody else will sell them some- 
thing.” 

While Green stresses personal selling in 
his market, he encourages his journeymen 
to locate sales leads and even close the sale, 
if possible. The “encouragement” includes a 
2% percent commission on leads which 
Green later sells, and 5 percent if the jour- 
neyman himself closes the sale. (The com- 
missions are on material only, not labor.) 


#On Mondays, Green gives a brief talk on 
how to spot sales openings—cracked or dis- 
colored fixtures, for example, or homeown- 
er’s questions about modern kitchens—and 
the best ways to suggest purchasing modern- 
ization. 

These weekly meetings, too, are the occa- 
sion for free-wheeling discussions on how 
to improve service as well as a review of 
the work to be done and materials to be 
ordered. At one typical meeting, Green and 
his journeymen talked over the proper serv- 
icing of yard hydrants. Then he and the 
journeymen set up a schedule for the trucks 
to be winterized without hindering job proj- 
ects in progress. They finished the discussion 
with a solution to a problem posed by one 
customer who’d complained that her remod- 
eling work was taking too much time. Green 
juggled the schedule, and the following week 
the entire crew went to the customer’s home 
to speed the job’s completion. 


» About once a month, Green holds a sales 
meeting. Usually these are conducted by 
manufacturers’ representatives who describe 
new products and selling methods which will 
impress customers with their values. 

On the job, Green works just as closely 
with the journeymen. He tries to visit each 
site every day. Sometimes, Green himself 
handles the job, whether it be a faucet re- 
placement or the construction of a free-form 
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counter top. Says Green: “I value each one 
of my men, for their competence and their 
conscientious attitude toward their work. 
But I never want to get so big that I’m not 
qualified to handle any job.” 

While Green’s selling includes all the 
standard procedures, it also is notable for 
some genuinely original ones, too. 

“Enterprise” is a good way to describe 
these sales ideas—the ability to see a selling 
opportunity in the least likely place. And 
“enterprise” also is the word which, coinci- 
dentally, figures in one of Green’s most suc- 
cessful innovations. 

Green was bothered by the fact that the 
population center, Moberly, was several 
miles from his operating headquarters and 
that his entire market was wide spread. He 
couldn’t move Green’s Plumbing and Heat- 
ing; nor could he expect prospects to drive 
five to 50 miles regularly. 


« The solution was to subscribe to an “En- 
terprise” telephone listing which enables any 
prospect in the county to call Green without 
adding toll rates to their bill. This time- and 
money-saving service for customers is adver- 
tised regularly because Green feels it 
prompts customers to take action immedi- 
ately on proposed buying. 

“By this simple device,” Green says, “we 
enlarged our market and made customer- 
contractor contact as easy as picking up a 
phone. I don’t know how many $1,000 sales 
are lost because of 10 cents—I mean, the 
customer goes elsewhere to spend a large 
sum because he won’t pay a small toll fee. 
Well, we’ve corrected that.” 

Green shows enterprise, too, in obtaining 
publicity. He spends a lot of money, of 
course, promoting the Green image, but 
because he is alert to local editorial needs 
he also gets a lot of free news space. 


# As a Boy Scout leader, for instance, Green 
took a group of Scouts to a Jamboree and 
wrote daily reports for the local newspaper 
about what they were doing and seeing. 
Front-page news, it attracted wide reader- 
ship—and it publicized the Green name in 
the most public-spirited light. 

A survey of Randolph county newspapers 
indicates that seldom does a week go by 
without the Green name appearing a few 
times. It may be Green’s film lecture at a 
women’s club; a report that Domestic Enet- 
NEERING editors are in town surveying 
Green’s operation; or the church activities of 

(Please turn to page 149) 
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City-County Building 
Indianapolis 


One of many 
where APCO 
Pipe was used 
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Allied Architects and Engineers, Inc. 
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Mechanical Contractor: 
Limbach Company, Pittsburgh, Pa. 
Wholesaler: 
Barry Company, 
Indianapolis, Ind. 


You can set ’em and forget ’em when APCO 
Pipe and Fittings are specified. Strong, dur- 
able, non-corrosive, APCO will outlast any 
building where it is used. 


Ya 


All APCO Cast Iron Soil Pipe is centrifugally cast in sand-lined 
molds for uniformity and smooth metal structure throughout. 
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APCO makes the nation’s most complete line 
of Cast Iron Pipe and Fittings, including the 
complete line of Stringer© Fittings— exclusive 
with APCO. All products meet strictest specifi- 
cations. Literature on request. 
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SITUATIONS OPEN 





EXTRAORDINARY 
OPPORTUNITY 


for key man in air conditioning, heating 
and fuel oil business, established thirty- 
two years in New York State. Must be 
graduate engineer about age 35, quali- 
fied for sales, installation and service, 
supervising all departments thereof. Ad- 
dress Key 482-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





REGIONAL SALES MANAGER. EAST- 

ern coast manufacturer of complete 
hydronic line requires regional sales 
manager to handle North Central U.S. 
Entails hiring, training and managing 
regional sales force, as well as direct 
selling. Must have been direct employee 
of large heating manufacturer and have 
good knowledge and relationship with 
plumbing and heating wholesalers in 
region. GENERAL AUTOMATIC PROD- 
UCTS CORPORATION, 2300 Sinclair 
Lane, Baltimore 13, Maryland, Attn: 
Carl Hellwig, Sales Manager. 


PURCHASING DEPARTMENT 


Plumbing and heating supplier need man 
experienced in purchasing. Confidential. 
Good opportunity. Address Key 472-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLUMBING- HEATING MAN | 


Experienced on distributor level. Good 
pay, pension, benefits. Address Key 
473-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 














PROJECT ENGINEER, DESIGN 


TO 
and test residential warm air and 
hydronic equipment. Must be familiac 
with A.G.A. and U.L. procedures. GEN 


ERAL AUTOMATIC PRODUCTS COR- 
PORATION, 2300 Sinclair Lane, Balti- 
more 13, Maryland, Attn: C. W. Schaefer, 
Jr., President. 





SITUATIONS WANTED 





SALES MANAGER. MAN UNDER 40 

desires new challenge as chief sales 
executive of medium to small heating 
or air conditioning manufacturer. Elec- 
tric heating preferred. Can handle all 
aspects of marketing. Presently em- 
ployed as national and export sales man- 


ager of heating manufacturer. Address 
Key 474-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





SALES-MANAGEMENT 


Diversified experience office and field 
at wholesaler and manufacturer levels 
plumbing and heating. Self-starter in 
sales promotion, purchasing, manage- 
ment. Address Key 470-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
| ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 








WANTED: 


Manufacturers representatives inter - 
ested in money (No others need reply) 
PRODUCTS: 

Nationally known line of plumbers tub- 

ular and cast brass goods. 

TERRITORY: 

Pacific Northwest, Rocky Mountain 
area, Texas, Kansas & Missouri, lowa, 
Nebraska. 

WE OFFER: 
Money-making incentive arrangement. 
Exclusive territories. All cooperation 
needed to do a top selling job. 


WE NEED: 
Aggressive, competent representative 
calling on plumbing and hardware 
wholesalers. 


REPLY: 
Give background, organization, area 
covered and other pertinent data. Ad- 
dress Key 483-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





CHECK AND FOOT VALVES 


New manufacturer in field with top 
quality, new design and competitively 
priced line. A few territories still open. 
Exclusive territories. Full range of 
sizes. TYPHOON PRODUCTS, 131 
San Lorenzo, Coral Gables, Florida. 





WE OFFER A GOOD DEAL FOR A 
live wire representative in metropoli- 
tan New York and Long Island for 


enamel ware and related items. Address 
Key 478-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





NATIONALLY SOLD 


line of medicine cabinets, mirrors, vanity 
cabinets and glass doors and enclosures. 
Many areas open for this complete line. 
Give full resume of lines carried, specific 
area covered, and experience. Replies 
confidential. Address Key 484-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





COPPER FITTINGS 


Highly competitive short line copper 
fittings, American made, some territor- 
ies still open, full territory protection. 
MANUFACTURERS DISTRIBUT.- 
ING COMPANY, 131 San Lorenzo Ave., 

Coral Gables, Florida. 





EASTERN MANUFACTURER OF PRE- 
fab duct, pipe & fittings needs repre- 
sentation in the metropolitan New York 
City area and Long Island. Representa- 





tives carrying related lines, calling on 
wholesale plumbing, heating and sheet 
metal accounts, please reply. Address 
Key 476-E, “DOMESTIC ENGINEER- 
ING,” 1801) Pr: 1irie Ave., Chicago 16, 
Illinois. 

MANUFACTURER'S 

REPRESENTATIVE 


covering plumbing supply jobbers, Mid- 
Western States, to sell copper tubing, 
steel pipe and lead sheets for a major 
distributor. Address Key 477-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, illinois. ines oe 





MANUFACTURER’S REPRESENTA- 
tives: Lucrative protected territories 
with America’s fastest growing full-line 
residential heating equipment manufac- 
turer. Men with proven salés ability in 
plumbing jobber field need only apply. 
Liberal earnings supported by a power- 
ful national and trade advertising pro- 
gram make these openings choice plums 


for the right men. Act now! Send full 
particulars: P.O. Box 6225, Holmesburg 
Station, Philadelphia 36, Pennsylvania. 





MANUFACTURER'S AGENT 


To represent manufacturer of complete 
line plumbing fixtures, heating boilers 
and water heaters, exclusive product 
program. A few territories open. Send 
complete information, lines now handled, 
territory covered, to: P.O. Box 221, 
Columbus 16, Ohio. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 150 AND 152 
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(Continued from page 147) 
his children, Clara Lou and Kent Green. 

Another bit of self-enterprise helps Green 
close tough sales. It’s his trade-in policy. On 
complete remodeling jobs, he will allow $25 
for a water closet, $15 for a lavatory, $35 
for a tub. 

“Trade-ins make good closers on big jobs,” 
Green explains. “I say: ‘So the total figure 
is XX dollars, but remember we'll allow 
you so much for this piece and so much for 
that.’ This helps move the customer along 
in his decision.” 

Green’s trade-ins are merchandised in co- 
operation with a local appliance dealer from 
whom Green buys his appliances for a per- 
centage of the profit. The used fixtures are 
installed in marginal jobs (work houses for 
farmhands, for example) but frequently are 
given to needy families as part of Green’s 
charity work. 

If there are any sales opportunities Green 
has overlooked, it is a temporary shortcom- 
ing. “If we don’t use every angle and find 
new ways to sell, somebody else will get 
the customers,” Green warns. One of his 

(Please turn to page 155) 
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of Humidifiers and Filters 


means MORE SALES 
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“If | didn’t know you were a foreman, I'd 
say you should get more rest.” 


PLUMBING & HEATING WHOLESALERS 

HERE IS YOUR 
SOLUTION 4 

TO 










Two beautifully bound, rugged- 
ly constructed loose leaf price 
data books for the P & H 
wholesaler. 24 sections of vital 
information, fully illustrated. 
MASTER copy advises on mar- 
ket changes, including cost 
sheets. Size: 8%” x 11” x 8%” 
expanding to 5”. The SUP- 
PLEMENT, for wholesaler and 
jobbers desiring additional cop- 
ies for salesmen and counter 
use. Size: same as Master. 

Published by publisher of Brad- 







ANSWERED 
QUICKLY aad 


ford Price Book. EASILY! Write 
for full 

bag in 2 editions details 

ASTER today 


an 
SUPPLEMENT Copy 


The 
Mac EWAN MARKET MANUAL 


QUINCY 69, MASSACHUSETTS 
Check 2-149-02 on Reply Card 








Always install 


Kohler All-Brass Fittings | 


with 
Kohler Plumbing Fixtures § 





No dripping! 
No washer- 
wear with 
VALVET 


KOHLER oF KOHLER 


Enameled Iron and Vitreous China Plumbing Fixtures e All-Brass Fittings 
Electric Plants ¢ Air-Cooled Engines « Precision Controls 


“They're made for each other” 


KOHLER CO., KOHLER, WIS. 
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PERMANENTLY! 
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REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


LINES WANTED 





EXCLUSIVE PROTECTED TERRITO- 
ries open for nationally distributed 


unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 


tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 454-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





MANUFACTURER'S AGENTS 

WANTED 

PRODUCT: 

Quality central residential cooling, heat- 
ing, and electronic filtering equipment. 
TERRITORIES: 

Part or all of Florida, Alabama, Missis- 
sippi, Tennessee, Arkansas, Louisiana, 

Texas, and Oklahoma. 

WE OFFER: 

Exclusive territories, top commissions, 
strong promotional support, and full co- 
operation in developing your area. 

WE NEED: 
Competent, aggressive, responsible 
representatives to manage distribution. 
Reply giving background, manpower, 
present line, and territory desired to: 
Address Key 479-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





AGGRESSIVE REPRESENTATIVE 
ealling on the plumbing jobber 
wanted by specialty manufacturer. High 
commission, good volume. Texas, Lou- 
isiana, Mississippi, Alabama, Oklahoma, 
Tennessee, Kentucky, West Virginia 
and Virginia open. Address Key 456-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


to call on wholesale plumbing and heat- 
ing supply jobbers to sell a quality line 
of patented plumbing and heating spe- 
cialties for a well known American 
manufacturer. Most of our items are 
patented and many other items patent 
pending. We are marketing a patented 
spray aerator easily connected to the 
sink faucet spout, indoor and outdoor 
drinking fountains which attach to 
present fixtures for bathroom and gar- 
den use, flush clean air vents for chilled 
water and hydronic heating systems as 
well as other standard items. A num- 
ber of choice territories open in the 
United States and Canada. Aggressive 
men now selling for American manu- 
facturers need apply. Give full resume 
in first letter. Address Key 437-E, 
“DOMESTIC ENGINEERING” 1801 
Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER’S REPRESENTA- 

tives for complete tubular. brass 
manufacturer. Florida and several ter- 
ritories open. State territory covered, 
lines now — experience, etc. Ad- 
dress Key 2-BE, “DOMESTIC ENGI- 
NEERING,” “1801 Prairie Ave., Chicago 
16, Illinois. 
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SALESMAN FOR PLUMBING & HEAT- 
ing wholesalers only. Chemical line. 
Box 183, Nanuet, New York. 





MAJOR PIPE MANUFACTURER OF 

continuous weld gas and water steel 
pipe seeks first rate commission sales- 
man to cover major area of state of 
Texas. Must have experience calling on 
first class wholesale plumbing supply 
accounts. Address Key 487-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





LINES WANTED 





"IF" 


You need aggressive representation 


"IF" 


Your line has a reasonable volume 
potential 


WE CAN OFFER 


5 man coverage of wholesale plumbing, 
heating, and industrial supply jobbers in 
New York City, Long Island, upstate 
New York and New Jersey. We back up 
our sales staffs weekly calls by a com- 
prehensive, aggressive, direct advertis- 
ing campaign that helps develop busi- 
ness. 


LET US SHOW YOU 


what we've done for our other non- 
conflicting lines and what we can do for 
you. Warehouse available. Please ans- 
wer in detail. Address Key 463-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


WESTERN PENNA. 
WEST VIRGINIA AND OHIO 


Experienced sales organization with 
warehouse facilities centrally located 
desires an additional manufacturer in- 
terested in volume representation. Ad- 
dress Key 465-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 








PLUMBERS BRASS-FLEXIBLE 
SUPPLIES 


Several territories available for repre- 
sentation to plumbing wholesalers. Ad- 
dress reply including lines handled and 
HAR- 
CRAFT BRASS, A Division of Harvey 


Aluminum, Torrance, California. 


territory to Sales Manager, 





TEXAS, OKLAHOMA, 
LOUISIANA & ARKANSAS 


Two men covering the above states with 
15 years experience in the area. Want 
fast moving plumbing items, competi- 
tively priced for plumbing and hardware 
jobbers. Send full particulars. Ware- 
house available. DALLAS SALES 
COMPANY, 2614 Elm Street, Dallas 26, 


Texas. 





FLORIDA 


Manufacturer’s representative for the 
state of Florida desires lines in plumb- 
ing, heating, ventilation and air condi- 
tioning fields. Address Key 471-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
WANTED, COMPLETE LINE OF ELEC- 
tric and hand sewer and drain clean- 
ing equipment to handle on a jobber 
basis to the plumbing trade in Buffalo 
and western New York area. Address 








Key 469-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 

VIRGINIA 


Manufacturer’s agency starting first of 
year desires several additional lines. 20 
years experience and well known in 
area. Address Key 418-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give aggressive, concen- 
trated representation to additional major 
quality line. Address Key 481-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





WESTERN PENNSYLVANIA 
AND WEST VIRGINIA 


If you are looking for young, aggressive, 
intelligent, representation in the above 
territory, please contact us at once. Ad- 
dress Key 383-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





LINES WANTED 


Michigan sales agency established 20 
years seeks two additional lines. Ad- 
dress Key 457-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 148 AND 152 
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Recognizing 


the growing design 
problem of even distribution 
of heat, Gibraltar can now give 
you the new modern rone- 

control for hot 


water 


heating 





Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibraltar can now give perfect 
comfort. Your recreation room, 
bedroom, or any individual 
room can be heated to your 
desired temperature. 


ibraltar 


CORPORATION OF AMERICA, INC. 


FOR THE HEAT 
OF YOUR LIFE 





223 NORTH 9th STREET BROOKLYN 11], N. Y. 


Stagg 2-7878 
Check 2-151-01 on Reply Card 













We’ve got a sink for 
every room in the 
house | 





If one of our 200 
different Carlton models 
and sizes doesn’t fit your 
specifications, we’ll make your sink 
to order. Here are some sizes and models. 








Over-all | (left to right dimension first) Type 
Cat. No. Length Bowl Dimensions Drainboard 

$-3925 Rorl 39” 11- 1/2" x 16-3/4” x 7-1/2” Single 
$-4225 Rork 42” 14 x16” x 7-1/2" Single 
$-4825 Rork 48” 20” x16” x 7-1/2" Single 
$-5425 54” 20” x16” x7-1/2" Double 
$-6025 60” 20” x 16” x 7-1/2” Double 
$-6625 66” 20” x16” x 7-1/2" Double 
$-7225 72” 20” x 16” x 7-1/2” Double 




















Double Bowls applied to all tops from 60” to 120”, as stock items. 


Order directly through the Carlton Distributor in your neighborhood or 
send for our latest Carlton Sink Catalog LP 460 and price list today 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


There's a Carlton Sink to suit every purse and purpose 





SCULLERY SINKS * INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 
Check 2-151-03 on Reply Card 
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General's FEEDOMATIC * 


SEWEROOTER SENIOR 
Designed for AUTOMATIC cleaning 
of 3” through 8” lines! 











oe 
AUTOMATIC 


as 
to” 
use 
















FEEDS SNAKE IN—PULLS IT OUT... WITH 
PULLING POWER A MAN CAN'T MATCH! 


Smooth pulling power to reel in full length of cable 
without effort. Pull clutch housing out for automatic 
operation ... push it in for manual. . . instant shift, 
without stopping machine. FeedQmatic is the most 
modern, most efficient power sewer cleaner available 
to plumbers. /t’s guaranteed! 


Patented Flexicore Wiropecenter .. . 
“The Snake that makes the difference” 
Send for complete details 


*Patent 
applied for 






























906 S. SARAH STREET + PITTSBURGH 3, PA. 





Check 2-151-02 on Reply Card 


the first 10 GALLON heater that recovers 


AGALLON A -_— 


=_- +) 





J-40 


GLASS LINED MODEL 











New sales opportunities and profits are 
yours with this fully guaranteed 75,000 
Btu, 40-gallon heater that recovers 63.0 
gal. per hr. at 100° rise! Compare this 
with the standard 27.7 gal. recovery 
rate. The economical compactness of a 
40-gallon model... with a greater 
recovery rate than most 75-gallon 
heaters! Designed for all modern 


homes and appliances. This glass-lined 
Hotsteam J40—which is 46.6% smaller 
than conventional heaters of comparable 
capacity—increases your sales and 
profit potential in both the replacement 
and new home markets. Ideal for beauty 
and barber shops; small industrial 
plants, restaurants and apartment houses. 
AGA approved. 


Please rush me full information and specifications on 


[-] The new Glass Lined 140 
NAME 


(] Complete Hotstream line 





COMPANY. 





ADDRESS. 





CITY 


LONE STATE. 





THE HOTSTREAM HEATER COMPANY © Dept. D + 2363 East 69th Street « Cleveland 4, Ohio 
Check 2-151-04 on Reply Card 
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LINES WANTED 


LINES WANTED 





LINES WANTED 





FLORIDA 


Intelligent, consistent, state wide cov- 
erage. We contact plumbing, water 
supply, refrigeration and hardware 
wholesalers. All replies answered and 
strictly confidential. Address Key 480-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 455-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





SEEKING ADDITIONAL LINES 


Established well rated Plumbing Spe- 
cialty Manufacturer with National Sales 
and Distribution Organization of qual- 
ity plumbing specialties to Wholesale 
Jobbing Trade will take on additional 
items on an exclusive National Sales 
and Merchandising basis. Manufactur- 
ers of plumbing specialties desiring to 
concentrate on production problems 
will find this an unbeatable opportunity 
to substantial increased sales of their 
products. Send full particulars for early 
personal discussion. Address Key 409-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





WESTERN PENNSYLVANIA AND AD- 


: jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line. Address Key 453-E, 


‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NEW YORK AND NEW JERSEY 
Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 446-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


CLARKE SALES COMPANY 
12 Years Service 


VIRGINIA & WEST VA. 
OHIO RIVER CITIES 


407 Beech Ave., Charleston, W. Va. 
AGGRESSIVE SALESMAN 


with heavy promotional experience 
wants territory with agent or manufac- 
turer in South Central States. Thor- 
oughly acquainted with jobbers and 
have also called on builders, architects 
and plumbers. Worked in plumbing 
field at all levels. Address Key 488-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
MATHES-FRISCHMAN 
& ASSOCIATES 
3494 Lee Road 


Shaker Heights 20, Ohio 
Serving the plumbing wholesaler 
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THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 





NEY YORK AND NEW JERSEY TER- 

ritory, long established, experienced 
sales organization, 6 salesmen, own 
warehouse, want one more good line 
selling wholesale plumbing-hardware 
jobbers. Address Key 464-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


DOMESTIC 
WATER SYSTEM LINE 


wanted by aggressive established repre- 
sentative in western New York and 
western Pennsylvania. Excellent follow- 
ing. Address Key 466-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


PRESSURE TANK 
LAUNDRY TRAY PUMP 
WATER HEATER 
lines wanted by representative with ex- 
cellent following in western New York 
and western Pennsylvania. Address Key 
477-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 











NORTHERN OHIO — WELL ESTAB- 


lished, limited number lines, selling 
leading wholesalers, attending CSA, ag- 
gressive, intelligent coverage. Address 
Key 452-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois 
MANUFACTURER'S AGENT 

Well-known and aggressive, specializ- 
ing in plumbing and heating is looking 
for additional lines. Extensive and well- 
organized coverage of eastern Canada. 
TRANS-CANADA PLUMBING 
AGENCIES (1956) LTD., 5717 Monk- 
land Ave., Montreal 28, P.Q., Canada. 
Tel HUnter 9-6221. 





MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N.Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 








ILLINOIS 


8 men to cover Chicago area, radius of 
200 miles. Established firm successful 
with single line during past 10 years 
now seeks additional quality lines and 
accessory specialties for heating, air 
conditioning, commercial and industrial 
market. Close working contacts with 
architects, engineers, contractors and 
wholesalers. Warehousing and stocking 
facilities available. Personal aggressive 
representation. Address Key 485-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NEWHOUSE and SON, INC. 
4619 Pershing Ave. 
St. Louis 8, Missouri 
25 years service to Missouri 
and Kansas Jobbers. 





WANTED TO BUY 





WILL PURCHASE FACTORY SURPLUS 

stocks in all plumbing items. Pipe- 
valves fittings and _ steel products. 
Nothing too small or large. Liquidation 
stocks considered. Need money? Con- 
tact us. Address Key 486-E, ‘““‘DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





FOR SALE 





FOR SALE: WELL KNOWN STOKER, 

new crated, size C-20, Serial 46-20 
Nationally known boiler, 10 section 
double, steam 15, water 30, A.S.M.E 
standard, size 48 10D, serial ®NC 121035 
This is a new boiler, never used. For 
sale by the MADISON NURSERY & 
GREENHOUSE, Madison, Minnesota 
Phone $598-7465. 





BUSINESS OPPORTUNITIES 





Do you want large profits? 
HOME MODERNIZATION 
IS THE ANSWER 


Large home modernization corporation 
is willing to set up in your location either 
on partnership basis or percentage fee. 
A complete home modernization division 
of business. Depending on the popula- 
tion we can estimate the annual volume 
and prospective earnings. 

We shall administrate sales and instal- 
lations while teaching local help. Ad- 
dress Key 468-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 148 AND 150 
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for the finest in 
LAVATORY 
LEGS and towel bars 


the name to remember is 


que 






manufacturers of quality 
plumbing specialties, including: 








* bathroom accessories! * vanities! 
* basket strainers! * replacement baskets! 
* pipe straps! * floor & ceiling plates! 
* brass nipples! * chrome-plated nipples! 
* chrome-plated brass * chrome-plated 

fittings! Sure-Grip flanges! 


Sold thru the wholesaler « Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. ” Cleveland 12, Ohio 























Check 2- 153-01 on Reply Card 
DOMESTIC 
ENGINEERING’S 


“OIL HEATING 
and OIL BURNING 





SERVICING” les ‘dan 


20 Chapters . . 





. 120 Pages 


a complete handbook, your guide to ideas, methods and 
data in this principle source of automatic heating . . easy 
to use on the job, quick reference in the shop. 


Fully illustrated and written by a top-flight independent 
advisor to the Industry and D.E., this book gives you an 
expert analyses of the many devices and methods of repair- 
ing and improving combustion components. 


FREE With Your New or Extension Subscription to DOMESTIC ENGINEERING 
Simply clip, fill in and return the coupon below for your copy. 





Please send me the New Edition of your reprint book, “ A 
Short Course in Oil Heating and Oil Burner Servicing,’ 

with my [(_] new [] extension subscription to DOMESTIC 
ENGINEERING at the Special Rate of Two Years for$8.00*. 


*Saves 20% off the Regular Rate of $5.00 /yr. 











Name_ 


Address 








ae 
(] Remittance Enclosed Bill [] Me 


DOMESTIC ENGINEERING - + Chicago 16, Ill 


Check 2-153-03 on Reply Card 





(] My Company 


1801 Prairie Ave 





Domestic ENGINEERING, Fesruary 1961 


il 


WATEF 
ry 6 
b nO , 


GUARANTEED THE YEAR ‘ROUND 
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60° 
BELOW 
rat to 
WHEN YOU INSTALL 





SEND FOR 
NEW 
CATALOG 


MANUFACTURED BY 
JOSEPH A. VOGEL COMPANY 
WILMINGTON, DELAWARE 





Check 2-153-02 on Reply Card 





EXCLUSIVE DESIGN—AMAZING PERFORMANCE! 


Bubble-Cteam, MERATOR 
° sw IVEL WITH 


NO-SPLASH 








AG R 
AERATOR AS 
YOU AIM Ser 
° Rinses those 
with a ee 
hard-to-reach 
touch of sink corners! 
. { * 
a finger! Régtaeee 
sink hose 
ca “ae spray! 








IN FAST-SELLING NEW Bubble-Paks 
This ingenious aerating device combines all gras! 
the advantages of SPLASH-FREE, odor- 
free water with a swivel-action connection 
| that lets you aim thestream anywhere within 
the sink area! Beautifully designed, made of 
solid brass, chrome finished. 


The only favcet aerator with ONE INTERNAL PART Ribble tron { 
MODEL /SM-100 MALE THREAD MODEL /SK-100 FEMALE THREAD 
Packed 6 or 12 per display box 


ive 
3 © 4ex,0 














Mi chicago 28, lll. 


ENGINEERING Co Write for CATALOG SW-100 or 


order from your supplier today! 
Check 2-153-04 on Reply Card 
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(Continued from page 149) 
favorite expressions is “running scared.” 


“We're always running scared,” he keeps 
repeating. “We’re ahead of the hungry pack, 
but running scared. Once we slow down, 
the big boys (his term for mail order and 
dtu rivals) will leave us only the bones.” 

Green is equally aware of other issues 
which face the industry: 


# Although he would not be in favor of as 
“fancy a name change as hydromechanics” 
(as recently suggested by a prominent in- 
dustry manufacturer), he believes it is es- 
sential that the prestige of the plumbing 
and heating field be advanced. “Just be- 
cause a plumber goes out to clean out some- 
body’s sewer doesn’t mean that he’s not an 
important part of the community. At the 
same time, the plumber should earn the 
prestige which properly attaches to his trade 
through his competent behavior.” 

Of jacklegs and bid shopping, he says: 
“This problem is found everywhere, and it’s 
something that we will always have to con- 
tend with. I always make my bid honest and 
high enough to pay for my materials, labor 
and profit. There’s no doubt that the cus- 
tomer will always be able to find a cheaper 
price. I tell him, ‘You'll get a lower price. 
But it’s going to cost you twice as much 
when you have to hire a competent man to 
do it over again.’ ” 


s Of imports, he notes with rock-solid prac- 
ticality: “I’ve seen imported fixtures so thin 
that you could squeeze them out of shape 
with your fingers. I once installed a bunch 
of imported faucets. Before six months was 
out, I had to replace all but one of them— 
they leaked at the stems—at no cost to the 
customer. Not only did I have to pay for the 
new faucets but for the travel time and the 
labor involved. 
“Frankly, I’ve learned my lesson.” 


= Despite all the hostile forces which beset 
and confound the p-h industry, Green wor- 
ries mostly about one—himself. “I’m my 
own worst enemy,” he says. “I’m never 
satisfied with what I do or with what I’m 
planning to do.” 

So Green “runs scared.” And he so out- 
distances his most professional competitors 
in the process that when a survey reporter 
in Randolph County asks: “If you needed 
plumbing and heating, where would you 
go?” the most likely answer is: 


+. 99 


“Stan Green’s. END 
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The all-new 
sliding door 
cabinet with 
‘Picture Frame” 
Mirror... 

in gleaming 
stainless steel! 
Latest design 
advance! 

—and America’s 
most competitive 











prices without / For the most complete line 


of all types of cabinets and 


sacrifice of 


traditional accessories, write for the 
Grote NEW Grote Catalog! 
quality. 


THE POLE waneactuning CO., Madison, Indiana 


..+ the full line manufacturer 
Check 2-155-01 on Reply Card 













Over 200 different 
models and sizes! > 


Scullery sinks, classroom sinks, custom sinks— 
all bearing the distinguished Carlton name. 
For example; 

Two Compartment 
Scullery Sinks 







These are made in one, 
two or 3 Comp. stainless 
steel or galvanized steel in 
a choice of No. 12, No. 14 
or No. 16 gauge, with 
complete square or coved 
welded construction. Sep- 
arate or Integral drain- 
boards. Custom made to 
your specifications. 





3 Compartment 
Carlton Scullery Sink Shown 























Model No. Over-ali Inside Depth 
C-1836-2 21”x39” 18” x 36” 14” 
C-1848-2 21” x51” 18” x 48” 14” 
C-1860-2 21” x 63” 18” x 60” 14” 
C-2436-2 27” x 39” 24” x 36” 14” 
C-2448-2 27” x51” 24” x 48” 14” 
C-2460-2 27” x 63” 24” x 60” 14” 





Order directly through the Carlton Distributor in your neighborhood or 
send for our latest Carlton Sink Catalog LP 460 and price list today 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


There's a Carlton Sink to suit every purse and purpose 





SCULLERY SINKS « INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 
Check 2-155-02 on Reply Card 
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LOOK TO US — the manufacturer that realizes the 
future belongs to the wholesaler who does NOT 
keep his capital tied up in too much inventory with 
too little turnover. 


DEAL WITH US and remain a wholesaler instead of 
a warehouseman. Be a “moving force” between our 
factory and your dealers! Eliminate the worry and 
expense of stocking the surplus output of and for 
a manufacturer. 


PROFIT WITH US... 

OPERATE ON TWO-THIRDS LESS INVENTORY! 
Use our exclusive consolidated shipment advan- 
tage. Order vitreous china and cast-iron plumbing 
fixtures, vanity units, oil and gas-fired heating boil- 
ers, commercial and domestic water heaters ALL 


IN ONE LOAD! 






Such a variety, keyed 
to your needs, can be 
turned for cash while 
another load’s rolling. 
Write to US now! 


UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORPS. 
1130 CITY PARK AVE., COLUMBUS, OHIO 


Check 2-156-01 on Reply Card 


FILL-TROL 


| An Integrated Combination 




















Expansion Tank 


|} Automatic PLUS EXTROL 
| FILL VALVE Pressurized 
| Diaphragm-Type 








FULL CONTROL 


of incoming supply and system expansion 
in hot water heating systems! 


With only two connections, you can completely 
install this uniquely designed pressure reducing 
valve and expansion tank .. . provide more com- 
plete protection for both new and existing hot water 
heating systems. 

The specially engineered fill valve permits ex- 
tremely fast fill with a positive shut-off that fully 
guards against leak-by. Designed with a built-in 
manual shut off, it is able to regulate any pressure 
setting indefinitely. 

The Extrol Unit is a modern, diaphragm-type 
expansion tank designed to provide a perfectly 
sealed, flexible diaphragm between the water and 
the air so that they never come in contact... it’s 
the most practical method yet devised for control- 
ling hot water heating system expansion and elimi- 
nating the major causes of air trouble. 


Ask for details 
on the all-new 
Fill-Trol unit 
today! 


American 


TUBE & CONTROLS 


INCORPORATED 
West Warwick, R. I. 





a 


Check 2-156-02 on Reply Card 
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SAVE MAKE-UP TIME 
ASSURE PRESSURE TIGHT JOINTS 


Careful inspection assures true alignment for faster make-up. Army-Navy 
gauging procedure guarantees full formed threads for pressure tight 
joints with any CAPITOL screwed fitting. The same care and skilled 
workmanship for all classes of CAPITOL pressure fittings 

assure trouble-free installations. 


COMPLETE PROTECTION FROM CORROSION 


All Capitot fittings are fully protected against corrosion. 
Job-determined coatings that have proved most effective are applied 
according to general uses of each type of fitting. Special coatings are 
available when needed. 


ASK YOUR DISTRIBUTOR 
FOR CAPITOL FITTINGS 


Specify CAPITOL to assure job-tested fittings. Steel 
fittings assure no sand holes, no porosity. Every 
CaPITOL fitting equals or exceeds all published 
specifications for its size and pressure, 

All are conveniently packaged and 

protected to ensure delivery 

in factory finish condition. 
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Ei MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 


COLUMBUS, OHIO 








Only the Rich 
can afford 


poor heating! 
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~ MCDONNELL& MILLER, /Inc., 3500 N. Spaulding Ave., Chicago 18, Ill 


Dong Dre Shing Wale. 





